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JOWN in DIXIE Too ~~» 


the Greenfield name 


on small tools 


CLINCHES fhe 








| Ht 






Valin 


The Charlotte Supply Company of Char- 
lotte, N. C., finds that experienced tool 
buyers in the South need no sales talk on 
Greenfield tools. Mr. Graham, a member 
of this leading firm of mill supply distrib- 
utors, tells us their trade demands Green- 











Soe es ~——— | field quality 
‘| and depend- 
ability. Read 


his letter: 


THe CHARLOTTE Suppty Co. 
(Gexemat Mn ScrP.ine 
CHARLOTTE... 


i. ¥. B. du Mont 
Oreenfield Tap & Die Oorp.. 
Greenfield, Mase. 


“T am. enclos- 


| 
. | 
msemenene on July 17em, 4929 rer! | 
| 
Dear .@u Monti~ | 


1 an enclosing an order covering our sore 
plate, tap and die requirements for the next quarter ing an order 
The Oreentield nase 18 so thoroughly em 
t ene! with the ¢: in the th that our ealesem@ e 
fine “es a ra ns ter snatsast ‘tools. covering our 
Other produste and trace nanee seem to cose 
and go, Dut *Oreenfield® ourvives thes all Our trace screw p l a ? e. 


won't bear of substitutes 


Very truly yours, 


THE CHARLOTTE, ay OoMrasyY 


© pee } 


tap and die re- 
quirements for 


the next quar- 





ter. 











This old-established mill supply house in Char- 
lotte, N. C., the Charlotte Supply Company, has 
sold Greenfield small tools for nearly a half cen- 
tury. They are going stronger than ever, today, 
on the Greenfield line. 





“The Greenfield name is so thoroughly en- 
trenched with the trade in the South that our 
salesmen find they need no sales talk on 
Greenfield tools. 


“Other products and trade names seem to 
come and go but “‘Greenfield”’ survives them 
all. Our trade won't hear of substitutes.” 


Many leading jobbers have found it profitable 
to concentrate their small tool business with 
Greenfield. Our salesman will be glad to go 
over in detail the various forms of active co- 
operation which are available to our jobbing 
customers. 





Chicago: 611 W. Washington 


New York: 15 Warren St. 


Blvd. 
GREENFIELD, 





Detroit: 228 Congress St., W. 


Canadian Plant: Greenfield Tap 
& Die Corp. of Canada, Ltd., 
Galt, Ontario. 


MASS.,U.S.A. 


H. A. Sept. 26, 1929 
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Only AMES SHOVELS have the 
R-MOR-D 






MORE 
AMES 
SFIOVELS 


are USED than any other kind 


The complete “All Star” Ames line includes the 
genuine O. Ames Four Star, the Ames 3 Star 
and the Ames 2 Star to meet every need. You 
will profit best if you “look for the stars” on 
every shovel you buy. 











eee 

AMES SHOVEL AND TOOL COMPANY 
NORTH EASTON «<> MASSACHUSETTS 

ST. LOUIS, MISSOURI - -~- ~ ANDERSON, INDIANA aa 
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DEERE ea 


FALL IN 








WITH 
EVEREADY’S FALL CAMPAIGN 


EVEREADY, the pioneer flashlight, is out 
to do a grand job of selling this Fall. The 
heavy pieces are already in action with a 
roar that can be heard in every store. A 
massed battery of magazines, newspapers, 
and store-cards is advancing under cover of 
darkness and the army of longer nights is 
already trembling in the trenches. 

Heading the heavy-hitters is The Ameri- 
can Weekly, the full-color magazine that is 
distributed with the Hearst Sunday news- 
papers all over the country. Nearly six 
million families reached by this one piece 
alone. Then The Saturday Evening Post, 
hammering at about three millions more. 
And Better Homes and Gardens and The 
Country Gentleman . . . a grand total of 
more than forty million individual readers. 


To earry full-page ads on Eveready Unit 


Cells, Christian Herald, Popular Science 
Monthly, Capper’s Farmer and The Ameri- 
can Boy are being used, in addition to three 
of the heavy-hitters already carrying flash- 
light-case advertising. And then... special 
lithographed cards for windows and coun- 
ters, display-cartons, etc. 

Eveready dealers will be advised in ad- 
vance of every movement of the Eveready 
forces. With the new line of sport models 
in colors, the 49-cent pocket Eveready, re- 
duced prices all along the line, and with 
the hardest-hitting advertising of all time, 
Eveready is out to mop up. Fall in! Order 


from your jobber now. 


NATIONAL CARBON COMPANY, INC. 
General Offices: New York, N. Y. 
Branches: Chicago, Kansas City, New York, San Francisco 


Unit of Union Carbide \ © and Carbon Corporation 
} ea ew Se | 


EVEREADY 


FLASHLIGHTS 
& BATTERIES 


—they sell faster 


Ee ARN eS REN 
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WINNING 
PAIR 


“Doo0-Klip 


GRASS SHEARS and PRUNERS 





The 


Pruner 


Retail 
Price 





The 





3150 


— The | 
Doo-Klip 

Grass Shear 

Retail $150 














Price 


Get these 
SALES ACES 
on display! 


A QUARTER-MILLION DOO-KLIPS sold 
in 1929—sold strictly on merit and because of 
mechanical excellence. Jobbers and Dealers 
are making easy sales and real profits with this 
DOO-KLIP WINNING PAIR. Every retail 
sale shows the Dealer a margin of 6624% on his 
cost. Are you getting your share? 


EASY WORKING, UP-AND-DOWN mov- 
ing GREENhandles catch the customer’s eye— 
an invitation to be picked up and handled. 
Once in the customer’s hand, they are SOLD! 


BLADES ARE OF HARDENED tool steel 
and are self-sharpening and self-tensioning— 
foolproof—no adjustments to be made. The 
pruner is the only one on the market which 
cuts on the oblique and will not bruise the stalk 
remaining on the plant, when held in a natural 
position. New handles are triple-ribbed and 
stream-lined so that they can’t be sprung out 
of alignment. 


1930’s|\ PROFITS WILL BE EQUIPPED 


WITH GREEN HANDLES. CONVINCE 
YOURSELF WITH A TRIAL ORDER. 





Order from your Jobber, or write us 
for samples at Dealet’s price, giving 
name of your regular Jobber. Privi- 
lege of return for credit or cash rebate 











The ALLIANCE MANUFACTURING CO. 


ALLIANCE, OHIO 


Manufacturers of 


“D00-Klip 


LINE 






















PRUNERS 


FERTILIZER SPRAYERS 


GRASS SHEARS 
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Every genuine Congoleum Rug 
bears this famous money-back 
uarantee, Congoleum is so well- 
nown that 9 out of 10 women 
who purchase this class of floor- 
covering ask for “Congoleum” 
by brand name! 




























TT ‘+ REAL MONEY 
in Congoleum 


These fast-selling practical rugs 
are logical hardware store items 


A Fact: A large proportion of the 
women who come into your store for 
kitchen equipment and other house- 
hold hardware are buying Congoleum 
Gold Seal Rugs from someone. Hun- 
dreds of thousands of these popular 
floor-coverings are sold annually. 

A Question: Wouldn’t these women 
just as soon buy their rugs in your 
store as anywhere else? 

The Answer: Hundreds of progres- 
sive hardware merchants are making 
good money handling Congoleum Rugs. 
Anattractive display takes up only a few 
square feet of floor space. Just give 
the rugs a chance and let their bright- 
colored patterns do the rest. 

Remember— practically every woman 
who enters your store has heard of 
Congoleum Rugs backed by the famous 
Gold Seal guarantee. They have been 
advertised for seventeen years—in 
millions of magazine color pages, week 
after week—by word of mouth from 
one satisfied housewife to another. 

Write today to our nearest district 
office for full information on this 


profit-opportunity ‘ 


CONGOLEUM-NAIRN INC. 


New York Boston Detroit Dallas 
Philadelphia Pittsburgh Minneapolis New Orleans 
Chicago SanFrancisco Kansas City Atlanta 





The rug shown on the floor 
is “Palmetto” No. 604; very 
appropriate for a kitchen. 
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_ Handle— 
asier ” Sell 


"THOUSANDS of dcslers from Maine to California have taken the 










It is sold only through out of poultry netting sales by concentrating ou UL S Poultry 
wholesale and retail | es 
: has taught them that this modern netting discourages price 
It gains and holds trade. Competition, creates more sales, earns a substantial profit and leads to 
It leads to the sale of other proGtable and permanent repeat business. 


U.S. Poultry Fence insures to your customers the greatest poultry 


It is ceonomical 
‘ pe netting value the trade has ever known. 


stock and handle. 















Your trade 
can SEE the 




















Pe mH 


STEEL & WIRE CO. INDIANA STEEL & WIRE CO. 


ts) : (7) | 
\ 

















YOuR copy’of the U. S. Poultry Fence 
Book for 1930 is in the mail. Watch for it! 


It is designed primarily to increase your profits by in- 
creasing your sales of U. S. Poultry Fence and kindred items. 


It points out briefly how U. S. Poultry Fence has re- 
volutionized the demands of the poultry netting trade; how 
it is constantly creating new records for sales and profits; 
how thousands of dealers are reducing inventories and in- 
creasing profits by standardizing on this superior netting. 


Each book contains a card which will bring to you 
FREE a miniature sample roll of U. S. Poultry Fence. We 
urge you to make use of it. 





Makers Also of 


IMPERIAL Fence 
Gates----Steel Posts 





A Complete Line of Indiana Steel & Wire Company 


Farm Fence Hog Fence Muncie, - += Indiana 
Poultry Fence Lawn Fence 





Farm Gates Lawn Gates 





Steel Posts 








Flower Border Trellis 








| fo.) 
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OU have proved that chain 

store and catalog house 
competition can be overcome 
by supporting those manufac- 
turers who sell only through 
the Independent Merchant. 


Proved it... by greatly in- 
creasing your sales of Plumb 
Tools and Axes since our Pol- 
icy of selling only through In- 
dependent Merchants has been 
given widespread publicity. 


A year ago we predicted that 
this fight could be won by 
shoulder-to-shoulder fighting. 
Through your cooperation that 
prediction is fast becoming an 
accomplished fact. This is our 
acknowledgment of your splen- 
did loyalty, and our pledge of 
continued support. 








PLUMB 


DOUBLE LIFE 


Hammers Watchets 
Files Sledges Axes 








-),000 Dealers 


with 








Dealers, themselves, say: “It over- 
comes Chain Store Competition” 


HE Plumb “Trading Up” The PLUMB“ Trading Up” Unit 


Unit has proved its case on 














thousands of dealers’ counters. Retail Price 
It does overcome chain store $200 cach 
competition. It does “trade 
up” your hammer business 
into the high-grade, profit - pon 
bearing items. aaa 
Eight months ago Plumb 
offered this sales aid as a part 
of their plan to fight shoulder- $100 cach 
ndieeiier with the indepen- Saas 
dent merchant. 
It provideddealers with acare- 
fully selected stock of hammers 4Mubriaatatened Toes 
and a counter display to hold  ;'p.,. Hammers—Selling Price #1500 
four hammers priced from 75c Dealer Cost $1000 
to $2.00—all of | Plumb Quality. — Display Stand FREE 


It gave customers an opportunity to compare price and 
value. It sold the dealer’s knowledge of value and service. 


Our sales records show that this Unit in hardware stores 
everywhere has doubled the sales of the $1.50 and $2.00 
hammers. It succeeded beyond our own expectations. 


The Plumb “Trading Up” Unit, with its new reinforced, 
riveted display, is even more effective today. The “trading 
up” idea is gaining momentum all the time. Get it on your 
counter now! Order from your regular supplier. Price $10.00. 


The Independent Merchant Gives 
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have increased Quality tool sales 


PLUMBE?S Special Selling Units 


How Plumb helps you 


sell more axes 


LUMB AXES are advertised in color advertise- 

ments to millions of farmers each year. Plumb 
Axes are demonstrated to hundreds of people every 
day by Peter McLaren, America’s Champion Chop- 
per, through his chopping competitions. 


All of this is building axe business for the inde- 
endent merchant because Plumb Axes can be 
sought nowhere else. 


And Plumb gives you the means to focus atten- 
tion on axes in your store. The Plumb Axe Rack 
solves the problem of display ... keeps axes off the 
floor where dust and rust eat up your profits. It 
holds fifteen axes, every one plainly in view. 





SPECIAL OFFER! 


Dealers ordering the Plumb Axe Rack 
during the coming season will receive free 
six copies of the new book — The Axe 
Manual of Peter McLaren — an 84 page 
book in which this Champion Chopper 
reveals the axe secrets of twenty-five years 
of chopping experience. 

Thousands of copies sold at the regular 25c price to woods- 
men and scouts. You get six copies free. Order the Plumb 
Axe Rack from your jobber. Price $2.50 when ordered with 
Plumb Chopping Axes. 





«More Than ‘Price-Tag’ Value” 


Plumb Scout Axe Unit 
.. another successful PLUMB Sales Aid 


_ took this selling idea of Plumb’s 
and put it across, increasing their Scout 
Axe and Sporting Goods sales materially. 


The Plumb Scout Axe Unit furnished all the 
display material needed for a Sporting Goods 
window. By cooperating with their local Scout 
Masier, dealers secured the examples of scout- 
craft and the curios which the local troop had 
collected. In many cases the Scouts, themselves, 
trimmed the windows. 


Scout axes, scout knives, flashlights, guns, and 
other outdoor goods completed the window. 


It proved a selling window, with local interest 
that drew crowds, with attention value that held 
them, and with an appeal that sent them in to buy. 


Many dealers are planning a Fall Sporting 
Window built around this Plumb Plan and the 
Plumb Scout Unit. 


Order it from your jobber. Specify Scout Dis- 
play Unit No. 2. Price $7.25. 


| This window trimmed in cooperation. 
with the 


Boy Scouts of America 
EXAMPLES OF SCOUTCRAFT 
LOANED BY TROOP No. 


We sll the 


PLUMB 


© OFFICIAL SCOUT AXE 















Eee 





| Official GF * (4 
| PLUMB at 
| SCOUT AXE | 


Useful everywhere STE 
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Taenti fy this 


hose by its 


Go_p WRapPER °: 


Goodrich 
Rib Cord 
in the green 
wrapper 
Bealers everywhere 
wlmer well Conetrioh Hib 
ford — fike Mavecon 
but one-besid tnstead 
of tueo-bruid —in the 


arrrn erapper 


nevennary 
HUT off the water wt the — buthered with inks. leaks or 
nurzle if you want to—if breaks. The Goodrich high- 
i pressure water cure pulse mote 
rubber in a given spare in the 
forme = featent 
fesibility and infinite tough- 

Drag 0 ever cintem and cone 
certe walks if neressury wr eon: Subd eversehere — in the gukl 


vewient, M's made to stand it srapper 
‘ 


Goodrich Maxeeon 
o> Garden Hose 





dsoodrich makes 
to the independent 


POET 


So SRR Ag 


Just one of the 
full-page advertise- 
ments which will be 
seen by hundreds of 
your customers 
and prospects. 


GooprRicn 


Garden: Hose 
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a contribution 


hardware dealer... 


Every independent dealer should 
carry Goodrich Maxecon Garden 
Hose {in the Gold Wrapper) 


EFORE you order garden hose for next 
| saat sales you need to know these im- 
portant facts: 

Instead of dozens of brands, dozens of 
grades which are so hard to choose from, 
there will be one hose, so advertised and so 
well known to the public that it will be easier 
tosell, and surer to satisfy, than any hose ever 
made before. That hose is Goodrich Maxecon 
—to be packaged this year in a gold wrapper! 

But, more important still—Goodrich offers 
an. advertising and merchandising plan to 
every dealer who sells this hose. It is a plan 
that not only helps sell more garden hose, but 
shows you definitely how to advertise your 
whole store. Without question it will in- 
crease the sales of every line you carry! 


Here are a few of the things it covers: 


]. What kinds of adver- 
tising should the 
hardware store use? 


2. How to use direct mail 


This plan, however, not only tells how to do 
these things, but provides a definite means of 
doing them. Any dealer who studies it and 
applies it will be a more successful merchant 
in 1930. 


One Hose Only 


There is a definite need on the part of the 
hardware store for a single grade of hose 
which the dealer can recommend to every 
customer. Goodrich Maxecon is the best hose 
Goodrich knows how to make for home use. 
The user need not be afraid to leave it out in 
the sun, to shut off the water at the nozzle, 
to drag it over cinders or concrete. It will not 
develop leaks or kinks. 

Designed to give the dealer a gross profit of 
nearly 40°. 

A companion hose, Goodrich Rib Cord or 
Goodrich Freshet, can be used to meet low- 
price competition, and to help the sale of 
this more profitable grade. 

How to Get This 
» Merchandising Plan 


Jobbersandjobberssales- 





advertising. i 

3. When should a hard- 
ware store use news- 
paper advertising? 

4. The modern handbill 
—for increasing sa!es 
in every line. 

5. Prices and chain-store 
competition. 

6. How to sell garden 
hose. 


YOUR HARDWARE STORE | “ 





men have copies and full 
information. If your job- 
ber cannot supply you 
with Goodrich Maxecon 
hose, write to The B. F. 
Goodrich Rubber Com- 
pany, Est. 1870, Akron, 
Ohio. In the west, Pacific 
Goodrich Rubber Co., 


Los Angeles, California. 


MbaxEcon 


in the Gold Wrapper ) 
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GOLD 5 











TRAN D’ 






RADIO tells 
WHAT to buy... 


solid, substantial sales assistance . . . . now for the first time utilizing, 
with the tremendous attractive power of Radio, the no less effective direc- 


Moi Gold Strand Screen Wire Cloth provides dealers everywhere with 
ihn a 
tive power of the “Where to Buy” sections of the telephone directories. 


Again Gold Strand Radio concerts will be broadcast weekly, over a nation-wide 
hook-up of radio stations from ocean to ocean, from Canada to Mexico... . 


.... and each broadcast will feature the announcement that the names of local 
dealers who carry Gold Strand Screen Wire Cloth in stock may be found in the 
“Where to Buy” section of the listener’s local telephone directory. 


Then, in that local telephone directory, under the Gold Strand Trademark, will 
appear the names of all dealers in that community who carry stocks of Gold Strand 
cloth. There is no cost to the dealer for this service. American Wire Fabrics 
Corporation pays the bills! Each dealer is listed automatically .... as quickly 
after he orders his stock of Gold Strand Screen Cloth as the new directory goes 
to press. 


This is the most effective merchandising tie-up of a nationally advertised product 
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double tie-up for i Ny o> 7) 
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eoothe "PHONE DIRECTORY 
felis WHERE to buy Tt! | 


that may be made. It attracts the public to Gold Strand, and then directs the 
public straight to the dealer’s store. 
Gold Strand Screen Cloth is in greater demand today than any other make. As 


you know, there are three general types . . . . Galvanoid, American Bronze, and 
Copper . . . . made regularly in 12, 14, 16 and 18 mesh, and in all widths from 


‘ 18” to 48”. Get YOUR Name Listed 





tn ats ee Per 


set 


Here’s your opportunity! Send in your orders now for 1930 through your own - i 

jobber, and get a free listing in the “Where to Buy” section of your local tele- Free in the Classified 
: ! 

phone directory! Telephone Book 


AMERICAN WIRE FABRICS CORPORATION 
Subsidiary of WICKWIRE SPENCER STEEL COMPANY 


General Offices: 41 East 42nd St., New York City 


Western Sales Office: 208 So. La Salle St., Chicago, Il. 
Worcester Buffalo Cleveland Detroit 
San Francisco Los Angeles Seattle Atlanta 


ON NE RN Be NS 
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When a Stranger 
Presents a Check 


dees question him 
even if you don’t 
question his hon- 
esty. You’d much 
rather havea green- 
back or silver piece 
with Uncle Sam’s 
signature on it. 


Your customers feel 

the same way toward strange 
merchandise. They won’t ac- 
cept it without question, as 
they do the familiar trade- 
marked products. You can’t 


blame them. 


Public confidence in advertised 
goods is not misplaced. A 


a 








4 For 35 years 3-in-One has been a profitable item 
both in mark-up and turnover. Proof: it is sold 4% 
today by 400,000 merchants, all of them in business 

with the idea of making money. : 


product that 
can survive 
the white 
light and 
black ink of 
publicity for 
years must 
be ail that it 
claims to be. 


Advertised nationally in 38 
publications, 3-in-One is a 
familiar household word to 
millions. It is one of those good 
old items that are bought on 
reputation and quality —not 
one that has to be sold on 
price, or by per- 
suasion. 








3-in-On 


Made Since 1894 
THREE-IN-ONE OIL COMPANY, 130 William Street, New York, N. Y. 


MRI2Z9 
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Why 


hain Stores 





fear one another... and how 
the Independent may profit! 





Among the authors of the 
new MODERN 


are the following men:— 


L. S. BitNer 
Store Manager and Director, Wm. 
Filene’s Sons’ Company, Boston. 


Joun Brock 
Secretary and Treasurer, Kirby, 
Block & Fischer, Resident Buyers. 


RALPH STARR BUTLER . 
Vice President, in charge of Ad- 
vertising, Postum Company, Inc. 


JosePpH CHAPMAN 
President, L. S. Donaldson Com- 
pany, Minneapolis. 


SHELpon R. Coons 
Executive Vice President and Mer- 
chandise Manager, Gimbel Bros., 
New York. 


FREDERICK D. Cortey 
Vice President, Marshall Field & 
Company, in charge of Retail 
Merchandising. 


Grorce M. GALEs 
President, Louis K. Liggett Com- 
pany. 

Lee Gattoway, Pu. D. 
First Director, School of Retail 
ing, New York University. 


W. T. GRANT 
Chairman of the Board, W. T. 
Grant Stores. 


JoserH Husson 
President, The Eleto Company, 
New York. 

EpGar J. KAUFMANN 
President, Kaufmann Department 
Stores, Inc., Pittsburgh. 


J. W. Knapp 
President, J. W. Knapp Com- 
pany, Lansing, Mich. 


CHARLES MILGRIM 
Secretary and Treasurer, H. Mil- 
grim & Bros. 

Pau, H. Nystrom, Pu. D. 
Professor of Marketing, Columbia 
University. 

J. C. PEnney 
Chairman of the Board, J. C. 
Penney Company. 

CLAYTON POTTER 
President, United States Stores 
—and many others. 





MERCHANDISING COURSE 








OU have heard retailers express fear 

cf the chain store. But you have no 
idea of the worry felt by a chain store 
executive faced by the encroachment of 
another chain! 


You see there is only a limited field for 
chain stores. Many retail operations seem 
to require more personal supervision than 
chain stores can give. 


Consequently, there is a tremendous 
competition between chain stores. This 
competition necessitates the use of the 
most efficient merchandising methods. 


chain store field, or the man who hopes to 
hold his own against chain store competi- 
tion, is hopelessly handicapped if he fails 
to adopt the methods of modern mer- 
chandising. 


How can an independent retailer be- 
come acquainted with these methods? 
How can he, alone and unassisted, learn 
to apply them to his everyday business? 


He can’t. The field is too big. For this 
reason, the Alexander Hamilton Institute 
has made a monumental survey of mod- 
ern merchandising in a Course for re- 
tailers. It already has the highest ap- 
proval. It teaches why certain methods are 


used by successful retailers, as well as Aow. 


This Course is called the Modern Mer- 
chandising Course and Service. It deals 
specifically with store management, busi- 
ness organization, financing, merchandise 
control, buying, selling, advertising, cred- 
its, collections and correspondence. 


Whether your problem is one of getting 
intelligent employes for your store, or 
whether it is a problem of getting custom- 
ers to come back day after day, or week 
after week—a single idea obtained from 
the experience of the authorities who have 
contributed to this Course will more than 
repay you for all the attention you give it. 


If business is coming your way, you can 
afford to Jay a broad foundation for future 
expansion. If business is not coming your 
way, however, then it is time you in- 
vestigated to see what the trouble is. 


In either case, you will have nothing to 
lose by learning what the Alexander 
Hamilton Institute can do for retail mer- 
chants. An unusual booklet called “Prog- 
ress and Profits” has been prepared for 
your information. It tells all about the 
Course. You may have a copy without 
charge by filling out and mailing the 
coupon below. 


ALEXANDER HAMILTON INSTITUTE 


ALEXANDER Hamitton Institute, 288 Astor Place, New York City 


Please mail me, free, a copy of “Progress and Profits,” which tells all about 
the Modern Merchandising Course and Service. 


NAM: 











POSITION — a 


BUSINESS ADDRESS, 


COMP AN Y cncetnettiii ese sa ~_ 





In Canapa, address Alexander Hamilton Institute, Limited, C. P. R. Bldg., Toronto 
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“All Is Not Gold 
That Glitters”’ 


LL Tubular and Clinch rivets may 
look alike in so far as they are all 
made of metal and bear a certain re- 
semblance in form and finish. There 
is, however, a marked difference in the 
metal itself, to say nothing of the work- 
manship and finish. We have manu- 
factured Tubular and Clinch rivets for 
over fifty years. We know that rivets 
of equal grade cannot consistently be 
sold for less than the prices at which 
our line is offered. 





Pacific Coast Representative, 
J. T. McDEVITT 
Postal Telegraph Building, 
San Francisco, California. 


: _ O'tpproved/ 


——— by the keenest 


buying brains in the country 





TUBULAR RIVET & STUD 
COMPANY, 


BOSTON 







The larges t 
factory in the 
world devoted 
to the manu~ 
facture of 

Jubular and 
Clinch Rivets 

























oe awe 

oon 
ayers 

ont ann 





aae 











av 
aanren yaaa 
a 
om) s 























URGE GATE 


NE 


ty 


Eee ie ia 





post 


ERR ERRYS 


Slag 
estos « 





SEM ius See 





2 
= 


bi 


% 2 iereg 


ig 








wien tay Se am 


Eat tae Z 











HARDWARE AGE for SEPTEMBER 26, 1929 








iis STAINLESS STEEL CO. 
Pittsburgh (§TAINLESS ) Penna. 
te J 





o Introduction Needed 


Every one knows 
-.. appreciates ... wants Stainless 
Steel Cutlery ... rust proof, tarnish 
proof, corrosion proof ... It never 
needs polishing and there is no plating 
to wear or peel off. 
@ The enduring beauty of a Stainless 
Steel blade rivals that of newly pol- 
ished silver ... The brilliant lustre 
lasts forever . . . Stainless Steel is 
many times tougher than ordinary 
steel and withstands rough usage. 
@ The best known and finest makes 
of cutlery are obtainable in ‘‘Stain- 


less”’ in a variety of styles and prices 
...Itis always easy to sell because 
it has an exclusive sales feature... 
PERMANENCE ... “‘Stainless”’ needs 
no introduction. 

Cutlery...Scissors.,. Razor Blades... 

Hammers ... Squares ... Rules ... Tapes 

.. Golf Clubs ... Builders’ Hardware... 

Kitchen Tools ... Screws ... Nails 

. Skates... Bolts and Nuts . . . are 

ideal when made of Stainless, Steel. 
@ “Stainless” is available in a wide 
range of physical properties... 150 to 
600 Brinell and 60,000 to 250.000 pounds 
per square inch tensile strength. 


STAINLESS STEEL 


~ Genuine Stainless Steel is manufactured only under the patents of the ~* 


COMMONWEALTH BUILDING 
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COMPLETE AUTOMATIC CONTROL 


Dont Overlook This New 


MYERS FEATURE gz 


A water system funct.ons every day of the year. No Sundays. 
no holidays, no rest days for it. Year through it serves. 
Obviously, dependability is highly essential, and 
automatic control is very desirable. Maximum 
serv:ce, minimum cost, customer satisfaction, 
more business, more profits. Self-starting, self- 
stopping, self-oiling, complete automatic con- 
trol. All are responsible for the pronounced 
success of Myers Self-Oiling Automatic 
Water Systems. Do not underesti- 

mate the value of these important 
Myers talking points and exclusive 
features. Get all of the facts. 
Get them today. Write or 
. wire for a copy of our new 
catalog and prices. 



































(Garnits 
Automatic Air 


Cw 
Air BoundorWater 


Logged Tanks 
Eliminated 






FIG.2530 & 


Shallow or deep 
wells, large or small 
volume, engine or 
motor, belt or chain 
drive, open or pro- 
tected installations, 
pressure tank, open 
tank or direct dis- 
charge— regardless 
of volume, power, 
depth or place, 
Myers Water Sys- 
tems meet most 
conditions satisfac- 
torily. 





FIG.2354 
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When it comes to un- 
limited water system 
sales activities the 
Myers Line leads the 
_.~ way. Homes, farms, 
“= country estates, pub- 
_ lic and private build- 
ings and institutions 
—Myers Water Sys- 
tems serve them all 
successfully. There 
is a style and size for 
any service up to ten 
thousand gallons of 
water per hour. 

























» 


FIG. 2524 


TH F.EJMYERS & BRO.¢°. 


ASHLAND, OHIO. 





PUMPS FOR EVERY PURPOSE -WATER SYSTEMS-HAY TOOLS- DOOR 2 HANGERS 
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THAT DEMAND 


| EW inch. DRILL 5 
| BUILT TO SATISFY” ? A 


HIGH SPOTS 


Westinghouse motor for 110 or 220 volts 
A. C. or D. C. No Load Speed 1700 RPM 
Air Cooled Pistol Grip Handle 
Full Ball Bearing Spindle 
Instant Control Switch 
Capacity 14 inch in Steel 
Length overall 1134 inches 
Weight only 
414 Ibs. 


GREENFIELD ~ MASS. 


THE UNITED STATES OF AMERICA | It’s 


Everyman’s 
Drill 
Retail Price 
$24.00 


BRANCHES 
107 Lafayette St., 139 Queen Victoria St., 38 No. Clinton St., 
New York, N. Y. London, England Chicago, IIl. 





The ABC of Tool Quality 











1500 GOOD TOOLS 


offer the live dealer 1500 ABC simple opportunities to increase his tool 
sales, multiply his profits and build up good will. 
Here are a few of them. 
Alphabetical list of tools: 





Picasmnattc Drills 

Automatic Screw 
Drivers 

Angular Braces 
Aluminum Levels 
Automotive Tools 
Automobile Sets 
Awls 


Breast Drills 
Brake Lining Cutters 
Bit Braces 
Bench Drills 
Bench Vises 
Bevel Protractors 
Bench Lathes 
Bench Grinders 
Butcher Saw Blades 
Butcher Saw Frames 
Bench Punches & 

Shears 

Bearing Scrapers 
Brass Hammers 


—_— Braces 
Countershafts 
Chucks 
Carpenters’ Tools 
Carpenters’ Bevels 
Calipers 
Caliper Rules 
Center Gauges 
Carpenters’ Gauges 
Combination Squares 

& Sets 

Cold Chisels 
Chain Drills 
Circular Saws 
Center Punches 
Carbon Scrapers 
Combination Pliers 
Countersinks& Reamers 


Din: 


Drill Chucks 
Drill Points 


Drill Attachments 


Drive Punches 
Dividers 


Etcctric Drills 
Electric Tools 
Extension Bit Holders 


Feeter Gauges 
Firm Joint Calipers 
Floor Scrapers 


Gimiet Bits 
Glass Cutters, Turret 
Head 
Glass Cutters, Single 
Wheel 
Grinding Heads 


hana Drills 
Hack Saw Blades 
Hack Saw Frames 
Home Companion Tool 
Sets 
Hand Vises 
Hollow Augers 


Basi Picks 
Indicating Calipers 
Iron Levels 


Banthes 


Levels 
Mhachinists’ Tool Kits 


Micrometers 

Motor Sets & Repair 
Kits 

Mitre Boxes 


Nai Sets and Punches 
P rotractors 


Plain Screw Drivers 
Plumb Bobs 


Punches 

Pin Vases 

Power Hack Saw Blades 
Precision Model Lathes 
Polishing Lathes 
Pocket Screw Drivers 
Polishing Heads 


Reatchet Tap Holders 


Ratchet Screw Drivers 
Ratchet Braces 

Rim Wrenches 
Reciprocating Drills 
Repair Kits 

Rules 

Rule Depth Gauges 


S.w & Hand Punches 


Scroll Chucks 
Saw Sets 
Socket Wrenches 
Steel Letters and 
Figures 
Solid Beam Squares 
Steel Try Squares 
Surface Gauges 
Speed Indicators 
Screw Pitch Gauges 
Straight Edges 
Spring Calipers 
Screw Drivers 
Screw Driver Bits 
Swivel Vises 


Toot Sets 


Tap Holders 
Thickness Gauges 


WD ntrereal Calipers 
Waive Grinders 


Valve Lifters 
Vises 


WV asher Cutters 


Wood Levels 


Write today for the Goodell-Pratt Tool Handbook, dealer proposi- 
tion, and details of our Individualized Selling Help Plan. 


GOODELL-PRATT COMPAN Yi 
Greenfield If Yass. ILS. A. 


18 SDs, i; olarietttis 
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The merchanto who owns his owr 
business, either” wholly or in part, 





deserves the whole-hearted support 
of every fair minded manufacturer. 
His initiative, loyalty and leader- 
ship should be rewarded > » » 


AS Whhaces 


PRESIDENT, PITTSBURGH STEEL Co, 





Fast Growing Market 
for Pittsburgh Fences 


Lawn fences are coming back. With the 
growing interest in home gardening and 
landscaping, lawn fences are returning to 
popularity. Heavy street traflic with its 
dangers to small children, too, 1s helping 
to make a big market for lawn fence. 


a % 











P ittsburgh Lawn F ence sells readily be- 

















cause of its advertised outstanding features 
Pe ae Super-Zinced, welded joints, full- 


gauge strands and heavy, substantial con- 


meet \ 


NECA VS A 


a 


a 


struction. It lasts at least 75 % longer than 


a 


fences with twisted strands of lighter wires. 


i 
ilfsburgh Fences 


eee In “Pittsburgh” products you can obtain, from a 


AS TRA 






































= £5 
= \ eS 
‘ oe 
* 5 


single source of supply , your complete req uirements 


of fences, nails, barbed wire and other wire products 


[ Pittsburgh Steel Co.] 


N 








New York Pittsburgh San Francisco Chicago Detroit Dallas Memphis 
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Quick Velvet 


is the modern enamel 
sold in the modern way 
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Your modern young housekeepers who have a flare for making 
things modern and colorful around the house, will be glad to get 
their hands on an enamel that has the modern velvety finish. It goes 
so much better with the modern mode of interior decorating than 
the glaringly brilliant enamels. 
And when these modern young ladies see all those gay colored 
glass jars of Murphy Quick Velvet Enamel on the display stand in 
your store, they will know they have found just what they have 
been looking for. 
This modern way of selling Murphy Quick Velvet Enamel is doubly 
pleasing. It pleases the ladies to see the actual color through the 
glass and it pleases the dealer, because that is the very thing that 
makes Murphy Quick Velvet Enamel sell so quickly. 
Your house-beautifying supplies are not complete unless you have 

the modern enamel that’s sold in the modern way. 
Write us for your display stand and full information. 


MURPHY VARNISH COMPANY 


Newark Chicago San Francisco 
Velvet 
Murphy ‘..:: Enamel 


PACKED IN GLASS JARS 





IT ALMOST SELLS ITSELF 
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More 
INFORMATION 


FOR MASTER PAINTERS 


B® about the Paints you sell — 


































Hee are more folders added to our series on 
paint information which are being received by 
master painters everywhere. These folders contain 
facts which have an important bearing on their busi- 
nesses——their future jobs—on the paints they use 
—the paints you sell—the modern scientifically 
prepared paints which contain the zinc pigments, 
Zinc Oxide and “Albalith” Lithopone. » » This is 
a campaign for you—to help you sell more Zine 
Oxide-Lithopone paints—to increase your = 
profits. » » IF you have not already read the book- r 

lets ‘Zinc Oxide and Its Application to Paint’” and ALBALITH 
“Lithopone and Its Part in Paint” use the coupon | 
below to obtain free copies. 


THE NEW JERSEY 
ZINC COMPANY 


Established 1848 
160 Front Street, New York, N. Y. 









































Send me your booklets on Zinc Oxide 
and Lithopone in paint. 


















Oh | a ae 








Address ........-. 
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SILENT, SR. Door Closer, No. 2000—The 
only Double Spring Door Closer on the 
market. Sells all year round. Powerful, united 
action of jamb spring and cylinder spring 
assure positive closing of House Entrance 
Doors, Storm Doors and most Doors in 
Office, Factory and Mercantile Buildings. 
Has patented Everedy valve for adjusting 
speed, same as Silent, Jr. Improved for 1930 
with spring brass washer spreader, and with 
new latching feature that assures positive 
closing of latch. Handsome dull brass lacquer 
finish. Corrosion and rust proof. 


HARDWARE AGE for SEPTEMBER 26, 1929 












OW READY--Improved 
that Point the Way to 





ERE they are—the improved Everedy lines for 
1930 that forward-looking hardware jobbers 
and retailers everywhere have been waiting to see. 


Improvements for 1930 have been made in Everedy’s 
famous Silent Door Closers—the Silent, Jr., for screen 
and light-weight doors, and the Silent, Sr., for heavier 
doors. Meeting the demand for a heavy-duty door 
closer at a popular price, the Silent, Sr., is proving a 
wonderful, year-round profit maker for dealers. 


Everedy Adjustable Screen Door Grilles, introduced 
a short time ago and already going over big, are offered 
for 1930 in three popular finishes—brass, bronze and 
antique copper. 


Then, to enable you to get your share of the profits 
from the fast-growing home-bottling market, Everedy 
offers the most improved and most complete line of 
home-bottling specialties in America, with cappers to 
retail at every popular price from 85c to $2.00. 


First of all, there are the New Gear-Top Cappers 
with their massive, pressure-proof posts, with the 
patented Everedy “double seal’ capping throat, and 
with other new and exclusive Everedy features. 


Next come the famous Everedy Cappers, improved 


SILENT, JR. Door Closer, No. 1000— 
The only Nationally Advertised Dollar 
Door Closer and the Finest Dollar Door 
Closer on the market. An unfailing profit- 
producer. Closes screen and light weight 
house doors quietly and closes them tight. 
Patented Everedy valve permits easy and 
accurate adjustment of closing speed by 
simple twist of cylinder. Improved for 
1930 with new spring brass washer 
spreader that assures uniform plunger 
action and longer wear. Handsome dull 
nickel finish. Corrosion and rust proof. 





RETAIL PRICES SLIGHTLY HIGHER IN FAR WEST AND CANADA 


THE EVEREDY COMPANY wirviann 
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Everedy Lines for 1930 
More Sales and Profits for You 

































mechanically, and with new, brilliant red lacquer and 
nickel finishes that increase their display value and 
sales appeal. 

Then comes the big-selling Climax Capper, with an 
improved spring-lift handle that is certain to make it 
a more popular low-priced leader than ever before. 





4 And rounding out the line come the Everedy Strainer 
Pl Set, and the wonderful Everedy Syphon-Filter which 
in sells on sight to every home bottler who wants clear, 
sparkling beverages. The Syphon-Filter builds repeat 
business on filter discs just as safety razors build re- 
peat business on blades. 





Backing up the improvements in the Everedy lines, 
a improvements also have been made for 1930 in 
Everedy’s Free Dealer Helps, and in our National Ad- 
Fs. oe . 

vertising that will carry the appeal of Everedy products 
to millions of consumer families from coast 
to coast. 


Get in on the ground floor. Send today for 
Everedy’s 1930 Home Bottling and Door 
Equipment Catalogs, for the new prices and 
discounts effective October 1, and for full 
information about Lveredy Free Dealer 
Helps and Sales Plans. Write now! 


RED FLASH, SR., Capper, No. 101S (right)—Crowns be- 
tween cushions of rubber. Beautifully finished in red lacquer 
and nickel. Seals perfectly any size bottle up to full quart. 
Has big, never-cramp handle with double spring lift. New 
crown retaining clip holds crown in place for capping. Flanged 
steel capping throat has rubber i insert which releases bottle in- 
stantly when capping operation is completed. 





GEAR TOP, SR., Cap f, No. 210 (above) 
Has automatic spring lift handle with com- 
fortable wood Rrip Instantly adjustable. Par- 
ented Everedy “‘double-seal” capping throat 
GEAR TOP, JR., Capper, No. 205—Similar 
to No. 210 but with plain steel handle without 
EVEREDY STRAINER spring lift. A wonde rful value. 

SET, No. 300 (below)— 
'Wonderful for straining or 
filtering Beverages, Jellies, 
pr gee etc. Set consists 
of heavily nickeled stand, 
strainer bag and filter bag. 
Stand quickly adjustable to 
fit any size kettle or crock. 






RED FLASH, JR. 
Capper, No. 1008S 
—Similar to No. 
101S (above) with 
plain nickel ase 
and without crown 
retaining clip. 


CL "> CAP- 
PER, No. 250 
(rah) —The big- 
= value in the 
ow priced capper 
EVEREDY SYPHON FIL- | field. Has improved 
TER, No. 400 (above)—Floats spring lift handle 
on the surface of liquid and and flanged steel 
syphons and filtersinone quick, throat with rubber 
easy operation. Consists of insert for releasing 
metallic float, filter cloth disc, bottles. Double 
stretcher ring and hose guide. _ steel post will not 
Sells itself wherever displayed. bend or stretch. 























DOUBLE DUTY Capper, 
No. 222 (above)—Made for 
the heaviest kind of work 
Double posts. Double spring 
handle lift. Powerful leverage. 












EVEREDY PRODUCTS ARE SOLD BY LEADING JOBBERS EVERYWHERE 


THE EVEREDY COMPANY wievias 
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An Outstanding Event of the Trade Year! 


Annual Convention of Hardware Jobbers 


Atliantie City, October 21-24 


The pivotal position of the jobber in the distribution chain makes 
this conference of eminent practical interest to the hardware in- 
dustry. Its proceedings are eagerly followed by retailers and man- 
ufacturers. 


The accepted trade source for the first complete report is the 


Jobbers Convention Number of HARDWARE AGE 
Published Oetober :I 
Circulation—25,000 copies—current rates apply— 
Advertising forms close October 21 


Early space reservation recommended. 


HARDWARE AGE 
with which is combined 
The Hardware Dealers Magazine 


239 West 39th Street. New York City 


“A unit of the United Business Publishers, Inc.” 
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§ WAT the Cheap Paint 
sts own in Jour, 


1} 














-ist.Grade Paint © 

ys. 2nd.Grade 

“oe from50typ | 
S300 pointers and dealers f waiting in |i, 


al cities give 
chp o and comparisons: 


SstGradePaint j2ndGradePaint 


—— 91 270 Er Brice er 


Galion 
oreo Average 


OEE] persolon 
Required for -—" 16% 3etrcin 


(s00- <7 Gallons | Gallons (600-3) 


12x 24887 11500 ='270 


3.01 


ea 9774 | STA | Gare the lead in exposing the sham of 








14D 74 teal cheap-price-per-gallon paint, and the 
aoa re Pa big money-saving of quality paint — and you 
Sail will gain leadership in the paint business of 
your town! 





goats Who’s going to buy cheap-price-per-gallon 
wien paint that saves less than four dollars on first 
cost for the average house, and costs $210 
more than quality paint for a 5-year period? 


Study this Cost Chart. Think of what it means 
to have hard hitting advertising like this, back- 
ed by paint of the quality of Patton’s Sun-proof! 





Write for dealers 
proposition and booklet 
“Swat the Cheap Paint 

Hum-Bug!”’ 


PITTSBURGH 
Pr set Produc ts 


Sosa J., Portland, Ore., ann. 











e 
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Sheffield 


laichin 2 


pe 












The “hundred-purpose ——_ 
FREE handy _home helper,” ; 
_ PATCHING WOOD, 
(left) Stunning : ° ° 
oe oat at prices and dis- 
self -ejecting fea COUNTS that set a revo- ; 
lutionary standard in (—e_4 
profit-making. Casual 
mention that Sheffield 
mwas producing 
ysl PATCHING WOOD, _ 5 
offering it at typical 
Colorful Counter Display Card Sheffield new-day dis- 
counts, backing it with typical Sheffield hair- 
trigger merchandising, resulted in advance 
orders that propelled us into full production : 
immediately. Special Introductory Offer Dealer’s $@-95 
carries a profit that no dealer or jobber can Price 
afford to miss. Order yours NOW. Slightly higher West of Mississippi River. and South of Tennessee 
PATCHING WOOD Special Introductory Offer Includes: 
1. Two 1-lb. cans to retail, 75c each, 4. aaa % lb. cans to retail 25c each—biggest value 
. ° — ye 
* Brushing Lacquers as well as ALL processed woods, © SPECIAL, FEATURE: Fitting snugly in top. of ALL 
3. Sturdy Lacquered Wood Stock Cabinets. spreader—exclusive Sheffield feature. 


(Retail prices slightly higher west of Mississippi River, and south of Tennessee) 


“If It’s a SHEFFIELD Product—It Sells Quicker—You Make More on It—and It Repeats” 





DIE CUT 
DECORATIVE 
STENCILS 














SHEFFIELD _ Sparkling SHEFFIELD Decorative SHEFFIELD Combination SHEFFIELD KLEEN-A- 
BRONZE POWDERS in STENCILS offer quickest Pack of GOLD PAINT or BRUSH. More for the 
glistening glass tubes—offer turnover and 60% profit. ALUMINUM PAINT. money. More profit per sale. 


biggest profit. Bigger value—greater profit. 


for prices and discounts on PATCHING WOOD: 


JOBBERS! DEALERS! SEND NOW! Special Introductory Offer, also Sheffield catalog. 
ele mention jobber’s name. Address 
THE SHEFFIELD BRONZE POWDER & STENCIL CO., Sheffield Bldg., 5817 Kinsman Road, CLEVELAND, OHIO 


' To properly cooperate with dealers and jobbers all over.the United States, Sheffield 
HELP! invites correspondence from high — salesmen. Sonte lucrative territory still open. HELP! 
rite or wire. 
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VALENTINE & COMPANY 
announces 


VALSPAR PAINTS 
IN CoLors 


Complete .. . comprehensive . . . new! That’s 

















the famous Valspar line from now on. 


A wide range of COLORS IN EVERY ITEM. 
The newest and most popular colors for indoor 
and outdoor decorating . . . House Paints, 
Flat Wall Paints, Varnishes, Stains, Enamels, 


Lacquers, 4-Hour Valspar. 


Every one a Valspar Finish. Every one in 
COLORS as varied in beautiful tints and tones 
as a June landscape. Colors named after many 


of America’s loveliest trees and flowers. 


Color will put the new complete line over big. 
Your customers know that Valspar Finishes are 
waterproof, weather-proof, wear-proof. Now you 
can add color to these unbeatable qualities. Try 


it out and you'll see bigger and faster returns 





Reg. U.S. Pat. Off. on your Paint investment. 


VALENTINE’S 


ALSPAR 
FINISHES 


VALENTINE & ComPANY, 386 FourtTH AVE., N. Y. C. 





Mr. and Mrs. Valspar are “step- 






ping out.” See the September 
14th Saturday Evening Post 
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$1000 In AWARDS 


TO RETAILERS 


For Opinions on This New Method 
of Paint Selling 


Thirty (30) Prizes will be distributed as follows: 


T First Prize, $250 
8 Fourth Prizes, $95 


2 Second Prizes, $100 


4 Third Prizes, $50 
15 Fifth Prizes, $10 





sianeiiiinitiaiiaaiaiialiaieas 


HE modern retailer is a man of advanced 
ideas. He knows that his paint sales depend 
upon the results each customer gets when 
that paint is applied. Experience has shown 
these modern merchants that paint incorrectly 
applied with a cheap brush never satisfies the 


customer—the customer does not buy more paint. 


mit: (1) The value of good brushes in proper 
paint application and the complete satisfaction 
they give to the paint customer; (2) the legitimate 
profit which you secure by selling fine quality 
merchandise. 

The opportunity to have your letters con- 


sidered ends at midnight November 30, 1929. 





The Whiting-Adams Com- 
pany wants to give these far- 
seeing merchants a chance to 
express their opinions on the 
“Modern Method of Paint 
Selling’ —the sale of a good 
brush with every can of paint. 
To encourage a free exchange 
of theseopinions, awards total- 
ing $1000 have been offered 
to retailers for the best reasons 
given in letters explaining how 
they always sell a good brush 
with every can of paint. 

Two considerations should 
appear in the letters you sub- 


HERE IS THE INFORMATION 
YOU WILL NEED 


You may submit as many letters as you like. 
Your letters need not be limited in length. 

Letters will be judged on the basis of com- 
pleteness in reasons and information, not upon 
grammatical perfection. ' 

You are not required to sell Whiting-Adams 
brushes to enter this contest. 

All retailers selling paint including owners 
and store salesmen are eligible to enter. 

Submit letters on business stationery of your 
concern. 

Confine yourself to the subject: “Why I 
practice the modern method of paint selling or 
why I always sell good brushes with good 
paints.” 

All letters must reach us not later than mid- 
night November 30, 1929. 

All letters are to become the property of 
Whiting-Adams Company. 

Winners will be announced in the February 
issues of Hardware Age, Good Hardware and 
American Paint & Oil Dealer. 


JUDGES 


There will be three judges: 
Mr. Liew S. Soute, Editor of Hardware Age; 
Mr. F, N. VANDERWALKER, Editor of American 
Painter & Decorator; Mr. A. C. Lamson, Pres. 
N. R. H. A. 


Read the information at left— 
think over your experiences in 
selling good brushes with good 
paint—the extra prefit you get 
from quality goods—then ex- 
press your ideas in one or 
more letters addressed to the 
Whiting-Adams Company, 
and your letters may win a 
substantial part of the $1000 
we are offering. Remember this 
opportunity ends on Novem- 
ber 30. If you would like more 
information before submitting 
your letter write to us asking 


any questions. 





PAE TELE DIT 





WHITING-ADAMS COMPANY 


BRUSH MAKERS TO THE PAINT 


700 HARRISON AVENUE 
BOSTON, MASSACHUSETTS 


INDUSTRY SINCE 1!1808 





FOE Ss EELS IM 
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| Business that repeats 


THE 
PHARIS 
IDEA 


Sixteen years ago Carl 
Pharis said: “If we 
build a good tire and 
sell it without ware- 
houses, stores, branches 
or salesmen, to respon- 
sible concerns who pay 
their bills, we can un- 
dersell our competitors 
and furnish a better 
product.” 


Customers who buy today and 
come back to buy again tomor- 
row are the backbone of prof- 
itable business. 


Of our business, 85 percent is 
from customers who have been 
buying Pharis Tires and Tubes 

from three to fifteen years. 
When you offer the combina- 
tion of Pharis Quality at prices 
that beat competition, you, 
too, will be building a business 
that repeats. 


It is this combination of price 
and quality that is now selling 
5000 Pharis Tires and an equal 

number of Pharis Full Molded 

Tubes daily and every one of 
the 5000 tires and tubes carries 
a real profit for the dealer who 


sells it. 


Investigate the Pharis Idea. 
You will find a new source of 
profit in the tire business. 


THE PHARIS TIRE & 
RUBBER CO. 


Newark, Ohio, U. S. A. 
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A 10 0 lb. ke 
of this “Lead” 


reduces to paint 
in six minutes 





Dutch Boy soft 


paste white-lead gives 
pure lead paint at 
gallon-a-minute rate 


S% minutes by the clock—that’s all 
it takes to make a hundred pounds 
of Dutch Boy soft paste ready for the 
brush . . . to produce with it over six 
gallons of pure lead paint. 
Remarkable as it may seem, it’s a 
fact: a gallon of paint a minute! 
This speed with which Dutch Boy 
soft paste reduces to brushing con- 
sistency is only one of several reasons 


stolen Mrm, [ay 


DUTCH BOY | 


WHITE LEAl 


SOFT PASTE 











Dutch Boy soft paste white- 
lead is strictly pure lead-in-oil, 
being pure white-lead and pure 
linseed oil — nothing else. It 
differs from the heavy paste 
only in that it contains a higher 
percentage of oil. It is this 
extra oil that gives the soft 
paste its easy-thinning and 
time-saving qualities. 

















purpose babbitt ? 


SOLDERS AND BABBITTS 


Many hardware dealers have found it to 
their advantage to handle not only Dutch 
Boy paint materials but Dutch Boy solders 
and babbitts as well. May we send you full 
particulars about these two metal lines and 
particularly on Dutch Boy Perfection Anti- 
Friction Metal—a popular-priced, general- 








why it is proving so popular with 
painters and other paint buyers. It 
also tints easily . . . gives a smooth 
paint with superior spreading quali- 
ties . . . costs no more than regular 
paste white-lead. 

The soft paste, like the regular or 
heavy paste form of Dutch Boy white- 
lead, comes in 100 Ib. steel kegs and 
50, 25 and 12% Ib. steel pails. 


_ 


NATIONAL LEAD COMPANY 


New York, 111 Broadway 7 Buffalo, 116 Oak Street 


Chicago, 900 West 18th Street * Cincinnati, 659 


Freeman Avenue + Cleveland, 820 West Superior 
Avenues St. Louis, 722 Chestnut Street San Francisco, 
235 Montgomery Street * Boston, National-Boston 


Lead Co., 800 Albany St. , Pittsburgh, National Lead 
& Oil Co. of Pa., 316 Fourth Avenue ¢ Philadelphia, 


John T. Lewis & Bros. Co., Widener Bldg. 
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Chester Aldrie 
to moderni 





LINE plans 4 modern 
with paint desi 


| EDWIN K 
exterior color scheme 














h telly you how 
ze your 
The same distinctive colors sp 


exteriors are now at you 


- GW paves, vanvien 


home with paint 


pecified on the finest 
7 command 


ARNISHES AND ENAMELS 


made by the makers of DUCO 







Two of the series of du Pont advertisements in full color, showing actual color schemes 
created by famous architects with du Pont Paints. Offers a practical book of suggestions for painting every surface inside and ont. 


This color service 
is opening up a new market 


Color advertising in the Saturday Evening 
Post broadcasts color schemes for exteriors 
created by famous architects. 


HROUGH full color pages in the Saturday 
Evening Post, du Pont is now offering to mil- 
lions of householders a practical color service 
which is actively stimulating paint sales. Archi- 
tects whose names are known to the public stress 
the importance of outside color and suggest origi- 
nal schemes. 
These authoritative suggestions cover not only 
regular painting, but special decora- 
tive jobs. They are arousing country- 
wide interest — opening up a new 
market for outside paint. 


This illustrated book of 
color schemes by archi- 
tects will be sent free at 
your request. 








and send me a copy o 


Increased demand—be ready for it 
A booklet of color schemes created by eminent 
architects is offered free in this Post advertising. 
Your customers are sending for it, will need the 
du Pont paints especially created under the direction 
of the Home Decoration Service to carry out the 
schemes described. Get ready now for this demand 
by stocking the full du Pont line—and watch re- 
sults. You will sell a greater volume of paint— 
turnover will be quickened—profits increased. 
Mail the coupon for color card and booklet 
Send for ourcolor card and architect’s booklet today. 
See for yourself how attractive these 
color schemes are. Be prepared to 
make suggestions to customers who 
want them. Mail the coupon now. 


REG. U.S. PAT. OFF. 


PAINTS, VARNISHES, ENAMELS AND DUCO 






Free—“Modern Color Schemes for Your Home”’ 
E. I. du Pont de Nemours & Co., Inc. 
Independence Square, Philadelphia, Pa. 


Show me how my ray business can be increased 
the color scheme book. 
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| No. 4 — A fast 
} seller built with 
| elliptical shaped 
top. 


= 
1110111 SC 1 
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safety 











No. 32 — Three step 
model built with ellip- 
tical shaped top and 
locks. 














x) 
We CA, 
¢? 
suk ane 
‘an 


Sell on Si 


clinches the sale. 





All four models il- 








out rubber steptreads 
and top. 



















with any line ever handled. 








cy 


Quick, easy sales are assured the Crakerjac 
dealer because the handsome appearance of 
these modernized stools makes an instant ap- 
peal and the strong rugged construction 


nied with or vith: | FOUR MODELS—SIX COLORS 
The Crakerjac line with four models fin- 
ished in six beautiful colors—white—blue 
—red—yellow—green and natural var- 
nish—enables the dealer to meet every 
demand for style, color or price. 


Dealers concentrating on the 
Crakerjac line exclusively report 
greater sales and bigger profits than 


tell us that Crakerjacs sell on sight. 
Write today for complete information. 
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WONDER WHAT A JAR RUBBER THINKS ABOUT ~ ~ ~ ~(#imn APotocies) 





WELL, HERE I AM, 
AT LAST, SEALED 
TIGHT- BUT My 
JOB HAS ONLY 





GEE, ITS TIRESOME 
STANDING HERE IN 
THE DARK CELLAR— 


NEAR ME.~- THEY 









WHEW ! THIS HAS * 
BEEN A TOUGH DAY! y 

THESE TWO HUNGRY 
GERMS HAVE BEEN 
HACKING AWAY 





THING LESS TO WORRY 
ABOUT — THE GERMS 
HAVE GIVEN UP IN 

DISGUST. HO! HUM! 
I WONDER HOW 












STARTED ! FOR A WEEK— 
L MUST HAVE A LOT TRYING TO BREAK 
OF FAITH IN ME! INTO THE JAR / 
WELL! THERE'S ONE GUESS THEY VE HOORAY! THE 


FORGOTTEN AGOUT 
THIS JAR .— HERE 


—I'M TIRED OF HOLD- 
ING THIS VACUUM 
SEAL, BUT I DONT 
DARE LET GO/ 













LONG WATCH 1S 
OVER. TWO FINGERS 
ARE TAKING A HOLD 
OF MY LIP! - NOW 
T CAN STRETCH 
MY-SELF AND GET 
SOME FRESH AIR! 
— m-m-M! GEE 
THOSE PEACHES 
SMELL GOOD !! 














ealing a jar is only half 
the jar ring’s Job i 


THE real test comes during the months, 
perhaps years, that the jar remains un- 
opened. Dampness, mould, changes in 
temperature and the trying test of time 
all have to be resisted if the contents of 
the jar are to be preserved. 

@ We recently heard of a jar of pickles 
containing vinegar and oil, two natural 
enemies of rubber, sealed with a Good 


Luck ring in 1914, fifteen years ago, 





and now opened with the contents in 
perfect condition. 

q At the present time there are millions 
of Good Luck rings guarding the con- 
tents of fruit jars in the preserve cellars 
of American lieunies: 

@ The preference of home canners for 
Good Luck rings is eloquent testimony 


of their quality for more than twenty 











mee THE Be BOSTON WOVEN HOSE AND RUBBER CO. 


CAMBRIDGE, MASSACHUSETTS U.S.A. 
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“I have converted many Lacquer 





I am “SPEEDY” 
the new Home 
Decorator! ... 








= users to your 


Speep ENAMEL” 


says WM. LEVINSON 
of Baltimore, Md. 


D ROPPING in at 


the Oriole Hardware & Paint Com- 
pany, 2807 
Baltimore, “Speedy” received a 
warm greeting from “Bill” Levinson, 


Greenmount Avenue, 


the proprietor. 


“In the seven months during which I have handled Sapolin Speed Enamel and Speed 
Varnish,” volunteered Mr. Levinson, “I have yet to receive my first kick ... In spite 
of the great demand which existed for Lacquers at the time I stocked SAPOLIN, the 
majority of my customers have now swung over to Speed Enamel .. . It sells and pleases 


better than anything I've ever handled!” 


% 


Small wonder that the trade is so enthu- 
siastic over SAPOLIN Speed Enamel 
and Speed Varnish! In every section the 
rapidly-increasing popularity of these 
amazing products is smashing sales-rec- 
ords right and left. Dealers who have 
never stocked SAPOLIN, may easily 
prove to themselves what others have 
already discovered. Your return of the 





c.9 


SAPOLIN CO., Inc. 


* 


coupon below will bring you a large can 
of Speed Enamel free of charge! Test it 
—and prepare for the painting thrill of 
your life. 


SAPOLIN 


SPEED ENAMEL 


DRIES GLASS-HARD IN FOUR HOURS! 


Fast enough for quick results—slow enough to 


handle easily. In 17 beautiful modern colors. 








229 East 42nd Street New York City 








Gentlemen: I am a dealer and you'll have to prove it to 
me! Send me a full-size can of SAPOLIN Speed Enamel with- 
out charge or obligation and Vl tel! you what I think of it. 
Vame of Store 
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ODARK GRAY LIGHT GRAY UMAHOGANY RED ORICH BROWN 
VCSPECIAL TAN OAK ‘STANDARD GREEN UDUST PHOOF 
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DIXON’S MAINTENANCE FLOOR PAINT—all-purpose—reduces stock and satisfies a varied 
demand. Quality—Price—Profit recommend it! Write for Color Card 40BF and _ prices. 
Paint Sales Division, JOSEPH DIXON CRUCIBLE CO., Jersey City, N. J. 








peepee 





Air Dried, Straight Grain, 
Spruce Side Rail BABCOCK 
Full Strength in Tinner Air Dried 


Hand Split and Hand Shaved SPRU CE 


Straight Grain White 


ste __| LADDERS 


Hand Forged Guide 


























a Better be Safe Than 
Malleable Automatic Spring Sor ry 
Hooks or Lock. Work in Can’t Afford to Take 
Any Position the Chances with 


— Cheap Ladders 


Rope and Pulley Complete 














W.W. BABCOCK CO. 
Bath, N. Y. 


Is There Anything Any 
Better 
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STANDARD 
For Over 70 Years 


TAY 
LADDERS 


Step Ladders 
Straight Ladders 
Orchard Ladders 
Extension Ladders 


Ladders for Window 
Cleaners 

Trestles 

Extension Trestles 

Extension Planks 

Toothpick Stages 

Swing Stage 
Platforms 

Scaffolding 

Interior Scaffolding 

Adjustable Jacks, etc. 


TILLEY 
SPRING LOCK 


Extension Ladders 





for Painters, Tin- 
smiths, Carpenters, 
Masons, Mills, 
Fire Purposes, Fruit 
Picking, Farming 
and General Use. 


Side rails of thor- 
oughly air dried, se- 
lected material. Rungs 
are selected Ash and 
Hickory with minimum 
diameter of 1 3/16 
inches. All equipped 
with rope hoist and two 
Tilley Improved Auto- 
matic Spring Locks of 
soft malleable and cold 
rolled steel, securely 
bolted to the side rails. 














SAFE STURDY RELIABLE 


(Write for illustrated catalogue and prices) 


The John S. Tilley Ladder Co. 


Watervliet, New York. 












LiINGERWETT 
REMOVER 


is America’s biggest 
selling remover because 
it is a different remover 
and gives different results 


THE WILSON-IMPERIAL COMPANY 


NEWARK, N. J. 





















REG.U.S.PAT.OFF 













MADE IN U.S.A. 


THE: IMPROVED 
ATOMISTER 





Here’s what you want in a spraying machine. Lightness—ease 
of operation—easy cleaning—easy lubricating—sturdy motor—a 
single nozzle producing both a flat and a round spray—instantane- 
ous flow control—full pressure to at least 25 lbs. The ‘“‘Paint-O- 
Mister” has them all. 


Nationally Advertised $39.50 Retail 


Includes Spray Gun, Air Compressor, Hose, etc. 
7? ePaintoMister) fs 
St The Handy Paint-O-Mister 


Hand Operated $1.95 Retail 


A highly developed spray gun that does a 
real job. Durable. Sold to dealers and job- 
bers in dozen lots or more. Ask for quotation. 
You’ll want a sample dozen at once. 


THE ATOMISTER CORPORATION 
39 Hamilton Street Rahway, N. J. 



































HARDWARE AGE for SEPTEMBER 26, 1929 


39 











TRADE MARK 











Week of 
Sept. 22nd to Sept. 28th 


ce"Tallking Potnte’? 


Products which give you lit- 
tle or nothing to talk about 
are products your compet- 
itors can sell as easily as 
you. But when a product is 
really different— and when 


you can easily point out this 
difference to a customer— 
it’s ten to one that he not 
only buys from you but will 
come to you for similar pro- 
ducts again and again. 





Winchester products are 
different products — de- 
signed in a different way— 
made in a different way. 
They give you something to 
talk about which your cus- 
tomers will find in no other 
brand. 


Take. for instance, that sim- 
ple. yet universally used 
tool, a screw driver. Take 
this Winchester Mechanic’s 
Pattern—there are qualities 
you could talk about for at 
least ten minutes while even 
the two special features 
herewith diagrammed are, 
in themselves, enough to 
close the sale. 





z Vv? — 










































































CHES TER 


a . Note that the blade of this 


pattern extends all the 
way through the handle 
which gives the screw 
driver unusual strength. 
Note also how it is firmly 
anchored to the wood in 
the head of the handle 
which prevents the blade 
from turning when extra 
pressure is exerted against 


an obstinate screw. 


Note this second anchor- 
ing of the blade which, 
by the Winchester special 
lug and notch construc- 
tion, anchors the metal of 
the blade to the metal of 
the handle. Anchored 
thus, both at the head and 
base of the handle, it is 
practically impossible to 


twist the blade. 


Ask your jobber to show 
you a full line of Win- 
chester - quality tools — 
the tools that you can 
talk about and which, in 
the hands of your custo- 
mers, will spread their 


own fame. 


WINCHESTER REPEATING 


ARMS CO. 


New Haven, Conn., U. S. A. 
New York Office and Showroom 


312 Broadway 
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— ‘Sure, its an cAtkins” 


Other well-known Atkins brands are Nos. 50, 51, 32, 
64, furnished with Old Style Block Handle for those 


who prefer the old pattern. 


Today, saw users are particular about the saws they 
buy. Practically every carpenter and mechanic the 


world over isimpressed with Atkins famous “SILVER 





STEEL” Hand, Rip and Panel Saws—the saws that 
have the Two-Way Taper Grinding which makes it 
unnecessary to carry a wide set; and the exclu- 


sive Mirror and Damaskeen polish. 


Atkins Nos. 53, 65, 400 and 401 are 
equipped with the world renowned 
Improved Perfection handle—the 
handle that prevents wrist strain and 


makes sawing fast and easy. 


A PERFECT SAW 
FOR EVERY PURPOSE 





Remember, Atkins Saws are furnished in Regular 
Width, Skew or Straight Back, or in the Light, 
Narrow Ship Patterns. 


Make your next order read 
ATKINS. Try our profitable 
SILVER STEEL Hack Saw Blades 
which come to you mounted on card 
for immediate sale to machinists, 


garage mechanics, farmers, etc. 


WINDOW DISPLAY 
MATERIAL ON REQUEST 


INDIANAPOLIS 
INDIANA‘CU.S.A. 











E.C.ATKINS. & COMPANY 


Established 1857—The Silver Steel Saw People 
Machine Knife Factory: LANCASTER, N. Y. Canadian Factory: HAMILTON, ONT. 


Paris, New Orleans 
New York 


Portland 


Memphis Atlanta 
San Francisco 


Seattle Clicago France Vancouver, B. C. 
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( 
MCKINNEY HARDWARE 


F ke 


OL 
Jewel 





Ne OTHER HARDWARE has the texture and finish of McKinney 
Forged Iron. Its rugged surface is crisp and interesting. The play 
of light and shade over its cool, hard form produces a pattern as change- 


able and intriguing as the waves on a windy sea. 


This inimitable surface treatment is one of the principal reasons why 
home builders select McKinney Forged Iron Hardware. It seems per- 
fectly to interpret the spirit of careful craftsmanship. There is a jewel- 
like quality to it —a spirit of vitality customers are quick to sense. 


McKinney Manufacturing Company, Pittsburgh, Pa. 


A complete catalog will be gladly sent on request 
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TRADE - 


WINDS 


By LLEW S. SOULE 


WHAT YOU ARE VERSUS WHERE YOU ARE 


“There are too many retail hardware stores. 


. PROMINENT merchandiser recently said: 
But,” he added, “there would not be too many 


if the owners had chosen their locations properly. ./'’ 


The average hardware merchant in picking a location 
is dominated by inclination rather than fact. He 
tries ty create a need for his business instead of plac- 
ing that business where it will fill a need.” 

We are inclined to agree, in the main, with his 
assertion; it checks up with our own experience in 
many ways. Too often the man who decides to go 
into the hardware business looks first for a town or 
city in which he would, like to live. He then seeks 
an empty business building in that town or city and 
takes a lease on it for a period of years. Then 
he orders his ‘opening stock and is ready for busi- 
ness. Quite often business is not ready for him, If 
that condition exists, he eventually fails, and in his 
failure the other merchants,of his community share. 
His venture has but added to the general overhead 
of hardware distribution. 

But the new merchant is not the only one who 
suffers from poor location. Often a dealer who has 
been in business for years finds that the trading 
center has moved away from his location. For a 
time he is able to hold the major part of his trade, 
but eventually it drifts to some other merchant in the 
more popular location, and it is up to him to follow 
the trend or lose the profits he has made. 

In choosing a location, there are two major prob- 
lems to consider—the community and the site in that 
community. Both are important, but community 
comes first. 

Just what should a merchant know about the com- 
munity in which he hopes to locate? First, he should 
know its exact population. Then he should find out 
the extent of its trading area—the distance from 
which it can draw patronage. With that information 
he should include the condition and location of roads 
and the natural trend of travel. If he finds the popu- 
lation satisfactory, his next step is to ascertain the 
industries of the locality as an evidence of general 
earnings, and consequent purchasing power. The 
natural thing then is to figure out the approximate 


’ terest should be in the town itself. 


purchasing power per individual, since general pur- 
chasing power may be too one-sided for a profitable 
business. 

‘So much for population and income. His next in- 
What is its ap- 
pearance? What is the type of ‘citizenship? Has 
it good streets, public buildings, schools and churches? 
Has it proper facilities for bringing in merchandise? 
What is its history and its prospects for future de- 
velopment? All these have a distinct bearing upon 
the merchant’s possibility of success. 


Next comes the matter of competition. He should 
know how many merchants of all kinds there are in 
the community and how many who sell hardware and 
allied lines. If there are too many merchants for the 
general purchasing power of the inhabitants, it is not 
a proper location. If there are enough merchants 
selling hardware and allied lines to fully care for the 
needs of the community, it is not a proper location. 

Of course, there are other things to consider. He 
should carefully study the types of stores and the 
kinds of merchants in the town. If they are below 
the standard of the community, there may be a need 
for better stores and better merchants. The number 
of men in business does not always indicate the need 
or lack of need for new stores. 


When the prospective merchant definitely decides 
that the community holds real prospects for him, his 
next problem is the securing of a proper place for 
his store in that community. Unless he chooses a 
proper site, his other preliminary work will have been 
in vain. He should carefully check his location and 
select a place where he can reasonably expect to get 
the most people into his store daily. 


Finally, he should bear in mind the fact that he 
must compete in space, display, frontage, merchan- 
dise methods and personnel. If he is a real hardware 
merchant, he will not fear competition along these 
lines, but he must have proper location. If your busi- 
ness is not what it should be, make an analysis of 
your location. You may be wasting good merchan- 
dising effort, not because of what you are but where 
you are. 
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The paint department of the Peoples Hardware Company is located in the right rear corner 
of the store, where its attractive appearance compels attention. One of the typical paint ads 
used by this firm appears below. 


Concentrating on One Well Known Brand of Paints Makes 


8 OR 9 TURNOVERS 


| 
| SueRwIn-W ILLIAMS 
AMELOID 


| 
| 


| 


| 


RAPID DRYING 


"t have to work over 
i THS 
w Enameloid. It SMOO’ 
Our THE BRUSH MARKS 
oF ITS OWN ACCORD. 


ides 
It flows on evenly, — 


You don 


. ity” enam 
pea furniture and toys. 


ENAMELOID 


fresh 
in eighteen pure, > 
an Easily eo in 
dividual shades, if pre err 
Also black and white. 


| 

| 

a ae 
{ | 
{ 


Peoples Hdw. Co. | 


“Paint Headquarters” | 
668 Broadway 
———————— 


eS 





ictal 


|= 





POSSIBLE FOR THIS FIRM 


HE paint department of the Peoples Hardware Company, 668 Broadway, 

Gary, Ind., is a very busy corner in a large hardware store. With a paint 

stock representing an investment of approximately $6,000 this store has an 
annual sales volume in paints exceeding $50,000 yearly. From this it is easy 
to deduct that the firm’s paint business represents from eight to nine complete 
turnevers during the course of a year. Such optimistic figures and sales totals 
mean that paint is a real money maker when properly merchandised and is a 
highly productive adjunct to the usual stock found in every progressive hardware 
store. 

It :s seldom any two hardware merchants, who are asked to name the greatest 
contributing factor in the success they have achieved in selling paint, will both 
reply to the same effect. Of course the basic factors that spell success are always 
there. A quality product; fairly priced; complete lines; window displays; news- 
paper advertising, competent painting advice and the fair and courteous treatment 
of customers are the factors generally responsible for any outstanding success 
with paint, according to most dealers. 

However, in replying verbally to a similar question, J. A. Tuchek, paint de- 
partment manager for the Peoples Hardware Company interested us when he 
said: “The fact that we have concentrated our sales effort exclusively on one 
well advertised quality brand of paint and carry the one brand alone and place 
all of our energy behind this brand in every product from A to Z in the paint 
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category, is the biggest factor in the progress we have 
made in our paint department. We were dubious about 
carrying only one brand when it was first proposed but 
we found our fears lacked substantiation after we had 
given the plan a fair trial. We previously thought it 
was the best policy to carry all of the brands demanded 
by any customer, as we thought each brand had a follow- 
ing of its own. We felt we would lose sales if we 
were not able to provide every brand called for. In 
actual practice however, we find that we lose very few 
sales and they are so inconsequental they would not 
begin to warrant a large and assorted stock of all lead- 
ing brands. Furthermore we do a more profitable paint 
business, due to the fact that volume sales of the one 
brand entitle us to better prices. 


rT 

Orr customers have learned to know that any paint 
product bearing the featured brand and sold over our 
counters, can be depended upon to serve its intended 
purpose, equally as well or better, as any similar product 
made for the same purpose. We have educated our 
paint customers to this fact and they now accept the 
proffered product without the slightest hesitation. They 
realize the reputation of the makers of the product is 
at stake, as well as our own and we seldom fail to make 
a sale by this means. 

“As far as the price question is concerned we have 
very little trouble. We explain to the prospect that there 
can be only one reason why one brand of paint should 
cost more money than another brand, and that this rea- 
son is simple because the higher priced paint is a better 
paint. QOur opinion is that you can sell a customer a 
cheap paint—it will last a year and you lose a paint cus- 
tomer forever. Where if you sell a customer a quality 
paint—it will last three or four years, and you have a 
customer who will come back for more paint at regular 
intervals. We also stress the greater spreading quality 
of high grade paint and point out the fact that better 
protection is assured the user of highgrade paint. 

“We believe 
that = windows 
are about the 
best paint sell- 
ing medium and 
we make a real 
effort to have 
good paint win- 
dows on a regu- 
lar schedule for 
one week out of 
every five from 
April to Octo- 
ber, which in- 
cludes the seven 
months of the 
active painting 
season in our 
city. | Newspa- 
per advertising 
is also good and 
we use space on 
paints every few 


e 
Good windows are about the best paint selling medium, according to this firm. In keep- 
ing with this contention, they take the time and trouble to install exceptionally attrac- 
tive paint windows, of the type illustrated below, which they assert are very productive. 


days. The only store slogan we have is: ‘Paint Head- 
quarters’ and this appears wherever the firm name is in 
print. We think paints are a very satisfactory line to sell 
in connection with hardware and we really have a good 
reason to be proud of the results we have secured.” 


‘.. A. HUETTNER, president of the firm, and Fred 
Eibel, vice-president and secretary, were away when the 
writer called at the store and the details concerning 
the paint department were secured from Mr. Tuchek, 
who for the past several years has been in charge of the 
paint department. Mr. Tuchek is unusually well versed in 
painting problems as well as paint merchandising. In 
addition he has a very likable personality, being genial 
and courteous to customers. It is our opinion that the 
personality he injects into paint salesmanship is also 
a big asset in the healthy paint business enjoyed. 

Paint customers of nearly every classification are reg- 
ular customers of the firm’s paint department. During 
the writer’s visit sign painters, master painters, house- 
wives, home owners and auto painters were all supplied 
with the painting supplies they required. In addition. 
a contractor called for some dull brass butts, on which 
the builders’ hardware department of the store avoided 
the loss of a sale by assuring the contractor that the 
paint department would dip them a dull black. Another 
gentleman sought advice on the kind of paint to use in 
painting a galvanized iron boat house. He walked out 
with a smile on his face and the necessary materials 
under his arm. A colored chauffuer, after a good 
chamois skin and sponge for his car washing operations, 
was another patron who had his wants promptly attended 
to in the paint department. It was obvious from these 
casual observations that the firm’s paint patrons embrace 
a wide scope, which is just as it should be. For hard- 
ware stores who make the most of the splendid oppor- 
tunity they have for selling paint make it a point to 
develop and cultivate every possible outlet for painting 
supplies of every description. 
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OST dealers use their paint paddles constantly 
M to show their customers exactly how the fin- 
ished job will look, but how many of them 
point to these little blocks of wood as definite proof of | the wood. 


the durability of paint? Yet they 
are intended for wear as well as 
for effect—a fact which is evident 
from the way they stand up under 
constant handling. Every detail 
of a satisfactory paint job is ex- 
emplified in miniature by these 
little samples. Such a result could 
be accomplished only by a careful 
process of manufacture, and it is 
worth while for the dealer to know 
something of this process, as this 
knowledge is sure to bring out 
other points which will increase 
the value of these paddles as an 
aid in selling paint. 

To obtain the same effect on a 
small surface as on such large 
areas as floors, wood trim or fur- 


niture, requires imagination as well as practical ability. 


By HELEN B. AMES 








O you know why paint pad- 


dles are usually made with 
rounded edges or why close 
grained woods are generally used 
for solid color paddles? The rea- 
sons for this, and many other in- 
formative details regarding paint 
paddles are explained in the ac- 
companying article. It is in- 
tended to give the hardware 
dealer, who sells paint, a better 
understanding of the why’s and 

wherefore’s of paint paddles. 








PAINT PADDLES ARE 


the reason why most paint paddles are made with a 
convex surface or with rounded corners. 

The first step in the manufacture is the selection of 
Solid color paddles are usually made of 


close grain woods, such as birch, 
bass or pine, birch being the pre- 
ferred basis. For mahogany and 
walnut stains, the choice is gen- 
erally confined to birch, gumwood 
or redwood, while pine, oak and 
ash are considered the best woods 
for oak colors. 

Paddles can be made in almost 
any shape, according to the re- 
quirements of the paint manufac- 
turer, but the common practice: is 
to cut the wood into strips about 
4 feet long.and from % to 3 in. 
wide, and then saw it into shorter 
lengths to fit the proportions of 
the display case. _ Panels for spe- 
cial orders are made anywhere 
from 2 to 4 feet long. Before the 


paddles are ready to be coated with paint they are given 


In the interior of any room there are lights and shadows a final polish. By one method of manufacture this is 


which are reflected in the finish of the woodwork. The 
samples, too, must catch the light and shade if they are 


to be true representatives of the finished job. This is the wood. 


Established 1807 


V4 =e we dd) 


‘ATLAS 


_PREPA —! PAI NT 





accomplished by feeding the paddles through a six- 
drum sander, which puts a particularly smooth finish on 


"Tue method of applying 
the paint is regulated by the 
number of paddles to be fin- 
ished. Small areas are usu- 
ally hand painted—larger 
ones are sprayed. Hard 
drying materials must be 
used so that the paddles will 
not stick to the wrapping 
when they are packed for 
shipping. Otherwise they 
would arrive at their desti- 
nation so badly marred that 
they would be of little value 
to the dealer. 

The average paint paddle 
is given four coats. While 
two coats might seem to be 
enough for a little block of 
wood, which lies in a display 
case, experience has proved 
that these samples must be 
carefully built up with under- 
coats, if they are to last in- 
definitely. As it is, they 
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VALUABLE SALES All 


look just as well at the end 
of six months as when they 
came from the manufacturer, 
provided, of course, the 
dealer has kept them clean. 

How the paddles are dis- 
played is just as important 
as how they are made. Paint 
manufacturers are going to 
considerable expense in fur- 
nishing dealers with metal or 
wood cases, which are con- 
venient and attractive. There 
are many types of these 
holders. Some of them are 
made to hang from a hook, 
others are constructed to 
stand on the counter. It is 
obvious that these hanging 
trays should be kept within 
easy reach of the salesmen. 
While many of the containers are of the simplest kind, 
others are constructed in three-hinged parts, so they may 
be folded up when not in use, and still others are elabo- 
rately decorated with decalcomanias. and stencils, or 
lithographed in several colors. All the display cases 
bear the name of the brand and each paddle is usually 
labeled with the trade name of the color which it rep- 
resents. 

In fact, these paddles are made for the convenience 











Courtesy of C. Smith Manufacturing Company 
Showing the process of feeding the paint paddles through a modern type of six drum sander 
which puts a particularly smooth finish on the wood. 

























of the dealer and the education of the consumer, a com- 
bination which has resulted in better business and better 


homes. 


Paint and Grow Fat—or Lean ? 


HE psychological effect of various colors is attract- 

ing the ‘serious attention of scientists. In line with 
recent discoveries, decorators usually choose for rooms 
in which people spend most of their time, such colors 
as are apt to induce the most cheerful frame of mind or 
the most restful effects. That the influence of wall 
colors may also have a pronounced effect upon the in- 
crease or decrease of body weight would also appear 
possible, if some tests recently conducted by H. A. 
Gardner, director of the Institute of Industrial research, 
Washington, D. C., are of any significance to human 
beings, and if they bear any relationship to the occu- 
pancy of similarly colored rooms by people. 

Guinea pigs were used by Mr. Gardner for the experi- 
ment referred to. The pigs were placed in separate 
boxes of various colors. All other conditions were 
equal. After a six weeks’ test, the deductions of the 
experiment were that the guinea pigs living in pale 
blue boxes gained the most weight. Then in the order 
named, the following colors seemed to be more con- 
ducive to health, as represented by increased weight— 
white, light tan, dark green, black and dark red. Light 
colors of high reflective values were most favorable to 
the rapid growth of the animals, while colors of low 
luminosity exerted an effect which retarded development. 
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LACQUER SALES CLIMB when you 


T is logical to believe that demonstrations showing 
how easy it is for the novice to secure professional 
results in refinishing and decorating would probably 

be the best method for creating a larger demand for 
quick drying enamels and lacquers. By the trial and 
prove method of actual test, it has been indisputably 
established that demonstrations are even more practical 
and productive in practice than they seem in theory. 
Show ’em how to sell ’em—would be a very pertinent 
axiom to employ as the merchandising slogan for this 
line. The average customer is a Missourian at heart— 
they like to be shown. After people are shown that it 
isn’t at all difficult to renew most any article they have 
in their home through the simple expedient of a new and 
attractive finish, requiring but a few minutes to apply 
and a short time to dry, they are interested. When stip- 
pling, stenciling, antiquing, tiffany or two-tone effects 
are explained and demonstrated, further interest is 
aroused. Then when they see the finished re-decorated 
articles, which have been transformed from unsightly, 


commonplace objects to articles of rare charm and color- 
ful beauty, “their fingers begin to itch’—for the paint 
brush. Sometimes the prospect fails to purchase any of 
the necessary supplies while the demonstration is in prog- 
ress. But later on, when some unsightly article about 
the home attracts the prospect’s attention, he retains a 
favorable impression of the demonstration and calls at 
the store for the supplies required to effect the trans- 
formation he has in mind. So, while results are, of 
course, more pronounced during the demonstration, they 
also add impetus to future sales. 

The use of lacquers and quick drying enamels about 
the home has become so general and widespread that 
some dealers may think that demonstrations are a need- 
less procedure, basing their conclusions on the assump- 
tion that everyone is acquainted with the various uses 
and applications of the new finishes. Any such assump- 
tion is erroneous. Some people are always found who 
do not even know that finishes are procurable that will 
dry in an hour or so. This is true either because they 


This young lady demonstrator of quick drying finishes for home use, plied her art in the Smith-Winches- 
ter Window until a large group of interested spectators gathered before her, when she would invite 
them into the store and continue the demonstration in more intimate fashion. 


to 
DEMONSTRATION 


‘. 
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sales have shown a nice increase. A series of 
newspaper advertisements were used to herald 


the event, and a special window display was installed. 
Demonstrations were given in both the show window merchant for the time and effort they require. Due to 


and in the paint department. The manufacturer, in this the fact that plans for this event were made far enough 
case, Hi by Lage a special exponent in lac- in advance of the demonstration to permit a thorough 
quer deco n, an ‘ ras plie . «3 : 
juer decoration, and this gracious young lady was plied campaign of publicity to appear prior to the event the 
with questions, propounded by Jackson housewives from ; 
aa ‘ ; : : results secured were better than usual. It has often 
nine in the morning until closing time on both days. . « ae : 
oP ae ne : been said that “anything worth doing is worth doing 
Through the advertisements people were invited to bring ck Hila kx wal leis eee 
: i — q - Ss ¢ . g , - » ¢ > CO S a- 
some small article from their home to decorate under the Wel» and this 1s particularly true of paint demonstra 
expert guidance of the decorator at the store. A goodly 
number of Jackson folks accepted the invitation in the 
proper spirit and appeared at the store with a varied 
assortment of articles, ranging from candlesticks to maga- 
zine racks for a treatment of “household cosmetics.” 
The novices, for the most part, were so well pleased with 
the results of their endeavors that they were spurred on 
to greater efforts and left the store with sufficient sup- 
plies to complete a larger job at home. 
Demonstrations of this type are sufficiently remunera- 


tive from a sales promotion staridpoint to reimburse the 


tions. 

The window display, which was used in conjunction 
with the demonstration, and several of the series of 
newspaper advertisements, which contributed a great 
deal to the success of this demonstration, are reproduced 
to graphically illustrate how a small expenditure, care- 
fully administered, aided by a little properly directed 
effort, should net splendid results for any dealer who is 
anxious to stimulate the local demand for quick drying 
finishes through the medium of store demonstrations. 
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“The Directions are on the Can” 


DU T— 


a IX your paint with good advice and you'll 
M brush up on sales,” said George Hellegers, 
of Donner and Hellegers, Passaic, N. J. These 

dealers have been selling paint for more than 25 years 
and advertise the fact that they have a bureau of in- 


formation for per- 


The hardware dealer will get poor customer coverage if 
he is not qualified to give advice on paint problems 


result. If all hardware dealers studied the paint products 
they handled, the various methods of application and the 
results that can be expected on various surfaces, I believe 
that sales would increase 25 per cent for the simple 
reason that many homes are not painted today because 

home - owners are 





plexed paint pros- 
pects. “There is 
probably no line that 
provides a_ bigger 
opportunity for the 
hardware dealer to 
make additional 
profits than paint,” 
continued Mr. 
Hellegers, “just let 
the word be passed 
around by word-of- 
mouth or with print- 
er’s ink, proclaiming 
that you are ready Dai. } 
and qualified to give | tee! | 
practical advice on | 

painting problems 
and you will get 








afraid to tackle the 
paint jobs without 
complete instructions 
and they do not give 
the work out to pro- 
fessional painters be- 
cause they cannot 
afford it, so the old 
paint stays on the 
sidings and shingles 
and the dealers make 
fewer sales. 

“And here is an- 
other example of 
paint business lost 
through poor advice. 
A prospect came in 
here asking for some 
information about 


have 


would not 
bought auto enamel, no 
matter how good it was, 
if the sale had not been 


“He 


stimulated with advice.” 








business on the 
strength of this alone. We make many sales, not on 
quality, price or service, but on advice and here are a 
few of the many instances to support this statement. 
“A woman came in here the other day from away up 
New York State and she ordered ten gallons of inside 
flat, two gallons of enamel, two quarts of lacquer, four 
different size brushes and three gallons of varnish. She 
paid the bill—about $75—and told me to ship it to a 
New York town about 175 miles away, which she ex- 
plained was her home town. I asked her what made 
her come all the way to Passaic, N. J. to buy paint and 
she answered my question by explaining that the hard- 
ware dealer in her town had a stock answer to all paint 
queries. It was—‘The directions are on the can,’ but this 
did not tell her how to keep brushes in good condition, 
how to ‘fill’ an open grained floor, what should be done 
to holes and cracks in plastered walls before repainting 
and these are just a few of the things she wanted to 
know before investing in a good-sized paint order. To 
make a long story short, she couldn’t get good paint 
advice at home so she bought out of town. We hap- 


pened to get the business because this lady spent a few 
days with relatives in this town and they told her we 
had a paint information bureau and would gladly give 
her any instructions she wanted. Her order was the 


automobile painting. 
I gave him complete particulars and sold him about $30 
worth of brushes and enamel. When he paid the bill, 
he told me that he had no intention of buying paint when 
he entered. I asked him to explain. ‘I’m a teacher of 
business English in the local High School,’ he said, ‘and 
I have been canvassing the stores to find out what kind 
of service the prospect of today gets in a retail establish- 
ment. I am compiling data for a lecture to students on 
“What service means to the modern business man’”.’ ” 

This pedagogue went on to tell Mr. Hellegers that 
he had been trying in a number of paint and hardware 
stores to get information about automobile painting but 
met with little success because none of the dealers seemed 
to know just how to go about it. And in one place that 
he visited just before walking into Donner and Hellegers 
the merchant had been an automobile painter but when 
the teacher sought advice he was told that it took years 
to learn the automobile painting trade and it could not 
be taught with questions and answers. That dealer lost 
a paint sale and Donner and Hellegers made one be- 
cause the salesman was ready with advice and showed 
that it was comparatively easy to give the old car a coat 
and the expense small. 

It is not salesmanship to sell merchandise to somebody 

(Continued on page 80) 
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Lacquered Football Helmets 
Aided Dealer’s Paint Sales 


Football aids paint sales! 

A Stamford, Conn., dealer created much 
favorable comment and drew many people 
to his store last fall by tying up with the 
local high school’s football team. 

Realizing that the players used orange 
jerseys and stockings, he suggested their 
helmets should match. He volunteered to 
give the team enough orange lacquer to 
paint the helmets. This offer was quickly 
accepted. 

The team looked better on the playing 
field, due to the dealer’s generosity. In 
turn, the dealer benefited by the news item 
in the local newspaper, and from his own 
displays and advertising which mentioned 
the innovation. 

Early reports indicate that football uni- 
forms are to be bright in color this year. 
The Army team is to wear a brilliant yel- 
low; New York University has adopted a 


> ‘ er ae a 
violet sweater, and Columbia University’s 


team will appear in a light blue uniform. 
This vogue for light-colored uniforms is 
bound to spread as the season progresses. 

It might be advisable to consult the coach 
of your local team in regard to having 
helmets that match the uniform. 





Texans’ Freshly Painted Ruler 
Stimulates Paint Sales 
These Texans can be depended upon to 


do the unusual. 
Among the early morning duties of one 








of the salesmen in a San Antonio, Tex., | 


store is to paint a wooden ruler that hangs 
near the register. The ruler is freshly 
painted every day, enough to give custom- 
ers a whiff of the odor and make their 
hands itch for a paint brush. 


Cleveland Dealers and Painters 
Hear W. R. Foss on “Brushes” 


Three hundred and fifty painters, paint 
and hardware dealers of Cleveland, Ohio, 
attended a special meeting on Sept. 10 in 
the Hotel Winton, Cleveland, which was 
arranged by William A. Alpers, president 
of the Cleveland Paint & Color Co. 

The subject of the meeting was brushes. 
The splendid attendance was not only a 
compliment to the sponsors, but also showed 
the active interest which dealers and paint- 
ers have in the brushes for use and sale. 

Walter R. Foss of The Wooster Brush 
Co., Wooster, Ohio, was the principal 
speaker. He described the process of brush 
making from the actual collection of the 
hog bristle in China to the modern dis- 
play methods used by successful merchants. 
Mr. Foss emphasized the need of rubbing 
paint into a surface with a brush, and 
said that the cost of the bristles was by 
far the largest single item in the cost of 
most brushes. He told how to select a 
good brush, and urged his audience to buy 
one line of brushes and stick to it. 





The Binks New Hurley Unit 


The Binks Mfg. Company, 3114 Carroll 
Avenue, Chicago, IIl., announces the com- 
pletion of a utility spray painting and fin- 
ishing outfit, known as the Binks New 
Hurley Unit. 

This outfit is being manufactured on a 
large production basis for general utility 
work such as touching up, refinishing, re- 
painting, and lacquering practically any 
product. It is also adapted for the spray- 
ing of insecticides and disinfectants. It 
is a complete unit equipped with a full 
size quart all-metal container and a New 
Binks Pressure Cup Spray Gun supplying 
4n atomized flat spray four inches in 
width. 

The air compressor unit is belt driven 
and connected to a %4-Hp. General Elec- 








tric Motor. This unit has a capacity of 
2.16 cubic feet of air per minute. 

The outfit is sturdily constructed. A rib 
cast-iron air container is mounted between 
the motor and the compressor on a pressed 
metal base all of which is mounted on rub- 
ber feet. The cylinder and base are cast in 
block of seasoned gray iron and accurately 
machined. Ten feet of rubber covered 
electric cord, attachment plug, and ten feet 
of durable braided rubber air hose are at- 
tached to the outfit. 

The Binks New Hurley Unit is com- 
plete ready for use upon delivery. The in- 
experienced or experienced operator mere- 
ly plugs the electrical connection into a 
nearby light socket, places the material 
into a quart pressure container, and starts 
to work, says the manufacturer. 





New Model Electric Sprayit 

The Electric Sprayit Co., 320 E. Col- 
fax Ave., South Bend, Ind., announces the 
new All-Purpose Model Electric Sprayit to 
round out its line of hand portable spray- 
ing equipment. This new model was de- 
signed to meet the growing demand for 
a moderately priced hand portable sprayer 
with a pressure feed container suitable for 
covering wide surfaces quickly and for all 
types of commercial and production work 
that cannot be handled advantageously with 
a cup gun outfit. 





The All-Purpose Electric Sprayit con- 
sists of a sturdy rotary compressor of spe- 
cial design, operated through a direct drive 
by a %-h.p. motor. The compressor de- 
livers a constant unvarying air volume of 
5 cu. ft. per minute. The pressure feed 
tank holds approximately 2 gal. of mate- 
rial, which will cover about 700 sq. ft. of 
surface. A 1-qt. container fur- 
nished and can be quickly connected to 
the gun for small touch up and trimming 
jobs. An efficient commercial gun com- 
pletes the equipment. 

The complete outfit weighs approximate- 
ly 50 Ib. and can be readily carried to any 
job. Twelve feet of electric cable and 20 
ft. of rubber between the compres- 
sor and the container makes any job easily 
accessible. Longer cable or hose can, of 
course, be used. Eight feet of air and 
paint hose connect the gun to the con- 
tainer. 

The All-Purpose Electric Sprayit is also 
furnished with a gasoline engine for use 
where electric current gis not available 
This self-powered unit is of the same 
comfpact design as the electric model and 
weighs approximately 70 lb. A 34-h.p. 
air-cooled engine of high efficiency was 
designed especially for this service. 


is also 


hose 





Big Demand for Fall Supplies, 
Reports Clean-Up Campaign 


Orders for Clean Up and Paint Up 
campaign banners, window cards, window 
displays, buttons, etc., are pouring into 
the National Clean Up and Paint Up Cam- 
paign Headquarters at 310 E. 45th St., 
New York, N. Y., in rapidly increasing 


volume. The proximity of National Fire 
Prevention Week, which begins Oct. 6 


and continues through Oct. 12, is speeding 
up orders, as many campaigners plan to 
start their autumn Clean Up and Paint 
Up campaigns during National Fire Pre- 
vention Week, although many communi- 
ties will initiate their fall campaigns after 
that date. 

For example, the Los Angeles Paint 
Club and the Master Painters’ Associa- 
tion of Los Angeles, Cal., have ordered 
campaign material from the National Clean 
Up and Paint Up Campaign Bureau for 
fall use to the value of $243.33. 
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“HAPPINESS” 


By SAUNDERS NORVELL 


IMON & SCHUSTER, publishers, 37 West Fifty- 
i. seventh Street, New York, seem to have the knack 

of getting out some very interesting books. It was 
through them that I received Durant’s book, “The Story 
of Philosophy.” I am still reading that book. I have it 
on a table beside my bed, and when I have had too 
much coffee, smoked too many cigars or have been stim- 
ulated by good company, I read this book for an hour 
before going to sleep. Every time I read “The Story 
of Philosophy” I get some new thought, something that 
helps me out of the fog. 

I have just read another book sent out by these same 
publishers—‘*The Psychology of Happiness,’ by Wal- 
ter B. Pitkin. I have a peculiar way of reading books. I 
must read rapidly. Therefore, when a new book comes 
to me I read the beginning, and if I like that then I read 
the finish. If that is satisfactory then I open the book 
to a chapter in the middle. If I find that interesting I 
start at the beginning and read the book through. The 
beauty of this plan of reading is the fact that if a book 
does not appeal you can finish it in one hour or less. 

So last night I tackled “The Psychology of Happi- 
ness” on this plan. It is different from any book I have 
ever read. It treats the subject of happiness and the 
attainment of happiness from a new angle. In the first 
place, what is happiness? This book gives a number of 
definitions. The book is not only a deep book that re- 
quires some concentration of mind in reading, but it is, 
at the same time, a very amusing book. Mr. Pitkin illus- 
trates some of his points about happiness by telling of 
the different cases of people he knows who have achieved 
happiness, also the stories of people who for one reason 
or another have missed happiness. He does not lay down 
any formulas, but he does give one a whole lot to think 
about on this subject that is so interesting and of such 
great importance to us all. 


LI; I remember correctly, in the Declaration of Inde- 
pendence, in the first paragraph, there is a good deal said 
about the pursuit of happiness—man’s right to be happy. 
Now, in this book, while I had never thought of it be- 
fore, I am very much interested to note the statement, 
“For the first time in the career of mankind happiness 
is coming within the reach of millions of people. Until 
the twentieth century it was the luck of a few. And 
most thinkers believed it to be a freakish accident in these 
instances.”” Isn’t this a striking statement ? 

Then the author goes on to analyze the queer ideas 
men have had. in the past in regard to happiness. Also 
all the things that were done to prevent them from being 


happy. Some of these things were outside of man—the 


environment of men. Other things were inside of men 
—his education, his religion, the things that were taught 
him for centuries and centuries. 

I should not write about this book this week. I have 
not read it carefully from “kiver to kiver,” but I propose 


to do it. I have found so much in this book that stirs 
up my imagination, which is so interesting, and which I 
am sure will make me happier, that I do not wish to miss 
a moment in passing along the good news to other tem- 
porary travelers in this vale of tears. Do get this book 
and read it. If you do, you will understand more about 
the achievement of happiness. There is nothing better 
that anyone of us in this world can do than to make 
some other human being happy. After all, happiness is, 
in a very large measure, a state of mind, and I believe 
this book by Pitkin will help a good many of us to 
brush some of the cobwebs out of our minds on the 
subject of happiness. 


P ITKIN writes: “The descent of man has been mi- 
nutely investigated, but no well-trained psychologist has 
ever bothered to gather the facts about man’s ascent to 
the realm of joy.” In other words, while happiness is 
spoken of in the Declaration of Independence, it does not 
give us any definition of happiness, nor does it tell us the 
best method to acquire it. It just states that mankind is 
entitled to the pursuit of happiness without outside inter- 
ference, and there it stops. 

Our old friend William Allen White, of Emporia, 
Kan., writes to Mr. Pitkin: “I spent a happy Sunday 
yesterday reading the proofs of your new book, which 
I enjoyed tremendously. I don’t know when I have 
read a serious book that has given me so many delightful 
moments. . . . I want to thank you for a beautiful day. 
You reduced the heat of a prairie summer day at least 
fifteen degrees, and turned a chore into a joy.” 

The lack of happiness is a good deal like a bad cold. 
All of your friends offer you a remedy to cure your 
trouble. At the same time, when you look around you 
find that even some of these friends are suffering from 
the same kind of a cold. In the seeking of happiness, 
as in the curing of a disease, there are a lot of quacks 
and nostrums. We spend our money, but we are not 
cured. In “The Psychology of Happiness” many of 
these nostrums and soul cures are exposed, and when you 
read the witty language in which these fakers are shown 
up you have a good laugh, and in making us laugh Mr. 
Pitkin helps us to happiness. 

One writer states: “This book is a concrete exposition 
of the problem of living in accordance with your own 
personality.” 

One chapter especially interested me. It discussed 
how many people attempt to live their lives just to suit 
other people, and in trying to please everybody they 
make a miserable failure of the whole thing. How true 
this is! Haven’t you tried it? I have, and I have been 
very much hurt and have suffered keenly when I found 
I could not please everybody. 

Even these articles of mine, strange to say, no matter 
how hard I try, do not please everybody. Now and then 
I see unkind criticism, but this book on happiness tells 
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me why I should just persevere in my work, in my own 
thoughts as they are, and not worry about the critics. 
In other words, “hew to the line and let the chips fly.” 

Walter B. Pitkin is Professor of Journalism at Co- 
lumbia University and former managing editor of the 
Encyclopedia Britannica. It is surprising how many of 
the professors at Columbia are working off good stuff. 
Then stop and think of the managing editor of the En- 
cyclopedia Britannica being actually funny! Students 
who have the privilege of listening to the lectures of 
Mr. Pitkin tell me about the inspiration and delight they 
have found in his beautifully organized scholarship and 
his uncanny talent for tracing the wanderings of the 
human mind. Mr. Pitkin is an intellectual adventurer. 
He has struck out in his study of the human mind from 
the beaten paths into mysterious places where the psycho- 
analyst has never dared to go before, or we may say that 
Mr. Pitkin here at Columbia conducts a psychological 
laboratory of the mind of man. Out of all of this, one 
would expect a book so profound that it would be utterly 
indigestible to the mind of the average moron reader. 
Instead of that, this book is an inspiration. 

Last year Mr. Pitkin wrote “The Twilight of the 
American Mind.” I have not read this book, but when 
I can dig up the price I propose to get it. 

Do you know who Seneca was? Well, I will tell you. 
The town of Seneca, Kan., was named after him. Seneca 
in writing about happiness has this to say: 

“A happy life, therefore, is one which is in accordance 
with its own nature, and cannot be brought about unless 
in the first place the mind be sound and remain so with- 
out interruption, and next, be bold and vigorous, endur- 
ing all things with most admirable courage, suited to the 
times in which it lives, careful of the body and its ap- 
purtenances, yet not troublesomely careful. It must also 
set due value upon all the things which adorn our lives, 
without overestimating any one of them, and must be 
able to enjoy the bounty of Fortune without becoming 
her slave.” 


T HAT isa pretty good definition, and after reading it 
again, I see where Kipling got the nubbin of his idea 
for his famous poem “Tf.” 

Mr. Pitkin takes this definition of Seneca’s and pro- 
ceeds to dissect and analyze it. He states: “But suppose 
that your personal nature is such that your mind is not 
‘bold an vigorous’? Must you live unhappily? Surely, 
Seneca would tell you.” 

But what’s the use? If I start quoting from this 
book there will be no room for trade reports in the rest 


of this magazine. 
eee 


One of my friends has just returned from a trip to 
the Near East, Egypt, Palestine and the surrounding 
countries. He was there before the recent riots. This 
gentleman told me that the thing which struck him most 
of all in studying conditions in the Near East was the 
great outdoor sport enjoyed by all of hating each other 
to death. He said he never saw or heard of so much 
hatred in his life as exists not qnly in Palestine but in 
all of those backward countries. Cultivating racial hat- 
red is the one interesting thing in the existence of these 
peoples. 





In the older days when the Mohammedans controlled 
Jerusalem, the various Christian sects were in constant 
difficulty with each other. The Orthodox Greeks at 
the Holy Sepulcher fought the unorthodox. The Mo- 
hammedans separated the belligerents and attempted to 
maintain the peace. The Arabs, when there is nothing 
else to do, fight among themselves. They raid each 
other’s tribes. Recently they have decided to vent their 
hatred on the Jews, and, as a result, the whole world is 
being turned upside down. 

There must be some good reason for hatred in our 
natures, or we would not be endowed in a greater or 
lesser degree with this passion. In studying the Scrip- 
tures, one is constantly confronted with hatred as a 
cause or an effect. Repeatedly there is reference all 
through the Scriptures to enemies. No wonder the 
Nazarene came with his mission of love. No wonder 
He emphasized love as the antidote for the hatreds of 
His age and of ages past. 


Tus friend of mine from the Near East stated that 
hatred, in a sense, has reached its highest development in 
Oriental countries. I am just quoting him. For in- 
stance, he said, in the twenty-third psalm, it was not 
only necessary to say in discussing his happiness that 
“Thou preparest a table before me,” but he adds, which 
is very significant, “Thou preparest a table before Me 
in the presence of Mine enemies. Thou anointest My 
head with oil.” Now just to prepare a table is one 
thing, but to prepare it in the presence of his enemies 
is a whole lot better, according to the Oriental point 
of view. 
*x OK Ok 


There is going to be one more amalgamation. This is 
confidential advance information. In previous articles 
I have written all about my pier, also about my neigh- 
bor’s pier. Every year we have been having these piers 
repainted. Then we had to have floats put away for 
the winter and brought out in the spring. Then just 
about the time we had pur two piers all fixed and painted, 
along would come a spring storm and wash both piers 
away. Sometimes my neighbor’s pier would be washed 
away first and would float over and knock mine down. 
At other times my pier would float over to his and knock 
that over. These two piers side by side certainly caused 
us a lot of trouble and expense. 

Now all this is over. We have decided just between 
our two properties, where they join, to build a stone pier, 
terminated by a stone boat-house. We will share the 
expense 50/50. Both of us will use this one pier. In- 
stead of two wooden piers, there will be one solid stone 
pier. In future there will be no taking in and putting 
out floats, no painting of piers, no washing away of 
piers. Isn’t this a very good illustration of the advan- 
tages of amalgamation? No competition between the 
piers in future. A better pier at less cost. A commu- 
nity interest in the pier between two families, and besides 
that this pier will not only have stability, but it will be 
a thing of beauty. 

After I described the destruction of my last pier by 
a storm, one of my readers wrote that he had always 
thought I was a “pierless’” writer. Now I wish this 


reader to make note of this new form of amalgamation. 
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William Alden Hopkins Died 
September 18—Was Prominent 
Boston Hardware Jobber 


William Alden Hopkins, president and 
treasurer of Decatur & Hopkins Co., Bos- 
ton, hardware jobbers, died early Tuesday 
morning, Sept. 17, at his residence, 7 Lake- 
ville Place, Jamaica Plain, Boston. Al- 
though Mr. Hopkins was in poor health 
the past year or so, of late he appeared 
better, and his death was a shock to fel- 
low workers and immediate friends, as well 
as to the New England wholesale and re- 
tail hardware trade. He was at his desk 





WILLIAM ALDEN HOPKINS 


on Saturday, Sept. 14, and for a while on 
the following Monday. Returning home 
on Monday he complained of not feeling 
well and shortly passed into a coma, from 
which he did not recover. 

Mr. Hopkins not only was widely known 
in hardware circles, but in yachting as well, 
having been a member of the Eastern and 
Corinthian Yacht Clubs, and owner of the 
“Valeda,” a 65-ft. power cruiser, now in 
commission and at anchor in Boston Har- 
bor. In addition, he was very active in 
Rotarian circles, a member of the Boston 
Chamber of Commerce, and was a Mason 
of prominence. He was retiring in nature, 
but few men in the New England business 
world boasted of more and closer friends. 
In his own immediate business he was held 
in the highest respect because of his fair- 
ness in dealings with employees and cus- 
tomers. 

Born in Brewer, Me.. Nov. 14, 1856, 
he went to Boston with his parents at the 
age of six, where he was graduated at the 
Dwight Grammar School and the Boston 
English High School. Following his school- 
ing he entered the employ of Macomber, 
Bigelow & Dowse, 156 Oliver St., Boston, 
which eventually became Bigelow & Dowse 
Co. Mr. Hopkins remained with the con- 
cern for 18 years, working up into the 
position of salesman. 

On Jan. 1, 1894, he associated himself 
with Baldwin, Robbins & Co. as a partner. 
This concern was succeeded by the Decatur 
& Hopkins Co., of which Mr. Hopkins 





first served as treasurer, and upon the 
death of Mr. Decatur assumed the presi- 
dency as well. The Decatur & Hopkins 
Co. is one of the most progressive and ag- 
gressive hardware jobbing houses in New 
‘England, and its construction of a mod- 
ern warehouse and store on Berkeley St., 
at that time far removed from the old 
Boston hardware district, marked the be- 
ginning of a change in the Boston hard- 
ware map. 

He was a member of the National Hard- 
ware Association, and for two terms served 
as president of the New England Iron and 
Hardware Association. At the time of his 
death he was serving as a director and a 
member of the executive committee of the 
latter organization. 

Mrs. Hopkins died several years ago. 
Mr. Hopkins is survived by two sons, 
W. Stanley and Frank E. Hopkins; two 
brothers, Samuel B., of Mansfield, Mass., 
and Henry Hopkins, of Newton Highlands, 
Mass.; and a sister, Mrs. Blanche Camp- 
bell, of Medford, Mass. 





J. A. Hood Dies—Was Owner 
Hood Brothers Tool Plant 


Josa A. Hood, owner of the business of 
Hood Brothers, manufacturer of mechan- 
ical tools at 4336 Orchard St., Philadel- 
phia, Pa., passed away recently at his home 
in that city. 





J. A. HOOD 


Mr. Hood was born in Whitesburg, Ga., 
on Oct. 12, 1864. He came to Philadel- 
phia when a young boy and was a member 
of the first class graduated from that city’s 
Central High School in 1886. 

For many years Mr. Hood has been 
associated with Hood Brothers. He was a 
charter member of the Philadelphia Hard- 
ware Association, and enjoyed a large 
friendship among the trade. He is sur- 
vived by his widow, four daughters and 
three sons. 

The sudden passing of Mr. Hood will 
cause no interruption in the business of 
Hood Brothers, which will continue as 
heretofore under the same management. 





Chase, Parker & Co., Inc., Moves 
to 290 Congress St., Oct. 1 


Chase, Parker & Co., Inc. wholesale 
hardware and mill supply distributor, for 
many years located at 81 Pearl St., Boston, 
Mass., will move to 288 Congress St., Bos- 
ton, about Oct. 1. 

The new quarters for this old-established 
house were formerly occupied by the 
American Soda Fountain Co. Extensive 
improvements have been made to the build- 
ing to fit it for the Chase, Parker & Co. 
business. 

Steel bins will be used for stock storage 
and two spiral conveyors have been in- 
stalled. One of these conveyors will take 
goods to the call counter and the other 
to the shipping room. 

The new location is but three minutes’ 
walk from the downtown business section 
of Boston and one block from the South 
Station. 


Annual House Furnishing Show 
Opens in Chicago, January 19 


More than 100 rooms have been engaged 
by manufacturers for the Third Annual 
National House Furnishing Show, to be 
held at the Palmer House in Chicago from 
Jan. 19 to 29, 1930. 

The 1930 exhibits are representative of 
house furnishing manufacturers from all 
parts of the country. Many new features 
are offered, and a number of manufac- 
turers are planning to show new ideas in 
merchandise display and selling. 

It is expected that the attendance for 
the 1930 Show will be greater than ever 
before. The Show will last for ten days 
instead of six, the length of previous shows, 
giving buyers an added opportunity to in- 
spect the various displays. Reduced rail- 
road rates have been granted by several 
railroads as an added inducement to in- 
crease the attendance. 

The annual meeting of the National 
House Furnishing Buyers’ Club, formerly 
known as the National Pot and Kettle Club, 
will be held during the exhibition period. 
This meeting time is selected, as most buy- 
ers plan to visit the Show and can there- 
fore meet and discuss mutual problems 
with each other. 


Montgomery Ward May Acquire 
50 Home Furnishing Stores 


An offer of Montgomery Ward & Co. 
to absorb the Hartman Corporation, which 
owns fifty furniture stores in Chicago, Mil- 
waukee, Omaha, Denver and other Middle 
West cities, has been tentatively accepted 
by the Hartman directors, who will lay the 
matter before their stockholders Oct. 25. 

To effect this acquisition the Ward com- 
pany,plans an issue of $15,000,000 in com- 
mon stock. If the proposal goes through, 
the acquired company will keep its iden- 
tity as the Hartman Home Furnishing 
Division of Montgomery Ward & Co. 
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Philip E. DeBerard Named 
Estwing Mfg. Co. Sales Manager 


Philip DeBerard is now the sales man- 
ager of Estwing Mfg. Co., Rockford, III. 
The new sales executive joined the com- 
pany on Sept. 1, following an affiliation of 
several years standing with Felt & Tarrant 
Mfg. Co., manufacturer of Comptometers 














PHILIP E, DE BERARD 


in Chicago, Ill. He was recently with that 
organization’s Louisville, Ky., office. 
Ernest Estwing, general manager will 
now give more time to the increasing pro- 
duction of the company’s steel and leather 
handle hammers, hatchets and knives. 





Wooster Brush Has Appointed 
Winchester on Pacific Coast 


Fred P. Winchester, with offices in the 
Sharon Bldg., 55 New Montgomery St., 
San Francisco, Cal., is now representing 
the Wooster Brush Co., Wooster, Ohio, in 
the Pacific Coast territory. 

Mr. Winchester is well known to the 
paint and hardware trades on the Pacific 
Coast. 

O. H. Foss, director of sales in the Pa- 
cific Coast territory for the Wooster or- 
ganization, will continue his contact with 
the trade by cooperating with Mr. Win- 
chester. 


McLendon Hardware Co. Is Now 
Incorporated in Waco, Texas 


McLendon Hardware Co., wholesale dis- 
tributor in Waco, Tex., has recently been 
incorporated. For more than 30 years 
this well-known jobber has operated as 
a family partnership. The corporation is 
capitalized at $100,000 and has a $50,000 
surplus. 

George K. McLendon is president; J. S. 
McLendon, vice-president, and Ralph Mc- 
Lendon is vice-president and secretary- 
treasurer. 

Another corporation, known as the Mc- 
Lendon Realty Corp., was incorporated at 
the same time, with the same officers. It 
was formed to take over the realty hold- 
ings of the wholesale house. The Mc- 


Lendon building occupies a large plot of 


valuable ground in the heart of the Waco 
business district. The firm was capitalized 
at $500,000 with a $100,000 surplus. 

McLendon Hardware Co. was organized 
in 1894. Until 1927 a retail department 
was conducted in addition to the extensive 
wholesale business, but in that year this 
department was abandoned. An automo- 
tive department was added in 1920, while 
radio was taken on in 1925. 





Dill Mfg. Co. Will Build New 
Factory in Cleveland 


The Dill Mfg. Co., 684 East 82nd St., 
Cleveland, Ohio, manufacturer of valves 
and valve parts, has announced the pur- 
chase in Cleveland of new and larger fac- 
tory facilities. The new property contains 
more than five acres of ground, and plans 
are already under way for a new plant that 
will afford the Dill company many times 
its present capacity. 

Fifteen years ago the Dill Mfg. Co. con- 
sisted of a small stamping plant. Today 
it is considered by many to be the largest 
fabricator of brass in Ohio. In addition 
to the valves and valve parts, the Dill com- 
pany recently added a complete line of 
Air-Chucks. The introduction of several 
new products is anticipated when the com- 
pany assumes its new quarters. 


New England Associates Held 
Successful Outing Sept. 18 


Approximately 150 members and guests 
of the New England Hardware Dealers’ 
Association and New England Hardware 
Associates attended the thirty-seventh an- 
nual outing at Marblehead, Mass., on 
Wednesday, Sept. 18. During the after- 
noon various sports were indulged in, 
including a baseball game, golf putting, 
tennis and numerous contests for the 
ladies attending. The many prizes dis- 
tributed were donated by hardware jobbing 
houses, retail dealers, and manufacturers. 

In the evening dinner was served in the 
fo’c’sle of Rockmere Hotel, following 
which there was dancing and other amuse- 
ments. Robert Russell, Holyoke, president 
of the New England Hardware Dealers’ 
Association, presided at the dinner. Other 
officers of the two associations who sat 
at the head table were Russell:M. Sanders, 
3oston, first vice-president; L. E. Jacobs, 
Auburn, Me., second vice-president ; George 
A. Fiel, Waltham and Boston, secretary, 
and Calvin M. Nichols, Boston, treasurer 
of the parent association; J. J. Kennedy, 
president, and Eben W. Smith, vice-presi- 
dent of the Associates. 


M. R. Calloway, Sales Manager, 
House-Hasson Hardware Co. 


M. R. Calloway has been appointed sales 
manager of the House-Hasson Hardware 
Co., hardware jobbers in Knoxville, Tenn. 
Mr. Calloway has been with the com- 
pany for 23 years as a salesman. For 
several years he traveled the Virginia and 
Kentucky territories and later succeeded 
C. S. Hasson in the western part of North 








F. R. Wickwire Dies—He Was 
Wickwire Bros. Executive 
Frederic R. Wickwire, vice-president, 
secretary and purchasing agent of Wick- 
wire Brothers, Cortland, N. Y., and for 
20 years identified with the corporation, 
died at his home in Cortland, N. Y., on 

Sept. 17. He was 46 years of age. 
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He was the son of the late Chester F. 
Wickwire, a pioneer in the wire industry 
and who was actively engaged in that work 
up to the time of his death in 1910. His 
mother was Ardell Wickwire, whose an- 
cestors were prominent in affairs of state 
and nation in Revolutionary times. The 
male members fought with the army of 
General George Washington. His father’s 
ancestry dates back many generations of 
old New England stock, the family origi- 
nally locating in Connecticut. 

Frederic R. Wickwire was educated at 
the Cortland Normal School, later attend- 
ing Jenners Private School at Syracuse, 
N. Y., then entering Phillips- Andover 
Academy, graduating therefrom in 1902. 
He then entered Yale University Sheffield 
Scientific School, from whence he was 
graduated with degree of Ph.B. in 1905. 
After completing his college career he im- 
mediately entered the employ of the Wick- 
wire Brothers at Cortland, N. Y., begin- 
ning in an humble capacity and learning 
the business from the ground up. In 1910 
he was appointed secretary of the company 
and filled that executive office ably. In 
1924 he was made vice-president. 

The Wickwire Brothers employ about 
1400 men, being one of the largest cor- 
porations in the wire industry, and to this 
great industrial organization Mr. Wickwire 
devoted his business time and attention to 
the multifarious details that demanded his 


care. 
In addition to his duties with Wickwire 
Brothers, he was also a trustee of the 


Cortland County Hospital Association and 
a trustee of the First Presbyterian Church. 
He was a member of the Yale Club of 
New York City, Elks Club. of Cortland, 
and the Cortland Country Club. 

Mr. Wickwire was married on June 1, 
1912, to Miss Marian A. Goodrich of 
Owego, N. Y. She and four children, 








Carolina and northern Georgia. 


Chester F., Cynthia M., Lyman G., and 
Winthrop R., survive. 
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Frank & Son, Inc., Have Formed 
Manufacturing Organization 


An announcement of interest to the trade 
has been received from Frank & Son, Inc., 
distributor of housefurnishings and un- 
painted furniture at 160 Fifth Ave, New 
York, N. Y. 

The officers of this organization recently 
formed a New Hampshire corporation un- 
der the name of Frankson Furniture Mfg. 
Corp. This firm has purchased the build- 
ings at West Ossipee, N. H., and the fur- 
niture manufacturing division formerly 
owned and operated by the Snowmobile Co. 

Frankson Furniture Mfg. Co. has al- 
ready started production in this new plant. 
It will continue the manufaeture of novelty 
tables and will also produce novelty furni- 
ture and household articles, all of which 
will be sold through Frank & Son, Inc. 

A new warehouse and an_ additional 
assembly shop are now being constructed 
at West Ossipee, and the construction pro- 
gram, when.carried out, should make this 
plant one of the largest of its kind in the 
New England States. 

The Frankson Furniture Mig. Co. states 
that its advantageous accessibility to hard- 
wood timber, coupled with its low manu- 
facturing costs, should reflect in quality 
merchandise at very reasonable prices. 





Daisy Mfg. Co. Will Now Sell 
American Ball Co.’s Steel Shot 


Daisy Mfg. Co., Plymouth, Mich., pro- 
ducer of “Daisy” air rifles, has recently 
concluded an arrangement whereby it is 
now sole distributor of Bull’s-Eye Steel 
Shot, manufactured by American Ball Co., 
Minneapolis, Minn. 

This steel shot for air rifles is packaged 
in a small container to retail at a very 
nominal price. It is expected that the new 
sales arrangement will greatly increase the 
use of steel shot in air rifles by boys 
throughout the country. 


Joseph Francis Breck Dead; 
Was Pioneer Hardware Man 


Joseph Francis Breck, treasurer of 
Joseph Breck & Sons’ Corp., Boston, 
Mass., died at his home in Brookline, 


Mass., on Friday, Sept. 6, after a sickness 
of several weeks. With his passing, New 
England lost one of its pioneer hardware 
men, a man of exceptional character both 
in the business world and socially. 

For many years he served on the shelf 
hardware committee and the nominating 
committee of the New England Iron and 
Hardware Association. Mr. Breck was 
born in Brighton Mass., now a district of 
Boston, June 4, 1857. After graduating 
from the schools of that town he’ went 
to work for his grandfather, Joseph Breck, 
who was engaged in the nursery and seed 
business. 

He became a partner in the firm in 1885, 
and after its incorporation in 1893 was 
made secretary. On the death of his father, 
Charles H. B. Breck, he became treasurer. 








He is survived by his widow, a son, Joseph 
Breck, two daughters, a brother, Charles 
H. Breck, and a sister. 


Benton County Hardware Co. 
Sells Its Retail Business 


One of the largest transactions in the 
northwestern part of Arkansas of partic- 
ular interest to the hardware trade was re- 
cently announced by Benton County Hard- 
ware Co., wholesale distributor of Rogers, 
Ark. 

This organization has sold the three re- 
tail stores which it has operated to a 
new company composed of local men. This 
organization, the D. & H. Department 
Stores, Inc., will have its headquarters in 
Rogers. 

In addition to the stores in Rogers, Ben- 
tonville and Siloam Springs which it pur- 
chased, it has also secured stores in 
Springdale, Fayetteville and Lincoln in 
Arkansas and at Westville, Okla. 

The Benton County Hardware Co. is to 
retire from retail business and confine all 
its energy to the furthering of its exten- 
sive wholesale business. The company was 
founded 36 years ago by W. J. Doke, in- 
cumbent president, and Connelly Harring- 
ton. 

The board of directors for the D. & H. 
Department Stores, Inc., includes Mr. Har- 
rington and Mr. Doke, W. M. Griffith, E. 
M. Doke and L. M., Riggs. 





John Ganzer, Sales Manager, 
Van Duyne-Moran Fixtures, Inc. 


John H. Ganzer has become sales man- 
ager for Van Duyne-Moran Fixtures, Inc., 
241 First Ave., North, Minneapolis, Minn., 





® 
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manufacturers of display and stock fix- 
tures for hardware, clothing, dry goods, 
sporting goods, drugs, jewelry and many 
other types of stores. Mr. Ganzer for some 
years has been a prominent figure in the 
store fixture field. Prior to the present 
connection he was vice-president of the 
Duluth Show Case Co., Duluth, Minn. 





J. Clarke Coit Now Heads U. S. 
Radio-Television Corp. 


J. Clarke Coit has resigned as president 
of the Simmons Hardware Co., St. Louis, 
Mo., to become president of the United 
States Radio & Television Corp., Chicago, 
Ill, Although he has assumed his new 
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duties, Mr. Coit will continue as president 
of the Simmons Hardware Co. until his 
resignation is accepted at a later period. At 
present he is spending part of his time 
in Chicago and part in St. Louis. 

Prior to his connection with the Sim- 
mons Hardware Co., Mr. Coit was presi- 
dent of Lee-Coit-Andreson Hardware Co., 
Omaha, Neb., hardware wholesalers. On 
July 1, 1924, he was made vice-president 
and general manager of all the Simmons 
houses, and six months later was elected 
as president. 

Announcement of the election of a presi- 
dent to succeed Mr. Coit will be made by 
Louis K. Leggett of Boston, chairman of 
the board of the Simmons Hardware Co. 





Fred Smith, General Manager, 

Monroe Hardware Company 

Fred Smith is now general manager of 
the Monroe Hardware Co., Monroe, N. C. 
The new general manager of this large 
wholesale house succeeds the late James 
A. Stewart. 

Edward Niven, secretary-treasurer of 
the company, has been given the addi- 
tional duties of assistant manager. Mr. 
Smith has been with the organization for 
24 years. He was a traveling salesman 
for several years, and for the last five 
years has been acting as buyer and sales 
manager. 





Hygrade Lamp Co. Asks Dealers 
to Observe “Hygrade Week” 


Hygrade Lamp Co., Salem, Mass., has 
announced to dealers that the period from 
Sept. 30 through Oct. 5 will be known as 
Hygrade Week. It is hoped that during 
this week dealers will install new and at- 
tractive window displays and will feature 
the company’s products in their stores. 

Hygrade Week will be mentioned in the 
company’s radio broadcasting. 
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Chicago Retailers Open Season 
with Large September Meeting 


Nearly two-thirds of the membership of 
the Chicago Retail Hardware Association 
gathered at the monthly meeting of that 
body in the West Room of the Hotel Sher- 
man, Friday night, Sept. 13. Miss Frances 
E. Spooner, attorney for the association, 
addressed the retail men on “Collection 
Problems.” Rivers Peterson, editor of the 
Hardware Retailer, spoke on “The Future 
of the Independent Dealer.” 

Secretary J. C. Amis told of the plan 
for holding group meetings throughout the 
city, each to be attended by not more than 
20 neighborhood dealers. He reported the 
recent gathering of 17 Jefferson Park re- 
tailers, who agreed on regular closing 
hours. Other similar gatherings are to be 
held during the fall and winter. 

Between Jan. 1 and Aug. 14, the period 
covered by a C. P. A. report on the fiscal 
operations of the association, which was 
read, it had gained 92 members, making 
a total of 308. Net assets of the body in 
that time also showed an increase. 

Joshua Claridge of Chicago, president of 
the Illinois Retail Hardware Association, 
spoke briefly, as did Paul M. Mulliken 
of Elgin, managing director of the State 
association, who urged a large attendance 
at the Illinois convention next February. 
He said the hardware exhibition at that 
time would be larger than ever. 

Mr. Peterson reviewed the history of 
retail development, emphasizing the vari- 
ous bugaboos that had arisen from time 
to time. These had never proved so for- 
midable as the alarmists in the trade had 
predicted, he said. 

Secretary Amis announced that Frank 
Stockdale would address the October 
meeting. 


Carl E. Sommer Is President 
of Majestic Mfg. Company 
Carl E. Sommer, who for the past six 
years has been vice-president of Majestic 
Mfg. Co. St. Louis, Mo., was elected 
president of the organization at a directors’ 

meeting held on Sept. 11. 

The new chief executive of the Majestic 
organization entered the company’s employ 
34 years ago. It was a temporary position, 
doing the work of an office boy away on 
vacation. When the boy returned, Mr. 
Sommer was put to work in the factory. 
At various times during his early years in 
the factory he was called into the office 
to assist in closing a range sale to a Ger- 
man-speaking customer, as he was the only 
German-speaking employee. 

For sixteen years Mr. Sommer sold Ma- 
jestic products, during which time he was 
made sales manager of the State of IIli- 
nois. Later he became secretary of the 
company, and six years ago was made vice- 
president, the position from which he has 
just risen to head the organization. 

Mr. Sommer succeeds the late Frank R. 
Henry, who died recently. 

A. A. Phillips, secretary and treasurer, 
has been elected vice-president, succeeding 
Mr. Sommer. He has been with the com- 


pany for 30 years, entering in a minor ca- 
pacity and advancing through the various 


departments. He will continue to serve as 
treasurer. 

G. S. Morley is the company’s new secre- 
tary. For many years he has been super- 
intendent of factories, a position which he 
will continue. 


J. P. McKinney, Jr., President of 
McKinney Mfg. Co. 

At the last meeting of the Board of Di- 
rectors of the McKinney Mfg. Co., Pitts- 
burgh, Pa., W. C. Farr resigned as presi- 
dent, a position which he has held for the 
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past twelve years. Mr. Farr has been as- 
sociated with the company for forty-five 
years. He will continue with the organ- 
ization as treasurer. 

J. P. McKinney, Jr., who has been vice- 
president in charge of sales, was elected 
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president to succeed Mr. Farr. The new 
president is the son of J. P. McKinney, 
Sr., who with W. S. McKinney, Sr., found- 
ed the business in 1865. 

The company has shown a remarkable 
growth in the past few years, and the out- 
look for the future is considered very 


Continental Steel May Merge 
With Keystone Steel & Wire 


According to an Associated Press dis- 
patch, dated Sept. 17, and printed in mem- 
ber newspapers, there is a possibility of a 
merger between the Keystone Steel & Wire 
Co., Peoria, Ill, and the Continental Steel 
Co., Kokomo, Ind. The dispatch reads as 
follows: 

“Informal discussions looking toward a 
consolidation of the Keystone Steel & Wire 
Company and the Continental Steel Com- 
pany have been held and a preliminary un- 
derstanding has been reached, said a joint 
statement issued today by W. H. Sommer 
and H. A. Roemer, respective president of 
the two companies. 

“Tt has been agreed that such a con- 
solidation be mutually advantage- 
ous,” the statement said. “ ‘Negotiations 
have not reached the formal stage as yet, 
therefore no details of the basis ex- 
change can be revealed at this time.’ ” 

The Continental Steel Corp. was organ- 
ized in Indiana in 1927 It acquired all the 
common stock and properties of the Ko- 
komo Steel & Wire Co., Kokomo, Ind., 
substantially all the common and preferred 


would 


of 





shares of the Superior Sheet Steel Co., 
Canton, Ohio and all the common stock of 
the Chapman Price Steel Co., Indianapolis. 
The company makes steel, steel sheets, 
semi-finished steel, rods, wire and wire 
products. The net income for 1928 was 
reported to be $1,009,887 compared with 
$578,961 for 1927, 

The Keystone Steel & Wire Ce. was in- 
corporated in Illinois in 1907 as a con- 
solidation of the Keystone Fence Co. and 
the Atlas Wire Co. It produces billets, 
rods, woven wire fence and barbed wire. 
It has a factory near Peoria, Ill., where 
it produces wire rods. Net income for 
1928 was reported to be $1,388,193, com- 
pared to $1,015,590 for 1927. 


Premier Vacuum Cleaner Co. 
Closes Annual Sales Meeting 


Association Island, N. Y., was the scene 
of the annual sales convention of the Pre- 
mier Vacuum Cleaner Co., 1734 Ivanhoe 
Road, Cleveland, Ohio, during the week 
of Aug. 14. 

In an inspiring round of open meetings 
and special conferences, sales plans for the 
coming season were discussed. Divisional 
sales managers, company executives and 
department heads were in attendance at 
this conference. 


M. R. Messenger Has Joined 
J. H. W. Climax Company 


Martin R. Messenger is now associated 
with J. H. W. Climax Co., Newark, N. J. 
He will cover the metropolitan territory 
of New York City and the New England 
States. 

For more than ten years Mr. Messenger 
was affiliated with Wilson-Bohannan Co., 
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Marion, Ohio. 
































58 


a 
HARDWARE AGE for SEPTEMBER 26, 1929 





New atalogs and ‘Dealers’ Helps 


Available from Leading Manufacturers 


Bathroom Cabinet Corcoran one-piece 


Catalog Issued steel bathroom cab- 
inets are adequately 


described in a new catalog recently issued 
by The Corcoran Mfg. Co., Cincinnati, 
Ohio. In this book are shown the various 
model cabinets with complete information 
regarding size, finish, shipping weight, etc. 
The catalog has been prepared so that 
new pages can be inserted as new models 
are issued or if any changes are made on 
models described and illustrated. 


Follansbee Bros. The warm air furn- 


Furnace Catalog aces manufactured by 


Follansbee Brothers 


. Co., Pittsburgh, Pa., are described and il- 


lustrated in that company’s new catalog 
No. 29 F. Various style furnaces are 
shown in this catalog, a copy of which 
will be sent to any interested dealer. 





Catalog No. 928 has 

been issued by The 
Cameg asics Leetonia Tool Co., 
Leetonia, Ohio covering the line of tools 
which it produces for the hardware and 
marine trade. Among the items shown and 
described in this new volume are chisels, 
calking sets, wrecking bars, fire tools, 
scrapers, marline spikes, wedges, special 
forgings and stampings. 


Leetonia Tool 





Baeder Adamson A unique feature of 
the new catalog cov- 


Abrasive Book ¢ 
ering surface-coated 


abrasives, recently issued by Baeder Adam- 
son Co., Philadelphia, Pa., is the thumb 
index. This makes it possible to turn im- 
mediately to the description and price 
chart of any product covered. The catalog 
is bound in heavy, rag paper for durabil- 
ity and is small enough to slip into the 
coat pocket. B-A glue, tan fibre products 
and many other specialties are included in 
this new catalog. 


Fire Fighting “Modern Fire Fight- 
Equipment Listed ing Equipment,” lat- 

est catalog published 
by the American-La France & Foamite 
Corporation, of Elmira, N. Y., contains 
complete listings and descriptions of prac- 
tically every imaginable kind of portable 
fire-fighting equipment. It is 176 pages in 
length. This catalog is so arranged that 


any desired piece of equipment may be 





found in a few seconds. This is accom- 
plished by an easily read index and the 
division of the book into eight sections. 
The exterior of the book likewise presents 
an attractive appearance. Both the front 
and the back covers are in solid black, 
ribbed with red.. Imprinted on both covers 
is the company’s characteristic Maltese 
Cross. Inside the crosses the title and the 
silhouette of a fire: extinguisher, enveloped 
in flames appears. 


Metal Binding The Gerrard Co., Inc., 
Folder Ready 1942 S. 52 Ave., Chicago, 

Ill., has issued an inter- 
esting folder relative to its “TA” metal 
tie binding method. This volume describes 
the method by which slender wires of soft, 
pliant, steel tauntly tensioned and neatly 
sealed, hold any package in a vise-like 
grip. The booklet also states that pack- 
ages tied with this wire are acceptable 
for parcel post or express shipment. 


Hoover Co. Has Dealers can _ secure 
New Folder without charge from 
The Hoover Co.,, 


North Canton, Ohio, in quantities, a new 
eight page folder which contains in con- 
densed form the facts treated in the com- 
pany’s large booklet, “How To Judge An 
Electric Cleaner” This folder, can be im- 
printed as specified and distributed to con- 
sumers. It discusses the advantageous 
features of the company’s electric cleaner 
and is profusely illustrated. A quantity of 
dealer helps are also available to the trade. 
These are listed in Hoover Advertising 
Bulletin No. 95. 


Coleman Lamp’s A bulletin giving in- 
New Bulletin teresting facts and in- 
formation regarding 
the development of the present models of 
gasoline lamps and lanterns and particu- 
larly the new Coleman instant-lighting 
principle has been issued by The Coleman 
Lamp and Stove Co., Wichita Kansas. 
This bulletin has been sent to the com- 
pany’s sales department and to all jobbers 
handling the company’s products. 





Aluminumware Leyse Aluminum Co., 


Catalog Issued Kewaunee, Wisc., has 
issued a new catalog 


showing a liné of more than 230 different 
aluminum cooking utensils. The com- 





pany’s “Priscilla Ware” is completely de- 
scribed. A copy of this catalog will be sent 
to any interested dealer. 


Farrand Rules A_ very _ interesting 


Well Reviewed booklet relative to 
Farrand Rapid Rules 


has been issued and is available to the 
trade from Hiram A. Farrand, Inc., Ber- 
lin, N. H. In “It’s A Good Rule That 
Works Both Ways,” the story of the in- 
vention of the Farrand Rapid Rule is told 
in a very clear manner. Other facts re- 
garding the product are presented. 





Process Twist 


Twist Drill New 


Catalog No. 29 Drill Co., Taunton, 
Mass. has ready for 


distribution a new edition of Catalog No. 
29. It contains illustrations and descrip- 
tions of a complete line of high speed and 
carbon twist drills. The methods of manu- 
facturing the company’s forged twist drills 
are shown. Other interesting data is also 
contained in this book which is available 
to the trade. 


Carborundum Co. A new complete 


Issues Catalog catalog listing, illus- 
trating and describ- 


ing all abrasive products sold by hardware 
dealers has been issued recently by The 
Carborundum Co. Copies of this catalog 
can be secured from the Hardware Sales 
Department, The Carborundum Co., Niag- 
ara Falls, N. Y. 


Fall Edition of A very excellent sales 


Lorain Almanac m™anual has been re- 
cently prepared by the 


American Stove Co., St. Louis, Mo. as the 
1929 Fall edition of the Lorain Sales Al- 
manac. 

This volume introduces the creation of 
“Magic Chef”—a new series of gas ranges 
which are a complete departure from all 
standard designs and types. The sales al- 
manac is profusely illustrated in color and 
clearly shows that great time and effort 
have been expended in the preparation of 
the book. Magazine and newspaper adver- 
tisements; advertisements for dealer’s use 
in local newspapers, proofs of available 
cuts and other dealer helps are presented 
in the last pages of this volume. 
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Improved V-W Ventilators 


The V-W Ventilator Co., 2830 A. I. U. 
Bldg., Columbus, Ohio, announces that the 
built-in type ventilator can now be ob- 
tained in double units for both upper and 
lower sash rail of the window. 

Heretofore the built-in model was man- 
ufactured in varying widths and one unit 
only, with louvers opening in two direc- 
tions. Now the louvers all open the same 
way in each section, but the two sections 
are placed in the sash rail so that one 
opens in one direction and the other opens 
in the opposite direction. 











The reason for this change was to allow 
for greater efficiency in admitting fresh air 
and to allow smaller sizes to be used in 
larger windows. Sizes of the new style 
are 12 x 2 in. and 18 x 2 in, which will 
take care of all windows from 22 in. wide 








to over 48 in. wide. The cut shows how 
two of the new style ventilators appear 
from the exterior when installed in the 
sash rail of a window. 
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Both the built-in and the removable type 
of V-W ventilators are manufactured on 
the vertical R-shaped louver principle. This 
feature prevents drafts and stops all dirt, 
rain and snow from entering, says the man- 
ufacturer. 

With the new models, these R-shaped 
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can go to his ball game with the assur- 
ance of an easy seat, without the necessity 
of carrying a big cushion. 





Narrangansett Steel Seed Bins 


The seed bins shown in the accompany- 
ing illustration are products of Narra- 
gansett Machine Co., P. O. Box 1454. 
Providence, R. I. They are made of steel. 





strongly reinforced and attractively fin- 
ished. The company also produces steel 
display stands, cabinets, shelving and other 
steel items for hardware stores. 








louvers have been slightly changed so as to 
further increase their efficiency. The dia- 
grams show the present position of these 
louvers, and indicate how they stop drafts 
and prevent the elements from entering. 





An Air Pocket Cushion 


Rubber Patents Corporation, Grand 
Rapids, Mich., is producing Ez-e-cT air 
pocket cushions, which are equipped with 
a flexible, non-tying, non-metallic valve. 
The cushion is chair-size, 1514 in. by 1634 
in. It can be inflated-or deflated in a jiffy 
and carried in the pocket. 

Armed with this item, the devoted fan 


Atkins Saw Holder Display 


E. C. Atkins & Co., Indianapolis, Ind., 
has placed before the trade a new two- 





piece saw holder for counter or window 
display use. It sets off a hand saw to good 
advantage and will no doubt aid the dealer 
in arranging a display in addition to stimu- 


New Kawneer Construction 
Principle 


The Kawneer Co., Niles, Michigan, has 
recently introduced an entirely new prin- 
ciple in modern store front construction, 
which permits the installation of a store 
front ensemble that is distinctive and origi- 
nal. 

This noteworthy feature, which makes 
for greater harmony of line and more at- 
tractive detail, is made possible by the 
use of a new type screw, which is illus- 
trated. This unique device serves to lock 
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the members of the sash and bars and per- 
mits the glass to be held under correct 
pressure at all times. It also simplifies 
the process of installation materially. 
While this principle of construction is 
a departure from the standard Kawneer 
line, it affords the same glass protective 
features, which the standard line offers. 
Consequently, it might be said that the 
new feature will enhance appearance, with- 
out sacrificing practicability. Provision for 
drainage can be made when desired. Addi- 
tional information will be sent upon re- 
quest to the manufacturers. 


* ——- 


Morse Die Makers Reamers 


A new taper die reamer, designed 
especially for die makers’ use, has 
been offered to the trade by Morse 
Twist Drill & Machine Co., New 
Bedford, Mass. The taper of the 
reamer is 34 in. included angle, ap- 
proximately .013 per inch. This is 
said to be the angle of clearance 
considered best for die work. 

In laying out a die, holes can be 
drilled close together, outlining the 
shape desired, then reamed by this 
new product until the holes run to- 
gether and the central pieces drop 
out. 

The rapid action of this reamer, 
which is known as No. 678, and its 
freedom from chip clogging, are 
two valuable features. It is also 
designed to resist easy breakage. 
Its easy shearing cut is said to im- 
pose little strain on the cutting 
edges. Made in both carbon steel 
and high-speed steel and in a va- 





lating sales. 








riety of sizes. 
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WASHINGTON NEWS LETTER 


Statement of National Co-operative Milk Producers Federation filed 
with Department of Agriculture may have bearing on chain store 
system of distribution—Revision of Government’s purchasing system 


(Washington Bureau of HARDWARE AGE) 

Because it may have a bearing on 
the chain store system of distribution, 
added interest has been shown in the 
statement filed with the Department of 
Agriculture by the National Coopera- 
tive Milk Producers’ Federation which 
was asked to express its opinion re- 
garding the question of modification 
of the “consent decree” sought by the 
Chicago packers in a petition sub- 
mitted to the Supreme Court of the 
District of Columbia. The Federation 
proposed that final action upon the 
packers’ petition be withheld until the 
Government, through the Department 
of Agriculture, or some other compe- 
tent authority, has had the opportunity 
to inquire into the legal status of all 
other nation-wide distributing agencies, 
so as to be able to learn whether or 
not “these large and ever growing busi- 
ness concerns promote the public good.” 
The position of the Federation is that 
if it should be disclosed, in the opinion 
of the Government, that public good is 
served by such business combinations, 
known as chain stores, “their opera- 
tions should be made clearly lawful 
and all necessary judicial and legisla- 
tive action taken to that end.” Appar- 
ently such Congressional action would 
give an affirmative approval to such 
organizations. The Federal Trade Com- 
mission’s inquiry into the chain store 
system, being made under the Brook- 
hart resolution, might conceivably at- 
tain the same end, though it is being 
made to find whether or not the chain 
stores transgress the anti-trust laws. 
The assumption is that the inquiry 
would result in prosecution if violations 
were found and also in such an event 
that it would bring about legislation 
giving a clearer understanding of the 
legal status of chain stores. 

The Federation took the position that 
the consent decree applying to the pack- 
ers should not be set aside merely be- 
cause its restrictions place them at 
disadvantage in the distribution of 
their products. 

“It is a matter of common knowl- 
edge,” the Federation statement said, 
“that since the entry of the consent 
decree, and particularly within the past 
five years, there have appeared a few, 





has been authorized 


By L. W. MOFFETT 


and but a few, gigantic business com- 
binations that to a material extent, 
are monopolizing the business of col- 
lecting, processing and distributing the 
people’s food. These concerns are still 
rapidly expanding. This control of 
food is largely brought about by the 
ownership of marketing facilities be- 
ginning at the point of origin of the 
food and continuing through to the 
consumers’ table. To modify or va- 
cate such consent decree would permit 
the following of like practices by the 
two principal defendants now seeking 
modification.” 

The point is made that if these or- 
ganizations are within the law and in 
the interest of the public, it would 
seem that the privilege of meeting 
competition should be extended to the 
packers. At the same time it was 
declared that if it be found that “their 
business practices are prejudicial to 
the public interests, then appropriate 
judicial and legislative action should be 
taken” for the purpose of stopping 
such practices. 

In connection with the Federal Trade 
Commission’s chain store investigation, 
it has announced that a plan.of field 
work is practically completed and that 
field work will be begun immediately 
regarding the study of retail prices. 


The Federal Trade Commission has 
announced that it expects to have a 
new price schedule in connection with 
resale price maintenance ready for 
distribution soon. One volume of the 
report on this inquiry has been issued. 


The present activities deal particularly | 
with the statistical and economic anal- | 


ysis of the effects of price maintenance. 


As soon as the necessary appropria- 
tion is provided, a system of short- 
range purchasing and prompt pay- 
ments will be inaugurated by the 
Federal government and the authorized 
interdepartmental warehouse will be 
erected on a railroad siding in Wash- 
ington. As pointed out in Domestic 
Commerce, the Wood act, passed by 
Congress in February, authorizes the 
revision of the purchasing system of 
the government. 





Instead of buying on annual con- 
tract as heretofore, the government 
will adopt a system of short-term “fixed 
quantity” purchases. It is anticipated 
that the new system will effect marked 
savings because of the fact that bidders 
frequently can offer lower prices than 
they would dare bind themselves to 
for the longer period, it is claimed. An 
additional advantage will be prompt 
payments through the General Supply 
Committee from a revolving fund. 


Information.of the type to disclosed 
by the Domestic Commerce Division’s 
National Retail Credit Survey is ex- 
pected to be of substantial importance 
in the stabilization of business, ac- 
cording to Domestic Commerce. Not 
only should it assist the merchant to 
carry on his credit business more ef- 
ficiently, it was stated, but it should 
enable him to pass on the resulting 
gains to the consumer in the form of 
lower prices. 

As the data will be tabulated ac- 
cording to size of stores and sections 
of the country, the executive of a cer- 
tain class of business of any given 
volume will be able to compare his 
credit practices with those of other 
stores in that territory which are in 
the same line and comparable in size 
with his own. and determine whether 
his deferred payment terms need re- 
vision. Also, by comparing his vol- 
ume of credit business in proportion 
to his total volume with the average 
figures in the same line, he can judge 
better how much credit it is safe to 
extend. 


Announcement has been sent out by 
the Division of Simplified Practice, De- 
partment of Commerce, to manufac- 
turers, distributors and users that the 
Division has received signed accept- 
ances sufficient to insure the general 
adoption of the simplified program for 
wheelbarrows and the recommendation 
made has been put into effect. As soon 
as the printed recommendation carrying 
the endorsement of the Department 
becomes available copies will be sent 
to those interested. 
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GENERAL MARKET NEWS 








Fall Trade Begins in Normally Healthy Fashion— 
Very Little Change in Price Situation 


NEw YorK, Sept. 25.—The consensus of reports from important 
market centers this week indicates a healthy return to normal busi- 


ness conditions. 


With the lowest September temperatures regis- 


tered, at least for many years (September 19 being the lowest on 
record for that date), came a sharp consumer demand for fall 


items. 


Staple lines are holding up so well in all markets that they 


are making up for any slowness in seasonal items over the past 


week or two. 


Crop reports indicate that prices have gone far to neutralize the 
effect of the shortage upon the farmer’s buying power, and re- 
tailers in agricultural sections anticipate a good autumn business. 
Some crops, such as cotton and corn, are fairly satisfactory, and 
curtailment of consumer purchases is not looked for in these sec- 


tions. 


General employment continues at a fairly high level. 


Prices are mainly steady at this time, and collections are aver- 


aging fair. 





Freight Loadings Show Gain for 
Week Ended Sept. 7 


Revenue freight loading for the week 
ended Sept. 7 totaled 1,017,072 cars, or 
an increase of 25,687 cars over the same 
week last year, the car service division 
of the American Railway Association an- 
nounced Sept. 17. 

This was also an increase of 27,273 cars 
over the same week two years ago. 

Due to the observance of Labor Day, 
however, the total for the week of Sept. 
7 was a reduction of 143,138 cars under 
the preceding week. 


Commercial Failures Reports 
Show No Change in Week 


Business failures for the week ended 
Sept. 19, as reported by Bradstreet’s Jour- 
nal, New York, number 321, which com- 
pare with 321 last week, 340 in the like 
week of 1928, 359 in 1937, 317 in 1926 
and 306 in 1925. 

The Middle Atlantic States continue to 
hold the lead with 92 failures, an increase 
of 12 over last week, over the Western 
States, which totaled 82, an increase of 
three over last week. The Northwestern 
and Far Western States are the only ones 
showing a decrease in comparison with 
last week’s figures. 

A relatively favorable insolvency exhibit 
is made this week, failures in the United 
States numbering 360. That total is 37 
less than the number reported to R. G. 
Dun & Co. last week, and is 77 under the 
437 defaults of a year ago. Fewer in- 
solvencies occurred this week than last 
week in all geographical sections except 
the Western group, while reductions were 











reported in every case in comparison with 
the totals for this week of 1928. 

Little change appears in Canadian fail- 
ures this week, which number 40. That 
total is slightly below the 42 defaults of 
last week, but is moderately above the 36 
insolvencies reported to R. G. Dun & Co. 
a year ago. 





Bank Clearings Show Gain of 21.8 
Per Cent Over Last Year 


Bank clearings in the United States for 
the week ended Sept. 19, as reported to 
Bradstreet’s Journal, aggregated $14,828,- 
403,000, as against $14,035,272,000 last 
week and $12,174,129,000 in this week last 
year. There is here shown an increase of 
5.6 per cent over last week and of 21.8 
per cent over the like week a year ago. 
Canadian clearings aggregated $373,181,- 
000, against $370,802,000 last week and 
$333,409,000 in this week last year. 





Farm Price Level Rises Eight 
Points in Three Months 


The general average of prices received 
by farmers during the past three months 
has shown an increase of about 8 points, 
largely as the result of higher prices of 
grains, fruits and vegetables, the Depart- 
ment of Agriculture announced Sept. 16. 
This advance is likely to be maintained in 
the immediate future, it was said. 

The farm price level showed an advance 
of 3 points during the month from July 15 
to Aug. 15, and on Aug. 15 stood at 143, 
compared with 139 a year ago. A further 
advance in prices of all grains, except oats, 
in potatoes and eggs, were chiefly responsi- 
ble for the advance during the month. 





Call Money Rate Declines to 
7 Per Cent; 10 Renewal 


The call rate on Sept. 19 dropped sharp- 
ly from the renewal rate of 10 per cent, 
at which it had closed on the previous day, 
to 7 per cent. The decline was believed 
to have been occasioned by an increase in 
member bank reserves, in turn caused by 
purchases of bills by the Federal Reserve 
Bank. 

It was stated in banking circles that 
there had been no net transfer of funds 
on Sept. 19 from the interior to New York. 
In consequence it was generally supposed 
that the excess of offerings, which brought 
the rate down to 7 per cent, had been put 
in the market by local banks. With a mar- 
gin of only 1 per cent between the closing 
rate on Sept. 19 and the rediscount rate 
it was thought that some of the banks 
would repay Federal borrowings. 





Shipments of Galvanized Sheet 

July shipments of galvanized sheet-metal 
ware were 153,958 doz., valued at $628,- 
545, as compared with 140,096 doz. in June, 
valued at $609,487, and 169,271 doz., valued 
at $677,451, in July, 1928, according to re- 
ports received by the Department of Com- 
merce from 15 concerns comprising a large 
proportion of the industry. July shipments 
of enameled sheet-metal ware were 291,332 
doz., valued at $1,097,956, as compared 
with 337,375 doz., valued at $1,210,568 in 
June, and 277,684 doz., valued at $1,058,- 
547, in July, 1928, according to reports 
received from 18 manufacturers, compris- 
ing approximately 80 per cent of the in- 
dustry. 





Court Decides Patents Infringed 
Om Rubber Tire Roller Skate 


In a decision recently handed down by 
the Sixth District Federal Court, it is 
stated that patents on the “Chicago” rub- 
ber tire roller skate have been infringed. 
They are owned by the Chicago Roller 
Skate Co., Chicago, Ill, which declares it 
will prosecute all infringements. This com- 
pany has applied for an injunction to pre- 
vent the sale of infringing skates by Mont- 
gomery Ward & Co. 


Last Week’s Price Average Was 
96.1 Per Cent, Says Fisher 

Prof. Irving Fisher of Yale University 
announced Sept. 22 that the previous week’s 
wholesale commodity prices, based on Dun’s 
quotations, averaged 96.1 per cent. The 
August average was 97.3 per cent. The 
purchasing power of the dollar was 104.1c. 
on a 1926 basis of 100c. The August aver- 
age was 102.8c., says the Journal of Com- 
merce. 

Crump’s index of English prices for 
the week on the revised 1926 level was 91.9. 
The August average was 91.8. 

The Italian index on the revised 1926 
basis for week ended Sept. 14 was 72.3. 
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CHICAGO: 


(Chicago office of HARDWARE AGE) 

CHICAGO, Sept. 24.—Virtually every hardware item in season is 
moving briskly. The wholesalers are extremely busy and the re- 
tailers report a steady volume. All cool-weather goods are moving. 
Stove supplies, ash cans, trash burners, lawn rakes and wash boilers 
are conspicuous on the shipping docks. Hand sleds and snow 
shovels are already active. 

Most prices hold firm, with here and there an upward trend. 
Linseed oil is up ten cents a gallon and turpentine down three cents. 
An advance is looked for on copper rivets and burrs. Mills are 
still behind on orders for steel sheets. 

Local rains have somewhat relieved the dry conditions, which, 
however, continue to prevail over most of the territory. Pastures 
have been benefited by the limited rainfall, but it came too late to 
be of much help to the cultivated crops, especially in the West; in 
the Eastern sections of the corn belt that crop has been somewhat 
improved by the late precipitation. 

The Great Plains and the region immediately around the Great 
Lakes have suffered from the dry weather. Colorado, western 
Nebraska and the Dakotas have had some snowfall. 

Frost has developed in some of the higher altitudes. Illinois and 
Indiana are both dry. Ohio fares much better. Drought has hurt 
Wisconsin conditions. Corn is spotted in Illinois. 

From fifty to seventy per cent of a corn crop is expected in Iowa. 
Corn conditions range from thirty to sixty per cent in Missouri. 
Kansas uplands are rated at twenty-five per cent on corn. The early 
corn in Nebraska is said to be out of frost danger. 





ALARM CLOCKS.—Current business | AUTOMOBILE ACCESSORIES.—Rub- 
shows a substantial increase over the | ber equipment is slowing down to match 
pre-school season. No price changes. | the usual trend of the season. 





JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Big Ben, plain dial, $27.48 per doz.; 
Big Ben, luminous dial, $37.92 per 
doz.; Big Ben, De Luxe Nickel, $31.68 
per doz.; Big Ben, De Luxe Nickel, 
luminous dial, $42.24 per dozen; Big 
Ben De Luxe colored, plain dial, 
$31.68 per doz.; Big Ben, colored, 
luminous dial, $42.24 per doz.; Baby 
Ben, plain dial, $27.48 per doz.; Baby 
Ben, luminous dial, $37.92 per doz.; 
Baby Ben De Luxe, nickel plain dial, 
$31.68 per doz.; Baby Ben De Luxe 
nickel luminous dial, $42.24 per doz.; 
Baby Ben De Luxe colored plain dial, 
$31.68 per doz.; Baby Ben De Luxe 
colored luminous dial, $42.24 per doz.; 
America plain dial, $12.60 per doz.; 
America luminous dial, $18.96 per 
doz.; American Colored Clocks, $12.60 
per doz.; Sleepmeter plain dial, $16.80 
per doz.; Sleepmeter luminous dial, 
$25.20 per doz.; Ben Hur plain dial, 
$21.12 per doz.; Ben Hur luminous 
dial, nickel, $29.52 per doz.; Ben Hur 
plain dial, colored, $21.12 per doz.; 
Ben Hur, luminous dial, colored, 
$29.52 per doz.; Tiny Tim Nickel or 
colored finish, $18.00 per doz. New 
Model Pocket Ben Watches, $12.60 
per doz.; New Model Pocket Ben 
Watches luminous dial, $18.96 per 
doz. Lots of 2 dozen or more, all one 
kind or assorted, are subject to an 
extra discount of 2% per cent. In 
lots of 6 dozen or more, all one kind 
or assorted, are subject to an extra 
discount of 5 per cent. Westclox and 
Watches, plain and luminous dials, 
may be assorted to obtain quantity 
discounts. 





JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Spark Plugs.—Splitdorf for Fords, 
50c. each; regular, 58c. each; Cham- 
pion X, 45c. each; Champion Blue 
Box line, 53c. each; A. C., 53c. each; 
lots of 100, 50c.; A. C. Special, Ford, 
36c. each. 


Spot Lights.—Appleton, No. 3280, 
$6.50 each. 


Chains.—Nonskid dozen pair lots, 
35 per cent discount. 


Jacks.—National Standard No. 21, 
$1.30 each. 

Pumps.—Rose, 1% in., cylinder, 
$1.85 each. 

Tires and Tubes.—Mansfield tires 
30 x 3%, Liberty cord, $4.85; Mans- 
field heavy duty oversize, $6.50; Lib- 
erty, 32 x 4, $9.50; Mansfield heavy 
duty, 32 x 4, $11.50; Mansfield double 
service, 29 x 4.50, $13.25; 32 x 6.50, 
$27.60. Tubes, 30 x 3%, Mansfield, 
$1.30 each; 29 x 4.40, Mansfield, $1.50 
each; 30 x 3%, Liberty, $1.05 each; 
20 x 4.40, Liberty, $1.29 each; 32 x 
6.50, $2.70 each. 

Less 10 per cent on casings and 
12% per cent on tubes. 

Anti-Freeze Solutions. — Prestone, 
$3.80 per gal. in less than full case 
lots; in full case lots, $3.60 per gal. 


BICYCLES.—Holiday requirements are 
beginning to move; the prospects for 
fall trade are excellent. 
and firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 

Double Bar Motor-Bike Model, 
$26.26; ladies’ model, $25.90; girls’ 
and boys’ juvenile model, $22.60. 


Prices are low 





All Seasonal Hardware Moving in Mid-Western 
Territory. Steel Mills Behind on Orders 


BOLTS AND NUTS.—Demand is still 
good. Former prices continue without 
change. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Carriage bolts, cut thread, 60 per 
cent discount; machine bolts, cut 
thread, 60 per cent discount; all 
stove bolts, 75-10 per cent discount; 
lag screws, 60 per cent discount. 
All discounts are quoted from ‘“‘full 
case’”’ lists. 


BOTTLING SUPPLIES.—Caps and 
cappers are slow. Such items as bung 
tubes and filter bags are picking up. 
No price changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Single bottle washer, $4.75 each; 
double bottle washer, $2.75 each; 
adapter for bottle washer, $1.60 each; 
sugar spacer, $4.25 each; improved 
steel bottle capper, $8.00 doz.; crown 
caps, double lacquered in 50 gross 
lots, 15%c. per gross; syphon hose 
sets, $5.00 doz.; 16 oz. clear bottles, 
$5.00 gross. 


BUILDERS’ HARDWARE.—Prices 
continue steady in this line and retail 
hardware interest is growing. The out- 
look is bright. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

3% x 3% steel butts, old copper or 
dull brass finish, $2.16 per doz. pair 
in case lots; less than case lots, $2.34 
per doz. pair. 4 x 4 steel butts, old 
copper or dull brass finish, $3.00 per 
doz, pair in case lots; less than case 
lots, $3.12 per doz. pair. Heavy steel, 
bevel, inside sets, $6.00 per doz. sets 
in case lots. Steel, bit-keyed front 
door sets, $1.55 per set. Wrought 
brass, bit-keyed front door sets, $2.60 
per set. Cylinder, front door sets, 
$6.00 per set. 


COAL HODS.—Early sales are gaining 
momentum with cooler weather. Pres- 
ent prices will doubtless hold through 
the rest of the season. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Galvanized, 16 in., open, $4 doz.; 
17 in., $4.30 doz.; 18 in., $4.70 doz.; 
Japanned, open, 16 in., $2.95 doz.; 
17 in., $3.25 doz.; 18 in., $3.65 doz.; 
Galvanized, funnel, 17 in., $5.35 doz.; 
18 in., $5.80 doz.; Japanned, funnel, 
17 in., $4.10 doz. 


CARPET SWEEPERS.—Current busi- 
ness is good and promises continued 
betterment. Prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Bissel’s Standard, $36.00 doz.; Uni- 
versal Japanned, $42.00 doz.; Univer- 
sal Nickeled, $46.00 doz.; Grand 
Rapids, Japanned and colors, $44.00 
doz. ; — Rapids, Nickeled, $48.00 
doz.; American Queen, $54.00; Parlor 
Queen, $56.00. 


CHAIN.—Trade is brisk and is regis- 
tering an increase over 1928. No price 
changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

%-in. Proof coil chain, $11.00 cwt., 
base; trade-marked coil chainr, 40-10 
per cent list. 


COPPER RIVETS AND BURRS.— 
Volume is heavy. Price advances are 
expected. 
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JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 

Copper rivets and burrs, 30 and 5 
per cent discount. 


ELECTRICAL GOODS AND RADIO 
EQUIPMENT.—Movement is_ active 
and promises to grow in volume. This 
is the peak season on dry cells and the 
demand is strong. No new price fig- 
ures. 


JOBBERS’ QUOTATIONS TO RE-° 
TAILERS, F.O.B. CHICAGO: 


Electrical Merchandise. — No. 14 
rubber covered wire, $6.50 per 1000 
ft.; in less than 1000 ft. lots, $6.75; 
No. 18 lamp cords, $11.25 per 1000 ft.; 
in 1000 ft. lots, $10.50; %-in. brush 
brass key socket, 13c. each; 
25, 12%4c. each; two-way plugs, 45c. 
each; in lots of 10, 40c. each; two 
piece attachment plugs, 5c. each; dry 


cells, boxes of 55, 3214%4c. each; less 
than case lots, 36c. each. 

Electrical Appliances.—Irons, Hot 
Point, $4.20; in lots of six, $3.90; 


Sunbeam, $5; in lots of six, $4.75; 


Percolator, Universal, 9169, $16.65. 
Electric Fans.—6 in. Polar Cub, 
$2.75 each, lots of 12, $2.65; 8 in. 
Polar Cub, $3.20 each, lots of 12, 
$3.05; 10-in. Oscillating Cub, $7.00 
each, lots of 12, $6.65: 8-in. North- 
wind, $4.55 each, lots of 10, $4.39; 


10-in. Oscillating Northwind, $10. 50 
each, lots of 10, $10.13. 

* Radio Supplies.—Radio B batteries, 
D 779 E, .40 each; case lots of 5, 
$1.30; No. 770, $3 each: packages of 

280; No. 771, $2.0 6 each; packages 
of 5, $1. 486, $3.20 each; pack- 
ages of 5, $2. ‘97; No. 485, Layerbilt 
battery, less than standard packages, 
$2.22 each; in original standard pack- 
ages, $2.06 each. 

Radio Tubes.—UX-201A, 75c.; UX- 
199, $1.20; UX-227, $1.50; UG-171A, 
$1.35; UX-250, $6.60 each; UX-245, 
$2.10 each; UX-224, $2.40 each. 


FLINT PAPER.—Volume continues to 
grow. Former prices hold. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

9 x 11 sheets, in bundles, No. 9, 
$4.05 per ream; same No. 1, $4.85 per 
ream; 8% x 10% sheets, in bundles, 
No. 0, $3.65 per ream; same, No. 1, 
$4.40 per ream; x 11 sheets, in 
boxes, No. 0, 100 sheets per box, 84c.; 
9 x 11 sheets, in boxes, No. 1, 75 
sheets per box, T6c.; 8% x 10% 
sheets, No. 0, 100 sheets per box, 76c.; 
8% x 10%! sheets, No. 1, 75 sheets 


per box, 
FISHING TACKLE.—It has been a 
very satisfactory season. Current 


movement is now falling off, but deal- 
ers are placing their orders for next 
season. Prices firm. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CHICAGO: 

Bronson Level Winding Reels, $1.50 
each; Meisselbach vel 
Reels, $3.00 each; 
Dowegiac Reel C4CD, $7.00 each; 
Heddon Gold Rod, $13.25 each; 
South Bend Plunk-Oreno, $8.00 doz.; 
South Bend Crippled Minnow, $6.80 
doz.; South Bend Teaz-Oreno, $5.00 
doz.; South Bend Whirl-Oreno, Dis- 
played on card, $2.00 card; Creek 
Chub Pike Minnow Assortment, $1.00 
asst.; Creek Chub Lucky Mouse As- 
sortment, $4.00 asst.; Creek Chub 
— Minnow Assortment, $2.00 
asst. 


FRUIT PRESSES.—To date volume is 
somewhat under that of last year, but 
jobbers are looking for a strong finish. 
Prices unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
4 qt. tinned cylinder, $3.25 each; 6 


qt., $4.00 each; 12 qt., $6.00 each; 
fruit presses, wood tubs, No. ang ” 
oe 8, 


ee 2 .40; No. 
$15.00; No. 5, $24.50 


FURNACE SCOOPS.—Movement is be- 


2, $9.75; 





ginning to show real activity. Prices 
fairly firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

D-handle, competitive grade, $5.25 
per doz.; good grade, hollow back, 
$8.00 per doz. 


GLASS AND PUTTY.—Some price- 
cutting where competition on glass is 
keen. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Single strength A, all brackets, 85 
per cent discount; single strength B, 
all brackets, 87 per cent discount; 
double strength A, all brackets, 85 
per cent discount; double strength B, 
all brackets, 87 per cent discount; 
putty, pure grade, $3.90 per 100 lbs.; 
commercial, $3.15 per 100 Ibs. 


GRAIN SCOOPS.—Trade continues i 
some volume. No price changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

No. 8, $14 per doz.; No. 10, so 
per doz.; No. 12, $16 per doz.; 
14, $17 per doz. 


GOLF GOODS.—Demand is _ strong. 
The sale of steel shafts for wood clubs 
is well ahead of that on wood shafts; 
there is also a considerable call for 
steel shafts for iron clubs. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Hillerich & Bradley Matched Wood 
Clubs, No. 3A, $30.00 set; Grand Slam 
Irons, chromium heads, $4.00 each; 
Lo-Skore Wood Clubs, rustless shafts, 
$3.65 each; Lo-Skore Irons, hickory 
shafts, $2.35 each; Competition Clubs, 
nickel plated heads, aluminum cap 
grip, $1.35 each; Community Clubs, 
Woods and Irons, 80c. each; Craw- 
ford-McGregor Uni-Sets, McGregor 
Duralite Matched Irons (6 in set), 
$36.00 set; Silver King Golf Balls, 
37.50 doz.; Royal Golf Balls, $6.50 doz. 


HAMMERS AND HATCHETS.—These 
tools are moving normally, with nail 
and shop hammers in better than usual 
volume. Prices have remained steady 
for several months. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Hammers.—First quality, 10 oz. 
nail hammers, $12 doz.; 16 oz. ma- 
chinists’ hammers, first quality, $9.20 
doz.; competitive grade, 16 oz. nail 
hammers, $6 to doz. 

Hatchets.—First quality hatchets, 
No. 2 shingling, $12.50 doz.; first 
quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hatchets, No. 2 
shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz. 


NAILS, WIRE AND STAPLES.—Local 
stock and mill prices on nails are 
quoted generally at $2.95 base. De- 
mand is better. 

JOBBERS’ QUOTATIONS To RE- 
TAILERS, F.0.B. CHICAGO 


L.c.l. quantities, common wire and 
cement coated nails, $2.95 base; steel 
cut nails, $4 base. 

No. 9 black annealed wire, $3.20 
per cwt.; No. galvanized, plain 
wire, $3.75 per cwt.; catch weight 
spool galvanized cattle or hog wire, 
$3.80 per cwt.; polished fence sta- 
ples, $3.55 per cwt. 


PAINTS AND OILS.—Trade is sea- 
sonally slack throughout the whole 
line of paint supplies. A sharp ad- 
vance of 10 cents on linseed oil took 
effect Sept. 11. At the same time tur- 
pentine dropped 3 cents a gallon. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


Linseed Oil, Raw—Barrel lots, $1.22 
per gal.; 5 barrel lots, $1.09 per gal. 


Boiled.—Barrel lots, 


Linseed Oil, 


pace 25 per gal.; 5 barrel lots, $1.12 per 

oo Alcohol. — Barrel lots, 
63c. per gal.; steel drums, extra, $6, 
returnable. 


Turpentine.—Drum lots, 68c. per 
gal., net. 

White Lead.—100 lb. kegs, $13.50 
cwt.; 50 lb. kegs, ih 75 cwt.; 25 Ib. 
kegs, $13.75 cwt.; 12% Ib. kegs, $14 
cwt. 

Shellac (4 Ib. cuts).—White, $2.58 


per gal. in barrel lots; orange, $2.26 
per gal. in barrel lots. 

English Venetian Red.—In barrels, 
5%c. per Ilb.; in 100-lb. lots, 6%c. 
per Ib. 

— Paste.—Barrel lots, 744c. per 
lb. 


PREPARED ROOFING.—Business is 
brisk and is expected to develop a heavy 
fall volume. No price changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Best grade, selected surfaced, pre- 
pared roofing, $2.16 per square; me- 
dium grade, slate surfaced, $1.99 
per square; best grade, tale surfaced, 
$2.10 per square; medium grade talc 
surfaced, $1.43 per square; light 
grade talc surfaced, $1.00 per square; 
red rosin sheathing, $50 per ton. 


PYREX WARE.—Observers see some 
betterment in_ trade. Prices un- 
changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 

Round casseroles, 1 qt., $12 per 
doz.; 1% qt., $14 per doz.; 2 qt. $16 
per doz.; Oval casseroles, same 
prices as round; 8-in. pie plates, $6 


per doz.; 9-in. pie plates, $7.20 per 
doz.; small utility dishes, $8 per 
doz.; large utility dishes, $14 per 


doz. 


ROPE.—Mills report the sisal fiber 
scarcity continues, but no advances 
have resulted as yet. Selling is rather 
quiet, but all prices are firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Best manila, standard brands, base, 


22c. per lb.; No. 2 manila, 20c. per 
lb.; finest sisal, 15c. per lb.; No. 2 
sisal, 144%c. per Ib. 


SASH CORD.—Volume is hignly satis- 
factory so far this month. Prices re- 
main steady. 

JOBBERS’ QUOTATIONS TO RE- 
‘TAILERS, F.O.B. CHICAGO: 


Standard grade, No. 7, $7.94 per 
doz.; No. 8, $9 per doz.; competitive 
grades, No. 7, $7.45 per doz.; No. 8, 
$8.55 per doz. 


SASH WEIGHTS.—Selling continues 
active through the building season. 
Prices continue steady. 

JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.O.B. CHICAGO: 


Ideal (full weight), less than car- 
load lots, 6 per ton. Carload lots, 
$33 per ton. 


SCREWS.—Sales volume is very good. 
No price changes have gone into effect 
for several months. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


Flat bright screws, 45 per cent; 
round head, blued, 40 per cent; flat 
head, brass, 37% per cent; round 
head, brass, 32% per cent. Larger 
orders 10 per cent less. 


STEEL SHEETS, FLAT OR CORRU- 
GATED.—Leading western mills are 
still unable to keep abreast of orders. 
Prices in this district are firm. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
24-gage, galvanized sheets, $4.90 


per 100 lb.; 24-gage black sheets, 
$4.05 per 100 Ib. 
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TWIN CITIES: 


(Minneapolis Office of HARDWARE AGE) 


MINNEAPOLIS, Sept. 24.—Estimated cash income from the grain 
marketed in the Ninth Federal Reserve District in August increased 
to more than $60,000,000, a total nearly three times that of August, 
1928. The early movement of this year’s crop, coupled with the 
higher prices than prevailed a year ago, caused the upturn in cash 
income and business volume says the statement issued last week by 
the Ninth Federal Reserve Bank, in the Twin Cities. 

“Freight car loadings, says the statement, of all commodities ex- 
cept coal, building permits, and postal receipts were larger than a 
year ago for the same month. Building contracts, flour and linseed 
product shipments and department store sales were smaller than a 


year ago. 


were slightly less than a year ago. 


Farm income from dairy products for July this year 


Wheat and other small grains, 


poultry, eggs, potatoes and sheep are higher, while a corresponding 


number of items are lower. 


Summing up the entire situation, it 


would seem that this section of the country is in practically as good 
condition as last year, with perhaps the balance in favor of this 


year. 


Prices for this week are firm, 


quotations of a week ago. 


there being no changes from the 





AXES.—Demand is improving with the 
approach of cooler weather. Some 
dealers are featuring axes for house- 
hold use. Prices fare steady. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0.B. TWIN CITIES: 


Single bit, base weight, unhan- 
dled axes, $15 to $16.50; double bit, 
$20.00 to $21.50; single bit, handled, 
$19.25; double bit, handled, $24.25 
doz., net. 

BOLTS.—Deliveries are steady, with 
prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Carriage and machine bolts, 60 per 
cent; stove bolts, 75 per cent, and 
lag screws, 60 per cent from stand- 
ard lists. 


BALE TIES.—Demand is showing some 
increase, with no changes in prices. 


JOBBERS’ QUOTATIONS TO wan 
TAILERS, F.O.B. TWIN CITIES 


—_— loop, 9% x 14, $1.51; 91% x 15, 
$1.36; 9% x 14, $1.53 per bundle. 
BRADS.—Call for brads is still good, 
with prices unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Wire brads, in 25-lb. box, at 75 per 
cent from lists. 


BUILDING PAPER.—Sales are still 
fairly good, with stocks well filled. 
Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Red rosin sized~ building paper, 
$2.60, and tarred felt, $2.80 cwt., net. 


CHAIN.—Demand is fair, with stocks 
well assorted. Prices show no changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B, TWIN CITIES: 

Log chain, coppered, % x 14, $17.75; 
5/16 x 14, $16.75; % x 14, $15.00; log 
chain, self colored, % x 14, $16.25; 





5/16 x 14, $15.25; % x 14, $13.50; proof 
coil chain, % in., $14.00; % in., $11.25; 
% in., $10.50; 5g in., $10. 25 ewt., net. 


CHURNS.—Call for churns 
good, with prices unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. TWIN CITIES: 

Barrel type churns, 33%-5 per cent 
from lists. 


COAL HODS.—Sales are beginning to 
increase. Prices show no changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
japanned, open, 17-in., 
; .18-in., $3.85; funnel, 17-in., 
$4. 30: 18-in., “ 90; galvanized, open, 
17-in. se, 70; 18- in. . $5.10; funnel, 
17-in., $5.80; 18-in., $6.30 doz., net. 


EAVES TROUGH, CONDUCTOR 
PIPE AND ELBOWS.—Call for this 
line continues good, as fall repairing 
is well under way. Prices are firm as 
quoted. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Eaves trough, 5 in., slip joint, sin- 
gle head, galvanized, in crates, $5.25; 
6-in., $6.40; conductor pipe, 3-in., in 
crates, not nested, $4.90; 4-in., $6.85 
per hundred feet; conductor elbows, 
3-in., $1.73; 4-in., $2.88 doz., net. 


FIELD FENCE.—Sales have improved 
slightly in the past few weeks as fall 
work progresses. Prices show no 
changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Field fence, 9 ga., top and bottom, 
11 ga., intermediate, 26 in. high, 
$36.69 per 100 rods net, with other 
heights in proportion. 


is fairly 


FILES.—Demand continues very good. 
without prices being changed. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Nicholson files, 50 per cent, and job- 
bers’ brands, 60-10 per cent from list. 





Early Crop Movement and Higher Prices 
Bring Upward Trend in Business Volume 


GALVANIZED WARE.—Call for ash 
cans is beginning to be felt. Galvan- 
ized baskets and tubs are selling well 
also. Prices have not changed. 


JOBBERS’ ot pisting TO RE- 
TAILERS, F.0O.B. TWIN CITIES: 


Standard, galvanized pails, 10-qt., 
$2.70; 12- -qt., $2. 85; 14-qt., $4.70; stock 
pails, 16- oe i $4.70; 18-at., $5.50; 
standard tubs, Se 1, 37.35; No. 2, 
$8.00; No. 3, $9.35; heavy, No. 1, 
$13.20; No. 2, $14.40; No. 3, $15.60 
doz., net. 


GLASS AND PUTTY.—Demand is im- 
proving with the approach of cooler 
weather. Prices are firm as quoted. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Single and double strength A grade 
glass Minnesota prices, 83 per cent 
from lists; strictly pure putty, in 50- 
lb, steel drums, $4.85 cwt., net. 


MILK CANS.—Sales are still fair, 
with prices unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Milk cans, railroad, wide neck, 8- 
gal., $3.05; 10-gal., $3.15 each, net. 


NAILS.—Deliveries show a fairly good 


volume, with prices firm. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Standard wire nails and cement 
coated wire nails in 100-lb. kegs, 
$3.20 per keg, base. 


PYREX OVENWARE.—Demand is im- 
proving, and stocks are being filled ac- 
cordingly. Prices have not changed, 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

No. 6238, casseroles, $1.00; No. 643 
pane, $1.17; No. 634 casseroles, 
$1.31; No. 212 bread pans, 60c.; No. 
200 pie plates, 67c.; No. 209 pie eo" 
60c.; No, 231 utility dishes, 67c.; No. 
24 tea pots, $2.00; No. 26 tea pots, 
$2.33; No. 953 percolator tops, 7c. 
each, net. 


REGISTERS.—Sales” are good, with, 
stocks well filled. Prices have not 
changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Cast iron or wrought steel regis- 
ters, 40-10 per cent from lists. 


ROPE.—Demand continues good, with. 
stocks well filled. Prices show no, 
changes. 


JOBBERS’ Te TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Best grade manila rope, 24c., base; 
best grade sisal, 1744c. Ib., base. 


SANDPAPER.—Sales are still fairly - 
heavy, with stocks well filled. Prices. 
have not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Best grade sandpaper, No. 1, 98c. 
or - of 75 sheets; second grade, 
me er box of 75 sheets; gar- 
ae No. 15.68 per ream, net. 


SASH CORD AND WEIGHTS.—De- 
liveries still are fairly good, with stocks 
ample. Prices have not changed. 


JOBBERS’ eet A 72. RE- 
TAILERS, F.O.B. TWIN CIT 

Sash cord, best grade, 65c. iD Sits: 
second grade, 38c. Ib.; third grade, 
27c. Ib. base net, and cast iron sash. 
weights, $1.95 ewt., net. 
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SCREWS.—Demand is steady, with 
stocks well filled. Prices have not 
changed. 
JOBBERS’ QUOTATIONS mi RE- 
TAILERS, F.O.B. TWIN CIT 
Wood screws, flat head bright: 50 
per cent; flat head japanned, 35 per 
cent; round head blued, 40 per cent; 
flat head brass, 37% per cent; round 
head brass, 3244 per cent from lists. 


SNOW SHOVELS.—Dealers have 
their stocks ready, though there will be 
no call for this line for a time. Prices 
have not changed. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Snow shovels, steel blade, straight 
handle, $4.15; D handle, $4.65; gal- 
vanized steel blade, D handle, 15% x 
17-in., $10.00; same, 16 x 21-in., $10.65 
doz., net. 


SKATES.—Stocks are being ordered 
by dealers, and shipments are moving 
forward. Prices show no changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Ice skates, Nestor Johnson North 
Star, aluminum, $6.75; nickel plated, 
$7.75; Union, No. 590 and 590L, $5.25; 
No. 595 and 595L, $5.25; No. 550, $6.00 
pair net. 


SOLDER.—Call for solder is steady 
with fairly good volume. Prices have 
not changed. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Warranted half and half. solder, 
3116c. lb., and strictly half and half 
solder, 32%4c. lb., in 100-lb. boxes, 
net. 


STEEL SHEETS.—Demand continues 
good, with stocks ample. Prices have 


not changed. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Galvanized steel sheets, 24-ga. 
(base), $5.00; black steel sheets, 24- 
ga. (base), $4.15; Armeo galvanized 


ag sheets, 24-ga. (base), $6.45 cwt., 
net. 


STEEL TRAPS.—Dealers are filling 
their stocks for the season. Prices are 
firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Victor steel traps, No. 0, $1.10; No. 

$1.38; No. 1%, $2.44; No. 2, $3.36; 
Oneida jump traps, No. 0, $1.59; No. 
1, $1.83; No. 1%, $2.81 doz., net. 


STOVE BOARDS, PIPE, ELBOWS 
AND DAMPERS.—Demand is improv- 
ing, and stocks are well filled for the 
fall trade. Prices are firm as last 
quoted. 


Crystalized stove boards, 28 x 28, 
$16.00; 30 x 30, $18.60; 36 x 36, $25.95 
doz., net. 

Stove pipe, uniform, blued, 28-ga., 
knocked down, 6-in., $12.00 per 100 
lengths; elbows, 6-in. -, common iron, 
corrugated, $1. 35; adjustable, char- 
coal iron, $2.00; dampers, cast iron, 
wood handle, 6-in., $1.15; wire handle, 
$1.15 doz., net. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Furnace coke tin, ICL, 20 x 28, 
$14.30 box, and roofing tin, 20 x 28, 
8 lb. coating, IC, $14.75 box, net. 


WHEELBARROWS.—Sales are slow- 
ing down for the end of the season. 
Prices show no changes. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Wheelbarrows, barrel type tray, 
best grade, $41.30; second grade, 
$34.70 doz., net; tubular, steel tray, 
$7.20; Gopher garden, $3.75; Amer- 
ican garden, $6.25 each, net. 


WINDOW VENTILATORS.—Demand 
is steadily increasing, as the cooler | 








weather approaches. This item is grow- 
ing in favor with the public. 
are unchanged. 

JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.O.B. TWIN CITIES: 
Window ventilators, Continental, 
No. 837, $2.80; No. 11387, $3.45; No. 


1145, $34. 40; No. 1437, $5. 00; De- Flekt- 


No. 01B, $3.60; No. OL ‘sito, No. 02: 
$4.80; No. 03, $5.60; No. 1B, $4.40; 
No. 1, $5.20; No. 2, $5.60; No. 2 $6.40; 
No. 3L, $7.20; No. 4, $7.60; ‘No. 5, 
$8.40 doz., net. Wurldbest, No. 2, 
$1.75; No. 3, $2.00; No. 4, $2.50; No. 
5A, $3.00; No. 6A, $4.00; No. 6B, 
$4. 50; No. 6C, $5.00 EACH LIST, with 
dealers’ discount of 33% per cent. 


JOBBERS’ QUOTATIONS TO RE- WIRE.—Demand is good, with stocks 
TAILERS, F.O.B. TWIN CITIES: ample. Prices are firm as quoted. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Galvanized barbed cattle wire, $3.11 
per 80-rod spool; galvanized barbed 
hog wire, $3.34 per 80-rod spool; No. 
9 (base) smooth galvanized wire, 
$3.65 cwt., and No. 9 smooth black 
wire, $3.20 cwt. 


i ike . WRENCHES.—Sales continue to show 
TIN.—Deliveries are very good, with | fair volume, with stocks well as- 


prices firm. sorted. Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Agricultural wrenches, 60-10 per 
cent; key model wrenches, 54 per 
cent; engineers’ wrenches, 50-50 per 
cent, and Trimo pipe wrenches, 65 
per cent from list. Bemis & Call 
long sleeve nut, 10 in., $1.70; 12 in., 
$2.60; 15 in., $2.75 each, net. 

Snap-on Wrenches.— Radio and 
electric sets in metal cases, $2.75; 
No. 101, Master Service Sets, $13.75; 
No. 202, Heavy Duty Sets, $3.80; No. 
404 Flexible Socket Set, 8$; No. 608, 
Crankcase Drain Plug Sockets, $3.20; 
No. 90, Square Socket Set, $3.70; No. 
1917, Giant Snap-on with extra heavy 
duty ratchet, $27.35 list, less 3314 
per cent discount. 

Crescent, 6 in., $5.64; 8 in., $6.96; 
and 10 in., $8.64 doz., net. 





FIRE PREVENTION 


EALIZING that a_ serious 
fire which destroyed a neigh- 
boring five-story building 
was still in the minds of many peo- 
ple, Schlafer Hardware Co., 115 
West College Ave., Appleton, Wis., 
arranged this Fire Prevention Dis- 
play several weeks after the fire. 
The display was so timely and so 
near the disaster it worked wonders 
as an attention-getter, comment- 
arouser and sales-producer. One 
feature of this window which 
showed various types of fire-fight- 
ing apparatus was a card reading: 
“Between the time of the discovery 
of the fire and the appearance of 
the fireman is the time when you, 
alone, may do more to save your 
property than the entire fire de- 
partment can do when they arrive. 
—Get an Extinguisher here today.” 


BETTER THAN CURE, 
WINDOW DISPLAY 





Lawrence G. Zwicker, display manager 


SAYS SCHLAFER’S 


of the store, arranged this display. 


Prices 
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BOS I ON: 


(Boston Office of HARDWARE AGE) 


BOSTON, Sept. 24.—In just about a week September business will 
have passed into history so far as 1929 is concerned. With the 
final results of this month we will be able to secure a fairly accurate 
slant on how things will go the remaining months of this rather 
eventful year in American industries and business. So far as New 
England is concerned, September, without a shadow of doubt will 
be one of the most active Septembers ever before experienced by its 
shelf hardware jobbers. Retail buying is simply flowing through 
jobbing channels, in an every increasing volume. It embraces such 
a wide variety of merchandise, space does not permit details. It 
should be said, however, that the buying is of the healthiest charac- 
ter; that the whole shaping up of prospective retail sales and retail 
buying has every indication of continuing for several months, at 


least. 


The character of New England life has changed materially since 
the Plymouth Colony was established. New England, since then 
has ceased to be an agricultural factor. Boston alone in one week 
will receive more farm products than the whole of New England can 
produce in a year. New England has become,, primarily, a manu- 
facturing section of the country. Being a manufacturing section, 
workers in general receive possibly better average wages or as good 
weekly wages as those in any other State. They save money and 
therefore build a potential buying power; they own their own 
houses; they have their own automobiles, radios, telephones, good 
schools, and, in fact, everything that goes to make a healthy business 


world, provided business is good. 


Just now New England business 


in general is good, and indications are it will continue so, conse- 
quently the hardware trade is quite optimistic. 





AUTOMOBILE ACCESSORIES.—Re- 
tail dealers have begun to order in tire 
chains. It is believed by jobbers that 
the retail carryover in 1928 was com- 
paratively small, and a good volume of 
buying is anticipated within the next 
month. Tires and tubes are going 
rather slowly, retailers confining pur- 
chases to small quantities and to actual 
needs. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. BOSTON 

Tires.—Mansfield line, heavy duty, 
reaps ae side, clincher cord, 30 x 3% 
$3 $5 each; 31 x 4 in., $8.45; 32 x 4 

, $9.05; 33 x 4 iss, $9.50; 32 x 4% 
$15. 55; 33 x 5 in., $21.15; 35 x 5 
= $22.70. Discount 10 per cent. 

Tires.—Mansfield line, balloons, 29 
x 4.40-21, $5.65; Py x 4.50-21, $6.30; 
29 x 4.75-20, $7.5 ; 29 x 4.75-21, $7.80; 
29 x 5.00-22, 35:70: 29 x 5.25- 20, $9.55; 
9 x §.25- 21, $9.85. Discount 10 per 
cent. 

Tires.—Mansfield line, balloon, og 
ply, 3 30 x 4.50-21, $11.05 each list; 30 x 

5-20, $14.30; 30 x 5.50-20, S16 15° 
35 x 6.00-23, "$19. Siceouat 7% per 
cent. 

Tubes.—Mansfield line, 12 to the 
carton, 27 x 4.40-19, $15.60 per car- 
ton list; 30 x 4.50-21, $18. Discount 
10 per cent. In less than carton lots, 
10c. per tube should be added to the 
cost. 

Tubes.—Mansfield line, six to the 
carton, 30 x 4.75-21, $9.90 per carton 
list; 31 x 5.00-21, $10. 50: 30 x 5.25- 
20, $11.40; 29 x 5.50, $12.90; 30 x 
5.50-20, $13.50, 30 x 6.00-18, $12.90; 
31 x 6.00-19, $13.20; 32 x 6.00-20, 








$13.80; 33 x 6.50-21, $16.50. Discount 
10 per cent. In less than carton lots 
10c. per tube should be added to the 
cost. 

Tire Chains.—30 x 3%, $4.50 a pair 
list; 31 x 4, $5.50; 32 x 4, $5.50; 33 x 


4 ‘ -25; Vy, 
$6.50; 34 x 4%, $ -75; 33 x 5, $7.50; 
34 x 5, $7.50; 35 x 5, $8. Balloon, 27 
x 4.40, $4.50; 29 x 4.40, $5; 31 x 4.40, 
.50; "28 x 4. 75, $0 .25; = =o. 75, ts ”: 
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28 x 5.25, $6.75; 29 x’ 5.25, $6.75; 30 x 
5.25, $6.75; 31 x 5.25, $7. ‘One to nine 
pair, discount 30 per cent; 10 to 49 
pair in one shipment, 35 per cent 
discount; 50 pair in one shipment, 40 
per cent discount. 


CARPET BEATERS.—Jobbers have ad- 
vanced prices for carpet beaters slight- 
ly, to conform with lists recently issued 
by manufacturers. 


JOBBERS'’ et ae, TO RE- 
TAILERS, F.O.B. BOSTON 


Carpet Beaters.—Wire, No. 13, 
$1. 20 a doz. net; bat wing, $1.80. 


CARPET SWEEPERS.—A better de- 
mand for carpet sweepers is noted, but 
business is by no means brisk. Most 
of the recent orders received by jobbers 
have been of a filling in of stock nature. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. BOSTON 
Sweepers.—Carpet, Grand Rapids, 
ball bearing, japanned, $44 per doz. 
net; nickeled, $48; Standard, ja- 
panned, $36; Universal, japanned, 
$42; nickeled, $46; American Queen, 








New England Shelf Hardware Jobbers’ Sales Con- 
tinue on a Remarkably Large Scale 


$54; Parlor Queen, $56. 

Toy Sweepers.—Per dozen, Little 
Stebpee, $2; Little Gem, $3.75; Little 
Jewel, $10: B Junior, $16. 


CARVERS.—Continued advance buying 
of carving sets for the pre-Thanksgiv- 
ing trade, as well as for current retail 
needs keeps jobbers’ interest in such 
merchandise quite active. 


JOBBERS’ eae, TO RE- 
TAILERS, F.O.B. BOSTON 

Carvers.—Stainless steel, beef, 3 
piece sets, stag handle, $3.50 to $6 
net ag set; with ivory handles, $3.40 
$8 $5; with pyrohorn handles, $5 to 


Fata, —In pairs, stag handle, $2.25 
$2.60 $3.75 per set; with ivory handles, 


Rianne pairs, with stag handles, 
$2.75 to $5.75 per pair; with ivory 
handles, $3.50; with pyrohorn han- 
dles, $3.75 to $4.75. 


CLOTHES BASKETS.—People return- 
ing from the country and seashore evi- 
dently are buying clothes baskets. At 
least orders received daily from retail- 
ers by jobbers suggest this to be the 
case. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON 

Clothes Baskets. —Willow, No. 2, 
$12.50 a doz. net; No. 3, $15; No. 4, 
$17.50 


CLOTHES DRYERS.—A steady, al- 
though not heavy flow of clothes dryers 
out of jobbers’ stocks is noted. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 

Clothes Dryers.—Standard make, 
No. 12, $6.75 each net. 


CLOTHES PINS.—In common with 
clothes baskets, there is a good call 
for clothes pins. Contrasted with a 
year ago prices for pins are a little 
lower. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON 
Clothes Pins.—Poore’s spring, 60c. 
@ gross, net; Klos-klip, $2 a doz. 
packages; Claire, $1.50 a case (48 
doz. to the case). 


COAL HODS.—Each day finds a sizable 
number of coal hods moved out of job- 
bers’ stocks. Jobbers seem to feel that 
sales are running ahead of last year. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 
Coal Hods.—Galvanized, with wood 


handle, ver $4.65, $5 and $5.50 a 
doz. net; Japanned, 16 in., $3.50. 


COFFEE MILLS.—There is a very 
good market in New England for coffee: 
mills, 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON 

Coffee Mills.—Universal, ‘No. 109, 
$12.50 a doz. net; No. 44, $9.50. Ar- 
cade, No. 25, $11 a doz. 


DAMPERS.—In common with stoves 
and stove accessories in general, jobbers 
are securing some good orders for dam- 
pers. Prices have not changed in many 


months. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON 
Dampers. — Standard canine, 5% 
n., $1.49 per doz. net; 6 in. $1.58. 


DUST PANS.—Demand for dust pans 
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is increasing, but sales so far this | stepladder sales continue of an encour- 


month are not quite as heavy as in | aging nature. 


former pears. JOBBERS’ QUOTATIONS TO RE- 
JOBBERS’ QUOTATIONS TO RE- TAILERS, F.0.B. BOSTON 
TAILERS, F.O.B. BOSTON a Se ft., i ” each net; 
Dust Pans.—With steel oie, $2 a 4 ft., $2.1 $2.67; ft., $3.20; 
doz. net. 7 ft., $3. a3: 8 ve 44. 27; 10 on $5. 
Nappanee. sue: 211, iC, $0c. pe 
ELECTRIC SPECIALTIES.—More and net; 4 1.20; 5 ft. $1.50; 6 ft., 


more retail dealers are increasing their $1.80; 7 ‘te, 3 10; 8 ft., $2.40 


sales of electric specialties despite the | THERMOMETERS.—Retailers are be- 
fact that competition from electric ap- | ginning to lay in stocks of thermome- 


pliance retail stores is very keen. ters in anticipation of good public buy- 
JOBBERS’ QUOTATIONS TO RE- ing during the remaining months of this 
lease Sanpete ore ce + year. Retail stocks in general are brok- 
ote, No. 500, in lots of less than 100, en, but not badly so. 
c. each net, in lots of 100 17%4c.; ’ 

angle Tu-way,” No. 610, in lots’ of itn eae eee 
less than 100, 19%4c., in = of 100, : 
1814c.; angle, three way. No. 540, in Thermometers. — Outdoor, plate 
lots of less than 100, 1814c., in lots glass to read less than 50 deg., 8 in., 
of 100, 17%c.; three cube tap, No. $8 per doz. net; 10 in., $10. White 
530, in’ lots of less than 100, 91%c., in enamel on steel, three point test, 
lots of 100, 8%c. Appliance plug with complete with bracket, $7.20. Storm 
switch, No. 550, in lots of less than glass and thermometer, 8 in., $7.20. 
100, 25c., in lots of 100, 22c; No. 535, Tin, 7 in., $1.20; 8 in., $1.35, $2 and 
in lots of less than 100, 12%c., in $13.20; 10° in. $14.40. Wood framed 
lots of 100, 11%4c. Cord set with plug, barometer, $6.65 each net. Taylor 
No. 545, in lots of less than 100, 48c., Stormguide, Jr., 4 in. in diameter, 
in lots of 100, 45c. Switch cord set $7. 
with plug, 6 in., No. 560, in lots of Indoor.—Standard makes, 8 i 
less than 100, 60c., in lots of 100, $7.20 per doz. net; 5 in., $3.90; nash: 
56c. $10.80; dairy, 8 in., $1. 80; candy, 


$14.40; oven, $14.40; fat fry, $1.20 
IRONING BOARDS.—There is a good each. 


call for ironing boards, yet the average | VACUUM CLEANERS—In common 
retail dealer is ordering conservatively. | with house cleaning goods in general, 


JOBBERS’ QUOTATIONS TO RE- retailers are st2ppi i 
eine «Sk wooren etaile e stepping up their sales of 

Ironing Boards. ated, 4% ft., vacuum cleaners, and in turn are plac- 
peided, $24 per doz. net; Town Talk, ing business with jobbers. 


JOBBERS’ QUOTATIONS TO RE- 
RUBBISH BURNERS.—This is the TAILERS, F.0.6. BOSTON 


Vacuum Cleaners.—Universal, No. 





time of the year when retail dealers Seer. Gaaadiaa. ta iets Of leon than 
should greatly increase their sales of three, $32.25 each net, in lots of 3 to 

bbish b Jobb 1 11, $31, in lots of 12, $29.75; without 
pice ‘ csakenoriey= obbers, consequent y; | attachments, in lots of three, $27.50, 
are urging retailers to cover their pros- | in lots of 3 to 11, $26.25, in lots of 


12, $25. Super-Vac, No. 7201, com- 


pective requirements. | plete, in lots of less than three, 
JOBBERS’ QUOTATIONS TO RE- $34.25, in lots of 3 to 11, $33, in lots 
TAILERS, F.O.B. BOSTON | of 12, $31.75; without attachments, in 
my _Burners—Cyclone, No. 2, | lots of less than three, $27.50, in lots 
“gt 5 ow ex9 | of 3 to 11, $26.25, in lots of 12, $25. 

net; in smaller quantities, $2.25 each. } Bee Vac, No. G10, in lots of less than 


oe . 9 
Covers, $2.12 per doz., net. three, $21.50; in lots of three, $20.10; 


STEPLADDERS.—Jobbers’ reports on | attachments for same, $3.50 a set. 


VENTILATORS.—AIl kinds and makes 
of ventilators are selling remarkably 
well, according to both retailers and 
jobbers. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 

Continental ventilators, De-Flekt- 
Air (metal center), No. 63, $2.53; No. 
87, $2.80; No. 88, $4.00 and No. 117, 
$4.00. These prices are NET PER 
DOZEN. 

Continental wood frame _ ventila- 
tors, No. 836, $2.15; No. 923, $2.15; 
No. 937, $2.35; No. 949, $4.00; No. 959, 
$4.65; No. 1537, $3.65, and No. 1549, 
$5.35. inane prices are NET PER 

EN. 


Continental metal frame, cloth 
ventilators, No. 833, $2.65; No. 837, 
$3.00; No. 845, $4.00; No. 1137, $3. 65; 
No. 1145, $4.65; No. 1437, $5.35, and 
No. 1445, $6.00. These prices are 
NET PER DOZEN. 

Wurldsbest window ventilators, No. 
2, $1.75; No. 3, $2.00; No. 4, $2.50; 
No. 5A, $3.00; No. 6A, $4.00; No. 6B, 
$4.50, and No. 6C, $5.00. These prices 
are LIST EACH and subject to a 
dealer’s discount of 33% per cent. 

Diamond E cloth window ventil- 
lators, adjusutable, No. 01B, $3.60; 


$5. $6. 

No. 4, $7.60 and No. 5, $8.4 

These prices are NE 1T PER 
DOZEN 

Diamond E, adjustable cloth louver 
ventilators, metal frame, No. 6, 
$6.80; No. 7, $8.00 and No. 8, $10.00. 
Same with bronze wire louver venti- 
lators, all metal, No. 9, $10.00 and 
No. 10, $12.00. These prices are NET 
PER DOZEN. 

Liberty Louver’ ventilators, all 

metal, No. 33S, $3.20; No. 33L, $4.00 
and No. 37L, $4.80. These prices are 
NET PER DOZEN. 
WASH BOARDS.—Retailers in general 
are buying small lots of wash boards, 
but quite a few dealers each day are 
in the market for supplies. Prices for 
some styles are quite a little cheaper 
than they were a year ago. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 

Wash Boards.—Colonial Kid, $2.50 


a doz. net; Colonial Kid Jr., $3.50; 
Highland, $4.25; Puritan, $5.10; Tory, 





$3.20; Bunker Hill, $6; Plymouth, 
$6.35. 





\ | \ XI Wa ; Staple Lines Offset Decline in Seasonal 
- ING NIN A a Hardware. ‘Collections Only Fair 


(Cincinnati office of HARDWARE AGE) 

CINCINNATI, Sept. 24.—A well-sustained demand for staple mer- 
chandise is tending to more than offset the decline in demand for 
seasonal articles and accordingly, sales volume of local hardware 
jobbers for the first half of September is a trifle ahead of 
the same period last month. Of course, there is no demand for 
warm weather merchandise, but the interest in fall goods is not as 
brisk as might be desired. The continued interest in denatured alco- 
hol and other anti-freeze mixtures, however, is unusual, and local 
jobbers report that orders are more than double the volume last 
year. 

Frequent complaint of the decline in business is being heard from 
retailers, although it is still felt that the hardware dealer has not 
been effected as much as retailers in other lines. 

Although collections are being made at fair rate, the situation, 
both from the standpoint of jobbers and retailers, is not as good as 
might be desired. Continued tightness of money has caused a lag- 
ging in settling of bills. 

The continued strength of the general market is reflected in firm- 
ness of prices. No changes have been made this month and it is not 
likely that any reductions will be made. 











AUTOMOBILE ACCESSORIES. 
of tires and tubes have been very good 
although seasonal items indicate a 
lessening of interest. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. CINCINNATI: 
Balloon Cord Casings 
High Medium Low 


Grade Grade Grade 
29x4.40 ...2606-$11.55 on $5.95 
A are 12.45 .25 6.60 
po 3 eee 13.65 oes nae 
BELO ss eeeess 14.15 10.25 8.40 
po S|) 16.55 12.30 10.10 
SENG 00 SS ccccckc 19.45 14.35 11.85 
po eer 19.95 14.75 12.20 

High Pressure Cords 
BORG oO gieecdlade aoa $4.50 
> 2 re $10.00 vf 50 5.25 
SEG kbcsedaes oes 10.90 8.90 
Sr ere 14.20 11.50 9.50 
3832x446... 20.00 15.60 12.85 
Balloon Inner Tubes 
yo | ee 3 a $1.29 
SOEETO .cccccce 1.60 1.40 
PRRIOO 6 6546405 1.75 1.52 
ee 1.80 1.56 
SEMIS C60 cuec 2.05 1.84 
BORGO svcaccus 2.40 2.16 
SSEC.08 6 cscace 2.50 2.30 
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High Pressure Tubes 


BOKS =n vo veces wwii $0.90 

BOXSY ww eee $1.40 1.19 

S1X4 ww ewe cee 1.60 1.41 

> ¢ ee 1.70 1.49 eoee 
SOKA osescinises 1.80 1.56 oe 


These prices subject to discount of 
7% per cent on tires and 10 per cent 
on tubes, 

Luggage Carriers.—Gate-type, lug- 
gage carrier, light weight, 63c. each; 
58c. in lots of 10; gate-type luggage 
carrier, heavy weight, 80c. each; 75c. 
in lots of 10; disappearing type lug- 
gage carrier, 65c. each; 60c. in lots 
of 10. 

Polish.—HLF auto polish, % pint, 
50c.; 1 pt., $1; 1 qt., $1.50. 40 per 
cent off; Duco auto polish, 6 0z., 50c.; 

1 pt., $1; 1 qt., $1.50, 33% per cent 
off. 
BOLTS 


tinues at a fair volume. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 

Cut thread carriage and machine 
blots, 60 per cent off list; rolled 
thread carriage and machine bolts, 
60 and 10 per cent off list; stoves 
belts, 20 per cent off list; square, 
hexagon and tap nuts, 60 per cent 
off list. 


BOYS’ WAGONS.—This item 
overly brisk. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 

Bunny wagon, 85c. each; grey- 
hound No. 483, ¢3.10 each; greyhound 
No. 493, $2.85 each; greyhound No. 
497, $3.75 each; greyhound No. 697, 
$4.45 each; greyhound No. 293, $3.25 
each; scooter No. 108, $1.15 each; 
scooter No. 109B, $2.60 each. 


CROQUET SETS.—Sales volume has 
declined sharply. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. CINCINNATI: 

No. 05, four-ball set, $1.25; No. 10, 
six-ball sets, $1.65; No. A, eight-ball 
set, $1.95; No. 3, eight-ball set, $3.80; 
No. 1, eight-ball set, $2.80. 


DENATURED ALCOHOL AND ANTI- 
FREEZE MIXTURES.—Denatured al- 
cohol is maintaining a brisk demand 
while Ivo and Eveready Prestone are 
showing steady increase in sales. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CINCINNATI: 

Denatured alcohol in from 1 to 4 
drum lots, 61c. a gallon; in from 5 to 
9 drum lots, 59c. a gallon; in 10 drum 
lots or over, 57c. a gallon; in gallon 
lots, 72c. a gallon; in cases of 10 gal- 
lon lots, 7lc. a gallon. 

Note.—The above prices are for 
August, September and October de- 
liveries. For November delivery 
there is an added charge of lc. a gal- 
lon, and for December deliveries 2c. a 
gallon. There is a charge of $6 a 
drum, but this amount is refunded 
when the drum is returned. 

Eveready Prestone.—1% gal. cans,4 
to case, broken cases, $3.80 a gal.; 
full cases, $3.60 a gal.; 1 gal. cans, 
to case, broken cases, $3.80 a gal.; 
full cases, $3.60 a gal.; % gal. cans, 
12 to case, broken cases, $4.00 a gal.; 
full cases, $3.80 a gal. 

Ivo.—In one gallon cans $1.85 a 
gal.; in 2 gallon cans, 3% gallon 
cans, 30 gallon and 50 gallon drums 
$1.80 a gal. 


BUILDERS’ HARDWARE.—A slight 
increase in building operations has in- 
creased sales in these items. 


is not 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 
Sash Weights.—Sash Weights, $1.75 
per doz. 


AND NUTS.—Business con- 





Inside Sets.—Square bevel. inside 
sets in case lots, $4.50 per doz. 

Butts.—3% in. old copper and dull 
brass butts, 14c. per pair in case 
lots; sand blast, brass finished butts, 
18c. per pair in case lots. 


FIRE SHOVELS.—There is no change 
in this item. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 
No. 80, 50¢c.; No. 54, 70c.; No. 56, 
80c.; No. 56 Galvanized, 85c.; Never- 
break, 16 inch, $4.55. 


FLASHLIGHT BATTERIES.—Contin- 
ued interest is being reflected in steady 
sales volume. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 

2 cell baby flashlight battery, 13c. 
each; 2 cell tubular battery, 13c. 
each; 3 cell tubular battery, 19%c. 
each; small or large monocells, 6c. 
each. 


ICE SKATES.—Dealers are beginning 
to stock this item. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CINCINNATI: 

Common, 86c. a pair; Nickle Plated, 
$1.22 a pair; Hardened runner, $2.20 
a pair; Ladies, $1.20 a pair; Hockey 
$1.15 a pair. 


LANTERNS.—Sales volume has de- 
clined noticeably. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 

Hot Blast Lanterns.—Little Star 
lanterns, $7.75 per doz.; Victor lan- 
terns, $8 per doz.; Monarch lanterns, 
$8 per doz.; O. K. lanterns, $9.25 per 
doz.; No. 2 Royal lanterns, $9.75 per 
doz. 

Cold Blast Lanterns.—Junior, $8.50 
per doz.; Junior brass, $15.75 per doz.; 
Junior brass nickel-plated, $20 per 
doz.; Little Wizard, $8.50 per doz.; 
Little Giant, $11 per doz; No. 2 
Blizzard, $123 per doz.; No. 2 D-Lite, 
$13 per doz. 

Wagon Lanterns.—Junior Wagon 
with bull’s eye lens, $17.25 per doz. 

Mill Lanterns.—Watchman’s mill 
lanterns, $25 per doz.; Underwriter’s 
mill lanterns, $27 per doz.; No. 2 
Blizzard mill lanterns, $39 per doz. 

Wall Lanterns.—No. 15, $35 per 
doz.; No. 25, $37 per doz.; No. 30, $37 
per doz.; No. 60, $9 each. 

Platform Lanterns.—Imperial, $15 
each; No. 1 Climax, $5.50 each; No. 
2, $6 each; Nos. 1 and 2 Climax 
Nested, $11.50 each. / 

Display Stand and Assortment 
Lanterns.—No. 26 display stand, $4 
each; No. 26 display stand and as- 
sortment (12 lanterns), $14 each. 

Note.—A special allowance of 25c. 
per doz. is made on shipments of 3 
doz. or more. 


MOPS.—Business continues at a quiet 
rate. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 
Betty Bright self-wringing mop No. 
10, $8 per doz.; Betty Bright self- 
| gated mop head No. 20, $4 per 
OZ. 


NAILS.—A slight increase in sales 


ae 


Ss 


noted. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 
Common wire nails, $2.85 per keg. 


PYREX WARE.—Demand continues to 


be good. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 

Round Casseroles.— No. 621, 60c. 
each; No. 622, $1 each; No. 623, $1.17 
each; No. 624, $1.33 each. 

Square Casseroles.—No. 653, $1.17 
each. 

Oval Casseroles.—No. 632, $1 each; 
a 633, $1.17 each; No. 634, $1.33 
each. 








Round Pie Plates.— No. 206, 17c. 
each; No. 208, 50c. each; No. 209, 
60c. each; No. 210, 67c. each; No. 211, 
73c. each. —~ 

Round Pudding Dishes.—No. 021, 
40c. each; No. 022, 57c. each; No. 023, 
67c. each; No. 024, 80c. each. 

Square Pudding Dishes.—No. 053, 
67c. each. 

Oblong Bread or Loaf Pans.—No. 
218, 17c. each; No. 212, 60c. each; No. 
214, $1 each. 


PAINT SUPPLIES.—Business is at a 
fair rate. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 


Ready mixed house paints, $2.75 
per gal.; linseed oil, single barrels, 
79c. per gal.; turpentine, in 2 barrel 
lots, 63c. per gal.; white and red lead 
in 500 Ib. kegs, 13%c. per Ib.; less 10 
per cent. 


RADIO BATTERIES.—Interest in B 
batteries, particularly in rural districts 
is sustained at fair level. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 
Net price Net _ 


each, eac 
less unit in unit 
Stock No. pkg. pkg. 


Super B bat., No. 2138 $3.20 $2.97 
Super B bat., No. 22308 2.22 2.06 

batteries, No. 10308.. 2.81 2.63 
batteries, No. 2308... 1.88 1.75 
batteries, No. 5308... 1.88 1.75 
batteries, No. 2158... 1.31 1.22 
batteries, No. 2156... 1.31 1.22 
batteries, No. 2370... .38 35 
batteries, No. 6 P 
Note.—Nos. 21308, 5308, 2158 and 
2156 are in unit packages of 5; Nos. 
22308, 10308 and 2308 are in unit 
packages of 6; No. 23870 is in unit 
packages of 10; No. 6 is in unit pack- 
ages of 50. 


RADIO TUBES.—Sales volume has in- 
creased and indications are that as 
cooler weather approaches a brisker 
demand will be felt. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 

MX199 general purpose tubes, $2 
each; MV199 several purposes tubes, 
$2 each; MxX201A general purpose 
tubes, $1.25 each; MX201B general 
purpose tubes, $2.50 each; MX200A 
detector tubes, $3.50 each; MX240 
high Mu tubes, $2 each; MX1112A 
power amplifiers, $2.25 each; MX1714, 
power amplifiers, $2.25 each; MX280 
full wave rectifiers, $3 each; MX281 
half wave rectifiers, $7.25 each; 
MX226 amplifiers, $1.75 each; MY227 
detectors, $2.50 each. 

These prices-are subject to 50 per 
cent discount on Marathon tubes and 
40 per cent discount on Arcturus and 
Eveready Raytheon tubes. 


ROLLER SKATES.—While still stock- 
ing this item, dealers indicate sharp 
decline in sales. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 

Nos. 4 and 5, $1.35 per pair; No. 6, 
$1.43 per pair; No. 181, $2.65 per pair; 
No. 183, $2.75 per pair; No. 185, $2.75 
per pair; No. 101, $1.32 per pair; Nos. 
103 and 105, $1.37 per pair. 


ROOFING MATERIAL.—This item 
still in good demand. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 

Roofing Paper.—Light, standard, 
85c.; medium standard, $1; heavy 
standard, $1.20; Light Holdfast, $1; 
Medium Holdfast, $1.35; Heavy Hold- 
fast, $1.60; red and green slate 
surface, $1.80. 

Roofing Coating.—Coal tar, refined, 
lb., 12%4c.; in 5 Ib. cans, 9%c. per Ib.; 
barrel lots, 28c. per gal.; coal tar, 
crude, in barrel lots, 24c. per gal.; in 
half barrel lots, 26c. per gal. 

Roofing Cement.—Liberty, elastic, 1 
Ib., 12%c.; in 5 Ib. cans, 946c. per Ib.; 
in 10 Ib. cans, 9c. per Ib.; in 25 Ib. 
cans, 8c. per lb. Certain-teed ce- 
ment, 36 Ib. to the case, $4.25 per 
case; in 5 lb. cans, 12 cans to the 
box, 8%c. per lb.; in 10 lb. cans, 6 
cans to the box, 74c. per Ib. 
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SSCREWS.—Demand continues 


moderate rate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 

Flat head bright screws, 50, 10 and 
10 off list; flat head blued screws, 50, 
10 and 5 off list; round head blued 
screws, 50 and 10 off list; round 
head brass screws, 40 and 5 off list; 
bright wire goods, 85, 20 and 5 off 
list. 


‘SLEDS.—Indications are that demand 
will become brisker as cool weather 


-arrives. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 


at a | 


| 





Fleetwing.—32 inch, $11. 20 a doz.; 
36 inch, $14.00 a doz.; 9.5 
a doz.; 45 inch, $21. 20'a doz.; 51 inch, 
= 20 a doz.; all prices quoted are 
ne 

Flexible Flyers.—33 
list. 


% per cent off 


STOVE PIPE.— Dealers are taking 
shipment at steady rate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 

Security Pipe.—28 gauge Blue, 6 
inch, $14.20 for 100 joints; 28 gauge 
polished 6 inch, $20.00 for 100 joints. 

Security Elbows. —28 gauge blue, 6 
inch, $1.50 a doz.; 28 gauge polished 
6 inch, $2.30 a doz. 


| WEATHER STRIP.—Demand is show- 
| ing increase. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 


| Wood and Rubber.—No. 0, $16.40 
for 1000 feet; No. 1, $16.40 for 1000 

| ft.; No. 1%, $18.30 for 1000 ft.; No. 

| 2, $21.00 for 1000 ft.; No. 7, $38. 75 

| for 1000 feet 

| Wood and Felt.—No. 71, $17.25 for 

} 1000 feet; No. 71% 24.25 for 1000 

feet; No.' 75, $39.50 for 1000 ft. 

| Nu Strip.—In 500 foot reels, $15.75 


for 1000 feet. 

Dust Seal.—In 500 foot reels, $26.75 
for 1000 feet. 

Heat Seal.—In 500 foot reels, $31.00 
for 1000 feet. 





PITTSBURGH: 


(Pittsburgh office of HARDWARE AGE) 


PITTSBURGH, Sept. 24.—The hardware market has a distinctly 
better tone, although the peak of fall activity has hardly been 
reached. Arms and ammunition are very active with the hunting 
season—only a few peaks off—and this season’s business is expected 
to be very good. Prices, however, are. still rather unsatisfactory, 


although improved somewhat since mid-summer. 


Recent cold 


weather has stimulated sales of stoves, stove pipe, heaters and ven- 
tilators and shipments of all these products out of jobbers’ stocks 
are heavy. With the end of daylight-saving time less than a week 


away, lanterns are also more active. 
burgh is still adversely affected the sale of builders’ hardware. 


The builders’ strike in Pitts- 
De- 


natured alcohol is moving well from jobbers’ stocks at prices an- 


nounced earlier in the summer. 


Prices are generally satisfactory on most products, although occa- 


sional weakness is reported in wire nails and wire. 


Jobbers have 


received notice of slight advances in radio tubes and coil chain. 
Raw linseed oil and turpentine have also been advanced sharply in 
the last two weeks. Paints are less active as most dealers stocked up 
well before the recent price advances. 


Steel demand which has been slipping 
off rather abruptly since the first of 
the month is not yet showing improve- 
ment and mill operations are being 
gradually reduced. Although a few of 
the larger companies in the district 
are still operating their open-hearth 
furnaces at 90 per cent of capacity or 
better, the demands of finishing mills 
are not that high and further curtail- 
‘ment will be necessary as backlogs are 
worked out. Sheets mills now have 
the heaviest backlogs, with some units 
still booked for three or four weeks, but 
specifications from the automobile in- 
dustry have failed to show any marked 
increase and are now expected to de- 
cline further as the makers of cars in 
the low-priced field curtail production. 
This is normally a dull season for tin 
plate and this year is no exception in 
spite of the fact that the leading in- 
terest is operating its mills at close to 
90 per cent of capacity. Third quarter 
prices have been reaffirmed on most 
products for the fourth quarter, but 
contracting is not active as yet. Talk 


of advances in nail prices within the 
is heard, but 


next month mills are 





taking fourth quarter contracts at $2.55 
to $2.65 per keg. 


ARMS AND AMMUNITION.—Sales by 
retailers are fairly good and there is 
a steady movement of guns and loaded 
shells out of jobbers’ stocks. Prices 
are still rather unsettled, but have 


possibly achieved more stability than | 


they had earlier in the season. 


AUTOMOBILE TIRES AND TUBES.— 
Business is still very dull and jobbers’ 
prices have remained unchanged in 
spite of recent reductions by mail order 
houses. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Mansfield tires, 4 ply balloon type, 
29 x 4. 40, $7.40; tubes, $1.50; 30 x 4.50, 
$8.2 tubes, $1. 60; 39 x 4.75, 
Tolan $1.70; 29 x 5.00, $9.90; 
$1.75; 30 x 5.00, $10.20; 
x 5.00, $10.65; tubes, 
5.00, $11.75; tubes, $1.90; 
$11.10; tubes, Bem 30 x 5.25, 
tubes, $2.00; 31 x 5.25, $12.50; tubes, 
$2.05; 29 x 5.50, $12.65; i 

Same, 6 ply, 31 =x 5. 25, $14.70; tubes, 
$2.05; 30 x 5.50, $16.05; tubes, $2.35; 
$16.65: a $2.25; 31 x 
; tubes, $2.30; 32 x 6.00 
$16.95: tubes, $2.40; 33 . "6.00, $17.55; 
tubes, 55. 

Tire air racks, $10.00 each. 

Prices in all instances are each. 


(Reading matter continued on page 72) 


Cool Weather Contributes to Improve- 
» ment in Hardware Market. Prices Steady. 


| BOLTS, NUTS AND RIVETS.—This 
line continues to be one of the steadiest 
in the trade, with volume weil main- 
| tained and prices satisfactory. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. PITTSBURGH: 


Bolts.—All styles except stove and 
tire bolts per 100 pieces, 60 per cent 
| off list; stove bolts, 75 and 10 per 
| cent off list; tire bolts, 60 and 10 per 
| cent off list. 
| Nuts.—All styles, 50 per cent off 
| list. 
Rivets.—Larger, $3.50 base per 100 
pieces; small wagon ard tinners’ riv- 


ets, 60 per cent off list. 


BUILDERS’ HARDWARE.—Retailers’ 
sales continue to feel the effects of a 
builders’ strike in Pittsburgh, and 
movement out of jobbers’ stocks is very 
light. 

JOBBERS’ QUOTATIONS TO RE- 


extra heavy T, 6 in., $2.30 per doz.; 


8 in., $3.40; 10 in., $5.40; light strap, 


TAILERS, F.O.B. PITTSBURGH: 

Butts.—Ball tip, plated, dull brass 
| and antique copper, less than case 
} lots in 3 x 8 in., $18.50 per 100 pairs; 
| 3% x 3% in., $19; 4 x 4 in., $30. 
| Hinges.—Heavy strap, 6 in., $1.85 
| per doz.; 8 in., $2.85; 10 in., $4.80; 
| 
| 
| with screws packed one pair in a 
box, 3 in., $9.60 per 100 pair; 4 in., 
$11.60; light, 2, 3 in., $11 per pair; 
4 in., $12.60. 

Hasps.—Hinges without screws, 
single dozen lots, 3 in., 65c. per doz.; 
4 in., 79c.; 6 in., $1.05; safety, 3 in., 
97c. Per doz.; 4% in., $1.14; 6 in., 
$1.6 

a Sets.—Swinging hinges, 10 
in., $3 per set. 

Lock Sets.—Heavy beveled, brass 


front door, $2.50 
, 
$5.25 per doz.; 


inside, $17 per doz.; 
per set; steel inside, 
front door, $1.65. 


COIL CHAIN.—Coil chain prices have 
been advanced slightly and present 
schedules are being well maintained 
by makers. 


JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.O.B. PITTSBURGH: 
% in., $11.20 per 100 ft.; 5/16 in., 
$10.40 per 100 ft.; % in., $9.00 per 


100 ft.; 


HEALTH MOTORS.—Local jobbers are 
doing considerable business in the Sav- 
adge line of health motors, as a number 
of retailers are pushing this product. 
Retailers’ prices are as follows: Model 
A, $99.50; Model B, $79.50; Model ©, 
$54.50; discount to dealers from jobbers 
| is 25 per cent. 


% in., $8. 40 per 100 ft. 
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PRIZE WINNERS! 


On July 18th we announced a “Write your 
own Answer Contest” for the purpose of giv- 
ing the readers of Hardware Age a chance 
to show their knowledge of the merits of 
Remington Kleanblade Household Knives 
and to win a prize at the same time—said 
prize being a set of Kleanblade Slicers. We 
announced September Ist as the closing date 
for this contest. 


The ten best answers have now been selected 
and the merits of these were determined from 
a knowledge of the goods, plus selling abil- 
ity. After reading these answers, we feel 
sure that the little lady will be convinced that 
she is in the right shop and will call again. 














THAT REMINGTON KNIFE 
SEEMS To BE ABOUT THE 
BEST ONE I EVER SAW BUT 
I'VE HEARD MY SISTER RAVE 
SO MUCH ABOUT A KNIFE 
CALLED KLEANBLADE THAT 
I HAVE 
DECIDED 
TO GET 
NOTHING 














THE TEN BEST ANSWERS 


“Why! my dear young lady, this knife I have in 
my hand is the very knife you are looking for. 
I guess you do not know that ‘Kleanblade’ is the 
name for Remington’s Stainless Steel Household 
knives, with Bakelite and Walnut handles. Guar- 
anteed to stand any kind of weather, fruit or 
vegetable, ete., and still have its same fine lustre, 
even before wiping. It is the very finest knife 
made and is positively worth the money asked 
for it.” 

Edwin Bittcliffe, Jr., 201 Carter Avenue 

Pawtucket, R. I. 

“P.S. I purchased a Remington Hunting Knife 
two years ago and it is still in good service and 
has not rusted once. 


“Madam, your judgment and your sister’s rec- 
ommendation are as true as this steel. ‘Klean- 
blade’ is the trade name for Remington’s stain!ess 
steel cutlery, which, we also consider the best on 
the market. All Remington products users are 
Remington boosters.” 

T. M. Daniel, Care of The Nokomis Hardware, 

Nokomis, Florida 


“Fine! I’m glad to hear you say that. Probably 
you haven’t seen one of Remington’s recent ads 
but they are the originators and makers of ‘Klean- 
blade’ cutlery so this is the knife you are looking 
for. ‘It’s a Remington ‘Kleanblade’. You and 
your sister were both right and I’m sure you will 
find in this knife everything you could wish of 
a kitchen knife. Made of the finest steel and 
a blade that always stays clean and free from 
stains and rust.” 

Luther Harbin, Care of Gadsden Hardware Co., 

Gadsden, Alabama 


“I congratulate both you and your sister upon 

your good judgment. In selecting the ‘Klean- 

blade’, your sister has gotten the best and if you 

will take this ‘Remington’, you also will have the 

best, for a ‘Kleanblade’ knife is a Remington 

knife. See! Both names are on the blade.” 
Miss Laura Anne Holding, 6014 Bryant St. 

Pittsburgh, Pa. 


“I am glad you have reached that decision, for 
it insures my sale of this knife to you. [f you 
will examine this blade closely, you will see that 
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it is marked Remington Kleanblade. The trade 
mark ‘Kleanblade’ is registered by the Remington 
Arms Company, and cannot therefore appear on 
any other knife but a genuine Remington. There- 
fore, the Kleanblade you are anxious to buy, and 
the Remington I am going to sell you, are one 
and the same knife! 

“A complete set of these? With pleasure! And 
while I am so fortunate as to have you here, per- 
mit me to show you what beautiful, high quality 
shears Remington also makes. You will surely 
need at least a pair of these to complete your 
sewing equipment. Thank you. 

“Now is there anything else that I can show you 
today? Well, I thank you for coming in, and if 
you happen to discuss cutlery with any of your 
friends, I will consider it a personal favor if you 
will pass along the information that Remington 
is the only manufacturer of Kleanblade Knives. 
Thank you.” 

Clifford F. Write, P. O. Box 3320, Honolulu, T. H. 
“P.S. If I am fortunate enough to be in the 
winning class, I hope your offer covers knives 
with the new Bakelite handles.” 


“Lady, may I inform you that Remington makes 
the ‘Kleanblade’ Knife,—a knife that won’t rust, 
stain nor corrode, and will hold its sharp edge 
and help you hold your husband! I can sell you 
exactly what you want. You have decided wisely.” 
J. K. Poage, Care of Robert Poage & Son, 

Bay City, Texas 


“My dear lady! Your sister knows what she’s 
talking about and you’ve got the right idea. 
‘Kleanblade’ is the best on the market. But here’s 
the little secret you don’t know about. ‘Klean- 


blade’ is just the new name for this Remington 
Stainless Steel Household Knife I. am showing 
you.” 


Mrs. H. J. Schwandt, Mobridge, South Dakota 


“Yes, Mrs. Lovelace, the ‘Kleanblade’ is the best 
knife made and that is exactly what I am showing 
you, ‘The Remington Kleanblade’ that is nation- 
ally advertised and endorsed by the Goodhouse- 
keeping Institute.” 

Leon Rodgers, Care of J. W. Lamkin Hardware Co. 


Trinity, Texas 


“ “Kleanblade’! Well, Madame, this’ Remington 
knife is nothing else but. It is a trade name used 
by the manufacturers on the very best and most 
perfect kitchen knife they can make. Let me sug- 
gest you equip your kitchen with a complete set 
of Remington ‘Kleanblade’ knives.” 

E. S. Wendt, 8919 Clarendon Avenue, 

Detroit, Michigan 


“Your sister has certainly given you some good 
advice, when she told you to get a ‘Kleanblade’ 
Knife. That is the name for Remington’s Stainless 
Steel Knives with Walnut and Bakelite handles. Ex- 
perience has taught your sister that ‘Kleanblade’ 
always stays clean and bright, no matter to what 
use it is put, without having to scrub it every 
time it is used. 

“The one with the Bakelite handle? Yes, ma’am. 
Do you think one is all you can use today? We 
have Pocket Knives made from this same wonder- 
ful steel which make very attractive birthday and 
anniversary gifts for brother or husband, and 
scissors that will be a delight to mother or sister. 
“Yes indeed! Thank you! Call again, please!” 
J. F. Hattan, 846-29th Street, Newport News, Va. 


Replies were received from many parts of the country and we thank all 
those who participated. The prizes have been sent to the winners and 
we compliment them on their ability to put in the mouth of the dealer 
a good reply which will make and hold a customer. 


Every dealer who sells Remington Cutlery cashes in on the demand created 
by Remington’s National Advertising Campaign. All over the country con- 


sumers are buying Remington Products. 


by name and brand. 


Dealers who handle Remington Kleanblade House- 
hold Knives—Paring Knives—Butcher Knives and 
Slicers have the easiest selling line on the market. 


They are calling for the goods © 


President 


REMINGTON ARMS COMPANY, Inc. 


Originators of Kleanbore Ammunition 2 


25 Broadway, New York City 


Manufacturers of Arms, Ammunition, Cutlery and Cash Registers ‘' 


Telephone, Bowling Green 3392 
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LANTERNS.—Demand for lanterns | 
has improved with daylight saving | 
time about at an end, and a larger | 


movement is expected in the next few | 
weeks. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. PITTSBURGH: 


Gasoline Lanterns.—No. 220, $5.95 
each; No. 228, $6.30 each; No. 327, 
$4.70 each. 

Kerosene Lanterns.— Monarch 
Clear, $8 per doz.; Monarch Ruby, 
$10 per doz.; Junior Tin, $8.50 per 
doz.; Junior Brass, $15.75 per doz.; 
Little Wizard, $8.50 per doz.; D-Lite, 
$13 per doz.; Junior Wagon, / $17.25 
per doz. 


MISCELLANEOUS TOOLS.—Products 
listed under this classification are mov- 
ing steadily at unchanged prices. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Circular Saws.—6 in., $2.25 each; 

8 in., $3.00; 10 in., $4.00. 

Cross Cut Saws.--Simonds Crescent 
Ground, Nos. 13, 22, 113, 133, 324 and 
325, 5 ft., $5.40; 5% ft., $6 6 ft., $7. 

Electric Drills—No. 141, $24 each; 
No. 142, $32; No. 122, $48; No. 562, 
$35.20; No. 382, $41. 60. 

Files. —Disston, 50 and 10 per cent 
off list. Nicholson and Black Dia- 
mond, 50 per cent off list. Simonds, 
50 per cent off list. 

Garage Vises.—No. 43, $2 each; No. 
43%, $3: No. 44, $5. 


PAINTING SUPPLIES. — Buying of 
paints has subsided slightly as most 
dealers stocked up well before the re- 
cent advance in prices. Turpentine has 
again been advanced and is now quoted 
at 72c. per gallon in barrel lots. Lin- | 
seed oil has also gone up and is now | 
offered at 16-2/3c. per gallon in barrel | 
lots. This is an advance of 2-2/38c. per | 
lb. in the last two weeks. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Ready mixed paints, best grades, | 
$2.60 per gallon; lower grades, $2 | 
(white and dark greens, 15c. per gal. 





higher); white lead, 13%c. per lb. in 
100-lb. lots; 10 per cent less in lots 
of 500 lb. or more, and extra 4 per 
cent less on lots of a ton or more; 
turpentine, 72c. per gal., in barrel 
lots; raw linseed oil, 16%,c. per Ib., in 
barre! lots. 


RADIO TUBES. — Leading makers 
of radio tubes have advanced prices 
slightly in the last few days. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

No. X199, $2.50 each; No. V199, 
$2.75 each; ‘No. X120, $3. 00 each; No. 
X200A, $4.00 each. 


SASH WEIGHTS.— Prices are un- 
changed at $42.00 a ton f.o.b. Pitts- 
burgh, and demand is quiet. 


STOVE PIPE.—This business is con- 
siderably improved, and demand is ex- 
pected to keep up for several weeks. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. PITTSBURGH: 


Lustro stove pipe, 3-in., $6.75 per 
doz.; 4-in., $7.50 per doz.; 5-in., $9.00 
per doz., 6-in., $10.50 per doz. 

Lustro stove pipe elbows, 3-in., 
$4.50 per doz.; 4-in., $5.25 per doz.; 
5-in., $6.50 per doz.; 6-in., $7.75 per 
doz. 


VENTILATORS.—Demand for ventil- 
ators is active and shipments out of 
jobbers’ stocks are heavy. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 


Continental line: De-Flekt-Air 
(metal center ventilators) No. 63 
$2.20; No. 87, $2.60; No. 88, $3.75; No. 
117, $3.75 per .doz. net. Continental 
wood frame cloth ventilators, No. 
V-836, $2.00; No. V-923, $2.00; No. 
V-937, $2.20; No. V-949, $3.75; No. 
V-959, $4.40: No. V-1537, $3.45; No. 
V-1549, $5.00 per doz. NET. Conti- 
nental metal frame cloth ventilators, 
No. 833, $2.50; No. 837, $2.80; No.845, 
$3.75; No. 1137, $3.45; No. 1145, $4.40; 
No. 1437, $5.00, and No. 1445, $5.60 
per doz. NET. 

Diamond E, No. 33, $3 per doz.; No. 
01, $4.40 per doz.; No. 02, $4.80 per 





ATLANTA 


ATLANTA, GA., Sept. 24.—Business with Atlanta hardware jobbers 


Optimism Prevails 


(Atlanta office of HARDWARE AGE) 


is considered very satisfactory. Shipments are being started on fall 
bookings which are also considered good. Reports from all over 
the territory served by Atlanta jobbers indicate a prosperous fall 
and is evidenced by the optimistic spirit of the dealers in their buy- 


ing of fall and winter merchandise. 
No important price changes have been re- 


noticed in collections. 
ported. 


AUTOMOBILE ACCESSORIES.—Busi- 
ness continues to be very good on auto 
tires and accessories. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 

Auto Chains.—Weed and Rid-O- 
Skid chains, list, less 3@ per cent; 12 
to 49 pairs, 35 per cent off; 50 pairs 
or more, 40 per cent off. 

Champion X spark plugs, 45c. each. 
Champion blue box, 53c. 

No. 1 Springfield pumps, $1.75 
each. 

Mansfield tires, 4 ply balloon type, 
29 x 4.40, $7.40, a $1.50; 30 x 4.50, 
$8.25, tubes, $1.6 2 
tubes, $1.70: 29 ~| 5.00, $9.90, tubes, 
$1.75; 30 x 5.00, $10. 20, tubes, $1.80; 
31 x 5.00, $10.65, tubes, $1.85; 32 x 





Improvement has also been 


5.00, $11.75, tubes, $1.90; 30 x 5.25, 
$11.90; tubes, $2.00; 31 x 5.25, $12.25, 
tubes, $2.05; 29 x 5. 50, $12.65, tubes, 

Mansfield 6 ply tires, 31 x 5.25, 
$14.70, tubes, $2.05; 30 x 6.00, $16.15, 
tubes, $2.25; 31 x 6.00, $16.65, tubes, 
$2.30; 32 x 6.00, $16.95, tubes, $2.40. 


ALARM CLOCKS AND WATCHES.— 
Demand is moderate. Jobbers’ stocks 
are well assorted and prices remain the 
same. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 


Each 

America, plain, in colors and 
Oe ea arrears $1.05 
America, luminous dial........ 1.58 


doz.; No. 08, $5.60 per doz.; No. 1, 
$5.20 per doz.; No. 2, $5.60 per doz.; 
No. 3, $6.40 per doz.; No. 4, $7.60 per 
doz.; No. 5, $8.40 per doz. 
| Wurldsbest Ventilators, No. 
| $1.75; No. 3, $2.00; No. 4, $2.50; Ne 
| 5A, $3.00; No. 6A, $4.00; No. 6B, $4.50; 
| and 6C, $5.00. These are LIST 
| EACH prices and subject to a dealers’ 





discount of 33% per cent. 
WIRE PRODUCTS.—Nail prices are 
still rather unsettled, although most 
jobbers are adhering to a base of $2.90 
per keg. There is more stability in 
wire, but demand for all these products 
is very quiet. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. PITTSBURGH: 
Fence Wire 
per 100 lb. Annealed Galvanized 
No. 6 to 9 gage...... $2.90 $3.35 
ae eee 2.95 3.40 
ES ape era eae 3.00 3.45 
ON RS cee 3.05 3.55 
eee 3.15 3.70 
DS ME 05604-00000 acene 3.25 3.90 
Se Se eye 3.45 4.20 
| SPR See 3.6 y 
Barbed wire (per 80-rod spool): 
ee EE Serre $2.89 
BONE: AE owas ciins oes veswetase 3.09 
SO, BEES wissdecnsdaensaersars 3.34 
BOL QIEIO Gav iscaswes cosas 3.09 
2-point cattle (special) ........ 2.20 
Field Woven Wire Fence (per 100 
rods): 
ME a9 ped cds BARR ERDD ARO $39.80 
BEE, Scbst ban ang anedeecd sue 55.80 
PEE ives aewscatewesoee eens 27.70 
Ec ive anbkdkéecaedeaenee se 37.00 
de | UPC SR Perrier ee eon tease 35.80 
Cer rer rere 49.20 
Poultry and rabbit (No. 14% gage: 
St eee ere ree ee $36. 
No. a PRE ere a ee er ey 44.00 
PEE, sn 0st5 ke sus ease h och eas 49.50 
| Smalle ‘r mesh 
ANOS. ss0s.<ceosuwiesersconsas $37.00 
i CE. Gh Shacks Sone ee ceases alow 44.50 
NED. ciccwssu bua sekbewuncson ae 
PAD NEE, 6s cine eecaoe WSN ae cee bes 60.00 


Steel Fence Posts: 
Painted 
Galvanized Angle 
Tubular Steel 





Ren Gages 65c. each 40c. each 
te, SP err rere 45c. each 
Bright nails, base, per keg. $2.90. 


, Jobbers Bookings for Fall Very Satisfactory. 


and Collections Improve 


| Big and Baby Ben, plain....... 1.29 
| Big and Baby Ben, luminous... 3.16 
Big and Baby Ben De Luxe, 

plain, in colors and _ nickel 
Finish 2... sss esceesesssccsvece 2.62 
| Big and Baby Ben, luminous. 3.50 
| Ben Hur, luminous, in colors 





and nickel AMISN. ....5.066..s00 2.46 
Ben Hur, plain, in colors and 

nickel finish ........ 1.76 
Sleep Meter, plain....... -. 1.40 
Sleep Meter, luminous.. > ae 
Tiny Tim in assorted colors... 1.50 
Pocket Ben watches........... 1.05 
Glo Ben watches, luminous.... 1.58 


AXES.—Orders are good and prices 
are steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 

Single bit, base weight, unhandled, 
$14.65 to $16.00 per dozen. Double bit, 
$19.65 to $20.50 per dozen. Single bit 
with No. 1 handles, $18.90 per dozen. 
Double bit with No. 1 handles, $23.90 
per dozen. 


BOLTS AND NUTS.—Show good de- 
mand with prices firm. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. ATLANTA, GA.: 
Cut thread carriage and machine 
bolts, 60 per cent off; rolled thread, 
60-10 per cent off; lag screws, 60 per 
cent off; hot and’ cold pressed nuts, 








(Reading matter continued on page 74) 
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The Perfect 36 


LEADER OF THE LINE 
That Is MAKING HISTORY 


ARRYING the twin standards of 

Quality and Service to new heights 
of achievement, the Horton Perfect 36 
washer leads a complete line of home 
laundry equipment which is truly mak- 
ing history in the merchandising of the 
industry. 

The Perfect 36 outdistances every 
previous standard of performance in the 
washing machine field. It offers new 
beauty, with a variety of color selections 
and a choice of copper or porcelain tub. 
It affords a new experience in efficient 
washing. 

Most important of all, the Perfect 36 
is a service proof machine! Engineered 
with the minutest precision, factory 
proved to the final degree, it goes into 
service with its mechanism sealed against 























sale suppliers, as the logical, soundly 
economic method of merchandising. 

Dealers should know the profit 
which lies in this invincible combi- 
nation of Horton quality with Horton 
policy. Write us for details. 


repairs. 

Here is tangible evidence of Horton’s 
unfaltering faith in quality as the basis of 
successful merchandising. With the Perfect 
36 and the entire Horton line, we support 
our policy of unswerving loyalty to the ine HORTON MANUFACTURING CO. 
dependent retail merchant and his whole- FORT WAYNE, INDIANA 


HORTON xe 


A G 090 D NAM E F OR o 38 YEARS 
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50-10 per. cent off; stove bolts, 75 per 
cent of. 


BALE TIES.—Demand has. been good. | 


Stocks refilled'and prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 
9 x 16%, 93c. per bundle; 9% x 16, 
$1.05 per bundle, 9% x 15%, $1.20 per 
bundle; 94% x 14%, $1.45 per bundle. 


CLIPPERS.— 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. ATLANTA, GA.: 

Brown & Sharpe—Bressant or nar- 
row plate—$4.50, less 25-10 per cent, 

American Gentleman, $3.00, less 
33144 per cent. 


COTTON MOPS.—Sales have been good | 
and there still continues to be a good 


demand. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 
14 0z., $5.90 per doz.; 18 oz., $6.40 
per doz. 


FILES.—Orders show a steady demand. 


Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 

Simonds files, list, less 50 per cent; 
Black Diamond, list, less 50 per cent; 
Great Western, list, less 60 per cent; 
Royal, list, less 70 per cent. 


FORKS.—There is a good demand for 
forks. Prices are steady with ample 


stocks. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. ATLANTA, GA.: 

4-tine manure forks with 4% ft. 
strapped handles, $10.50 doz.; 5-tine 
manure forks with 4% ft. strapped 
hafid@les, $12.50 doz.; 6-tine manure 
forks With 4% ‘ft. strapped handles, 
$14.50 doz.; 4-tine spading forks, 
$9.00, $11.00, $12.50, $21.00 per doz.; 

3-tine hay forks with 5 ft. handles 
$9.50 and wee 75 per doz.; 10-tine seed 
forks, $27.06 per doz.; 12-tine seed 
forks, $30.50 per doz.; 10-tine coke 
forks, $27.50 per doz.: 12-tine coke 
forks, $30.50 per doz.; 8-tine stone 
forks, $21.50 per doz.; 10-tine stone 
forks, $26.75 per doz.; 12-tine stone 
forks, $31.00 per doz. 


GALVANIZED WARE.—There has 
been a constant demand with gocd vol- 


ume. Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 

No. A tubs, $4.00 per doz.: No. 0, 
$5.20 per doz.; No. 2, $7.20 per doz. : 
No. 3, $8.40 per doz. 

8 quart galvanized pails, $1.98 per 
doz.; 10 quart, $2.24 per doz. dig 
quart, $2.46 per doz.; 14 quart, $2.76 
per doz.; 16 quart, $3.34 per doz. 

10 quart galvanized fire pails, round 
bottom, stenciled, $4.50; 12 quart, 
$4. 75 per doz. 

5 Bal. garbage cans, $6.35; 7 gal., 
$8.75; 10 gal., $9.25 per doz. 


GAME TRAPS.—Orders indicate | 


movement. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 


Sales are about normal. 


} 


| 


HAMES.—Sales are light. 


HANDLES.—Demand is very good. No 
price change reported. 





POTATO HOOKS.—Have been in good 
demand. Stocks are ample. 





| PULLEYS (HAY FORK).—Sales are | 


Victor No. 0, $1.10 per doz.; Victor | 
No. 1, $1.40 per doz.; Victor No. 1%, | 
$2.20 per doz.; Victor No. 2, $3.36 per 
doz.; Victor No, 3, $5.48 per doz. | 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 


Per Doz. 
No:--6) Toone Bt ain .o. stesccass $12.50 
No. 61 Hook and Ring ........ 12.50 
NoslGi bene Star .....6iv.e.s 10.00 
PEO: “BE GhONG UAT 50 c0sscvcdcce 18.75 
No. 75 mone Star Steel........ 16.25 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 

No. 1 D spade shovel and scoop 
with steel D, $4.00 doz.; No. 1 D cot- 
ton seed fork with steel D cape strap 
and ferrule, $6.50 doz.; No. 1 D spad- 
ing fork handles with steel D cap 
strap and ferrule, $6.00 doz.; No. 1, 
4% ft., bent shovel handles, $4. 00 per 
doz. ; No. 1, 4% ft., bent spade han- 





dles, $3.50 per doz.; No, 1, 4}  ft., 
plain manure fork handles, $2.50 per 
doz.; No. 1, 4% ft., with cap strap 
and ferrule, $4.00 per doz.; No. 1, 
6 ft., rake handles, $3.00 per doz. 


POST HOLE DIGGERS.—Orders have | 
been good on hole diggers. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 
$14.00 and up. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 


4-tine (oval or round tine), $9.50 





per doz.; 5-tine (oval or round tine), 
$12.00 per doz.; 6-tine (oval or round 
tine), $13.00 per doz. 


| 
| 
| 


| only normal. 


| 
| 


| 
| 
| 
| 
| 


| 
| 


ROOFING.—Continues to move in gocd 
volume. Prices remain the same. 


| SAWS. (CROSS CUT).—Orders indi- 
cate a good steady demand. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 

5-inch hay fork pulleys, $4.00 per 
doz. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 

1 ply smooth surface, $1.00 per roll; 
2 ply smooth surface, $1.20 per roll; 
3 ply smooth surface, $1.40 per roll; 
= or red slate surface, $1.95 per 
roll, 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 


Simonds Crescent ground cross “ia 
Saws. Nos. 13, 22, 113, 133, 324, 326 





) SSS a ere $5.40 
PE Sins cene pape sa cocker as eee 6.00 
je. Oa ne eee rrr or ee 7.00 

i cross cut saws, Nos. 4, 5, | 
e fe Epa eks suas baer Ree Eee ES $5.40 
ee are eer ee ree 6.00 
Rh acoseades sess so cen sedvekos 7.00 


WIRE PRODUCTS. 
with no indication of price change. 





SKATES.—Stocks have been refilled 
for fall business, which is expected to 
be good. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 

No. 5 Union roller skates, $1.75; 
No. 6, $1.75; No. 4, $1.65; No. 130, 
$2.00; No. 180L, $2.15. 

Skate keys, 30c. per doz.; extra 
wheels, 10c. extra 

Boys’, No. WIB, $1.15; Girls’, No. 
W1G, $1.20. 


SOLDER.—Demand has been good and 
continues to hold up. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 

Half and half solder, 36c. per Ib. 
Acid core solder (in 1 lb. spools), 66c. 
per lb. Acid core solder (in 5 Ib. 
spools), 61c. per lb. No. 4 babbitt, 
10c. per lb. Anti-Friction babbitt 
metal, 18c. per Ib. 


| STOVE PIPE AND ELBOWS.—Sales 
| very good. 


Prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 
Per te jts. 


29 gage 5 inch pipe............. 
29 gage 6 inch pipe............. 12.75 
29 gage 7 eR rere 15.00 
29 gage 7 x 6 inch pipe......... 16.00 
1 piece corrugated elbows, 30 
gage 5 inch................+5. 1.25 
1 piece corrugated elbows, 30 
SD We Mio ois ae nse a ans 1.35 
1 piece corrugated elbows, 30 
Oo) ae ee ee 1.95 


WELL WHEELS.—tThere is a fair de- 
mand on well wheels. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. ATLANTA, GA.: 

8 inch well wheels, $6.50 per doz.; 
10 inch well wheels, $7.50 per doz.; 
12 inch well wheels, $8.60 per doz.; 
14 inch well wheels, $9.60 per doz. 


—Sales are normal 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 


Plain Smooth Wire Black Galvanized 

Gage Per lg Ib. Per 100 Ib. 
Oe. SA er ck $3.5 4.00 

| eee, See ee 3 oS 4.05 

MD se danveds nae Seeeeks 3.60 4.10 

Ee) dace bate ieres eae ee seed 3.65 4.15 

PE ee eee 3.90 4.45 

| Se ee ee 4.20 4.85 


Barbed Wire.— Per 80-rod_ spool, 
2-point light cattle, $2.75; 2-point 
light hog, $3; 4-point heavy cattle, 
$3.75; 4-point heavy hog, $3.95. 

Woven Wire Fence.— Per 20-rod 
roll, 726-14, $5.25: 832-12, $6; 939-11, 
$7.85; 1446-12%, $11. 

Poultry and Rabbit.—14 gage fence 
per 10-rod a 1635-14, $4; 1918-13, 
$4.85; 2158, $5.5 

Steel Fence Pests.—!T" galvanized 
5 ft., 55¢c. each; formed painted, 35c. 
each; ‘“T” galvanized, 6%-ft., 65c. 
each; formed painted, 45c. each; ‘*T’’ 
galvanized, 71%4-ft., 70c. each; formed 
painted, 50c. each; “T’’ galvanized, 
8-ft., 75c. each; formed painted, 55c. 


HAVE YOU EVER HEARD? 


HAVE you ever heard of a man making a solid, 
substantial success—of a man of skill and capacity, 
ingenuity and imagination, who did not work overtime 
Answer that one. 
capable man should start out to 


to accomplish his objective ? 
If a thoroughly 


make a-suceess and begin by~ measuring his work by 
his pay, or his reward, that man would always be a few 


success, 


feet behind his opportunity, 


Outstanding success calls for overtime. 
noon, night, and midnight study and preparation is the 
price we pay for solid, substantial success. 

If you are not willing to work overtime, then take 
your place with the piece-workers where you. belong. 


or several laps behind 


Morning, 
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NEW YORK: 


NEW YORK, Sept. 24.—Though the credit situation is about the 
same, hardware and housefurnishings distributors serving the Met- 
ropolitan market consider present conditions satisfactory. The 


early interest shown for winter “futures” 


and the advance orders 


on fall goods now being sold to the consumer encourage the general 
prediction that the remainder of the year will be active in this terri- 


tory. 


Staple lines, such as bolts, nuts, nails, screws, butts, sash cord, 


etc., are having a normal sale. 


There appears to much more inter- 


est in toys well in advance of the holiday season, and early orders 
for miscellaneous Christmas goods suggest an aggressive selling 
campaign by hardware dealers for gift business. 

Prices throughout this section are being well maintained on prac- 


tically all lines, and there are few 
changes. 


ASH SIFTERS.—Business to date has 
been only fair. Will likely be more 
active the latter part of the month as 
October 1 is the more or less official 
date for lighting furnaces. Prices will 


probably remain unchanged. Stocks 
are satisfactory. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 
Rotary galvanized ash sifters, $2.00 
each. 
In lots of 12 or more, $22.50 per 
dozen. 


BOLTS AND NUTS.—Sale is normal 
with no shortages reported. Prices are 
firm. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 
Carriage bolts and lag screws, %4 
bv 6 and smaller, 60 per cent off list. 
Larger, 50 and 10 per cent off list. 
stove bolts, 80 per cent off list. 
Machine bolts, % by 6 and smaller, 
60 per cent off list; larger to 1 by 30, 
50 and 10 per cent off list; 14% to 1% 
= diameter, 30 and 10 per cent off 


5 ern 50 per cent off list. 


BRIDGE FURNITURE—This line is 
too new with the local hardware mar- 
ket to gain any definite impressions. 
Early interest has been fair, however 
and local distributors are very opti- 
mistic about the possibilities of this 
line. Prices are firm. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 


Bridge tables, Trump, mahogany, 
green and red, $1.40 each. Queen 
De Luxe, red and green, $2.80 each; 
Queen Supreme, mahogany, green 
and red, $4.00 each. 

3ridge chairs, packed in cartons of 


four and sold only in that quantity. 
No. 10, mahogany, green and red, 
$1.75 per chair; No. 30, red and 


green, $2.65 per chair; No. 40, mahog- 
any, green and red $4.50 per chair. 


BUTTS.—Demand continues steady. 
Prices have been firm for some time. 


Indications of continued firmness are | 
in 


seen in this market. Stocks are 


good condition. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Steel butts, 3 by 3 and 3% by 3%, 
18 cents per pair for less than case 


lots; in case lots, 16 cents per pair; 
4 by 4, 24% cents per pair in less 


if any rumors of any drastic price 


than case lots, and 23 cents per pair 


in case lots. 


CHRISTMAS TREE 


| tures are considered satisfactory, at 
prices shown. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 
Propp sets, No. 842, 85c.; No. 830, 
$1.16; No. 838, $1.43; No. 73, $2.15; No. 
72, $2.43; No. 3020, $1.73; No. 3000, 
$1.48; No. 306, 87c.; No. 305, 87c. and 
No. 310, $1. 38. Prices are each and 
net. 
Noma outfits, No. 3500, $3.94; No. 
116, $4.54, and No. 1600, $3.00. Prices 
| are each and net. 
| Christmas tree lamps, No. 77, 
| Mazda assortment (100 in set), $6.90; 
No. 78, Mazda lamps, 10 in a box, in 
following colors, red, blue, green, 
orange, opal, pink, yellow and purple, 
10 to 100, $7.10 per 100; 100 or more, 
| $6.90 per 100. 
| , 
| CLOCKS.—Demand continues fairly 
| 
| 


good with prices the same. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 
Alarm clocks: America, $1.05; 
America, luminous, _ $1.58; Sleep- 
Meter, $1.40; Sleep-Meter, luminous, 
$2.10; Ben Hur, $1.76; Ben Hur, lumi- 
nous, $2.46; Big Ben, $2.29; Big Ben, 
luminous, $3.16; Big Ben De Luxe 
$2.64; Big Ben De Luxe, luminous, 
$3.52; Baby Ben, $2.29; Baby Ben, 
luminous, $3.16: Baby Ben De Luxe 
(any finish), $2.64; Baby Ben De 
Luxe, luminous, $3.52; Tiny Tim (any 
finish), $1.50. Prices are each and 
net. 
Auto clocks, plain dial, 
| luminous dial, $2.10 each 
Watches, Pocket Ben, 
luminous, $1.58 each. 
| Extras on alarm clocks in lots of 
| two dozen, 2% per cent; on lots of 
| six dozen or more, 5 per cent. 


$1.50 each; 
$1.05 each; 


| FIREPLACE FURNITURE.—Distrib- 


LIGHTS. — Fu- 


| about the first of next month. 
| are 


Active Market for Remainder of Year 
Expected by Wholesale Distributors 


black finish, $5.75 to 


baskets, 
$8.65 to $10 each. 


Flemish, 


Grate 
$6 each; 


Spark guard, black finish, $4.15 
each. 

Fire screens, black finish, $5.65 
each; Swedish, $8.65 each, and Burnt 
antique, brass, $8.65 each. 


FRUIT PRESSES.—As announced in 


| this report the past two weeks, the 


grape crop is late and the bulk ship- 
ments are not expected in this market 
until about Oct. 1 at which time it is 
believed the price on grapes will be 
high. These facts have curtailed the 
normal movement of fruit presses, 
which at this time should be very ac- 
tive. Regardless of the lateness of the 
crop and the relatively high market 
price of the fruit it is quite likely that 
a hectic demand will be found on or 
Prices 
the same. Wholesale stocks are 
fair. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Fruit crusher, galvanized _ steel 
hopper, aluminum frame and with 
double roller, $10.00 each; same with 
fly wheel instead of crank, $11.25 
each. 

Fruit press, cast iron base and 
plunger, 3 qt. capacity, $3.60; 6 qt. 


eapacity, $4.50 each. 


Fruit presses, hardwood frame, oak 
tubs, etc. No. 0, plain tub, $6.00 
each: with hinged tub, from $7.50 to 
$18, according to size. 


GARAGE SETS.—Demand continues 


| fairly good with prices well maintained. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


for six 


Garage sets, $2.40 per set; 
or more, $2.10 per set. Garage door 
holders, $1.75 per pair; for six or 
more, $1.60 per set 


(ICE SKATES.—Futures are fair but 


| utors expect a lively call for this mer- | 


| chandise. 
ered fairly good. 
will probably remain unchanged. 


| 

| JOBBERS’ QUOTATIONS i. RE- 
YOR 

| 


TAILERS, F.O.B, NEW 

Andirons, black finish, og to $6 
per pair; black-brass balls, $7.50 to 
$9.75 per pair. Flemish, $5.50 to 
$11.55 per pair; Swedish, $5.75 to $7 
per pair; Burnt antique, brass, $6.25 
to $12 per pair. 

Fire sets, black finish, $4.85 to $5 
per set; black-brass' balls, $6.75 
Flemish, $7.65 to $9 per set; Burnt 


antique, brass, $7.65 to $9 per set; 


Swedish, $7.75 per set. 


Business to date is consid- 
Prices are firm and 


| early, 


nét as good as they were earlier in 
the “future season.” Prices are not 
expected to change during the season. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 









Union ica skates, hockey outfits, 
men’s No, 90, No. 290, $6.00; 
ladies’ No. 90L, $5.25, and No. 290L, 
$6.00. f 

tacing outfits, men’s No. 95, $5.25, 
and No. 925, $6.00; ladies’, No. 95L, 
$5.25, and No. 295L, $6.00. 

Club outfits, men’s, No. 212, $3.75, 
and ladies’, No. 213, $3.75. ; 

Professional hockey outfits, men’s, 
No. 390, $6.65. : 

These prices are net per pair. 


all cases are from 


Men’s shoe sizes in 
all 


4 to 11, and ladies’ 
cases are 3 to 9. 
JUVENILE VEHICLES.—Have been 
very active. Current demand slightly 
less but at that considered fairly good. 
Prices are being well maintained. An 
heavy holiday demand is ex- 


shoe sizes in 


pected. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 


Child’s with 18 in. 
handles. each; No. 6, 
17c. each, each. 

Arcade No. 564, 
55¢e. each. more, 50c. 
each; No. in lots of 
12 or more, 


garden sets 
Set No. 1, 10c. 
and No. 9, 30c. 
toy lawn mower, 
In lots of 12 or 
565, 85c. each; 
75c. each. 
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Bissel’s toy carpet 
tle Helper, 16%c. each; Little Gem, 
31%c. each; Little Jewel, 83%4c. each; 
and Bissel Junior, $1. 331% each. 

Velocipedes, No. 840, $5.95; No. 841, 


sweepers, Lit- 


$6.55; No. $6.90, and No. 843, 
$8.15 each; No. 850, $7.50; No. 851, 
$7.80: No. 852, $8.15: No. 853, $9.70. 


Sidewalk cycles, No. 
910, $10.65 each; No. 
No. 932, $17.50 each. 


900, $9.40; No. 
922, $17.50, and 


Coaster wagons, No. 750, $1.80 
each; No. 751, $2.25, and No. 761, 


$3.25 each. Doll carriages, No. 200, 
$1.60; No. 216, $3.35; No. 222, $3.90, 
and No. 232, $6.50. Prices are each 


and net. 
Doll coaches, No. 262, $3.65: No. 
$10.95. Prices 


266, $6.25, and No. 270, 
are each and net. 


LADDERS.—Demand is fairly good at 
prices shown. Stocks are satisfactory. 
JOBBERS’ QUOTATIONS TO RE.- 

TAILERS, F.0.B. NEW YORK: 
Spruce ladders, 3 to 10 feet. stand- 


ard grade 25 cents per foot. Com- 
petitive grade 23 cents per foot. 


LAMP CORD.—Normal sale reported. 
Prices are the same. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 


Lamp cord, prices are per 1000 ft.: 


18 ga. 1/32 silk covered lamp cord. 
brushed brass, white, maroon, old 
gold, green and brown, 500 ft. on a 
spool, $12.40; 18 ga. 1/64 silk covered 
lamp cord, maroon, old gold, 500 
brass, white, green and brown, 500 
ft. on a spool, $9.50: silk covered 


twisted lamp cord, 
on a spool, $13: 18 in. 
covered lamp cord. maroon, white 
and dark brown, 500 ft. on a spool. 
$8.30; 18 ga. 1/32 cotton covered lamp 
cord, green, white. maroon, oak tan 
and dark brown, 500 ft. on a spool, 
$10.75; 18 ga. 1/64 cotton single con- 
ductor wire, white, brown, oak tan, 
white with marker, brown’ with 
marker, and oak tan with marker. 
500 ft. on a spool, $4.25: 18 ga. 1/22 
cotton twisted lamp cord: green and 
yellow, 250 ft. on a spool, $12.50; 18 
ga. black cotton. reinforced cord, 250 
ft. on a spool, $16.50; 18 ga. cotton 
covered heater cord, 250 ft. on a 
spool, $16.50. 


white only, 250 ft. 
1/64 cotton 


LINSEED OIL.—As announced last 
week prices on linseed oil have been 
withdrawn. Possibilities of substantial 
advances are seen, though no definite 
word has been received as we go to 
press. 


NAILS.— Usual demand 
Prices are the same. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 

Wire nails, Standard New York 
Stock extras apply to the following 
base prices in the localities indicated. 
Base price for New York City, 
Brooklyn, Queens. New Jersey and 
Staten Island is $3.45 ner keg. in lots 
of 10 kegs or more. $3.35. In West- 
chester County, $3.55 per keg. and in 
lots of 10 kegs or more. $3.45 per 
keg. In Nassau and Suffolk Coun- 
ties, $3.60 per keg, and for lots of 10 
kegs or more, $3.50 per keg. 


continues. 


PRESERVING 
mand is only fair. Prices are the same. 


JOBBERS’ QUOTATIONS 7. RE- 
TAILERS, F.O.B. NEW YOR 


Mason jar caps, $3.00 per gross. 
Mason jar rubbers, 75 cents per 
gross, and in full case lots of 12 


gross, $8.40 per case. 

Crown bottle caps, in one gross 
packages, 161%, cents per gross, and 
in bulk lots of 50 gross, 151%4 cents 
per gross. 

Everedy bottle 


each. 
Everedy jelly bag and stand, 50 
cents each. 

Universal Aladdin preserving sea- 
son set, $1.95 per set. 


capper, 70 cents 





improvement the 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 
Gem Adjustable Radiator Shields 
with Water Pan Humidifier 
Gold Br. Walnut 
Aluminum Mahogany Ivory 


Each Each Each 
No. 1W . - $3.50 $4,20 $3.85 
No. 1AW .. 3.85 4.55 4.20 
No. 2W .... 3.85 4.55 4.20 
No. 3W - 4.20 4.90 4.55 
No. 4W 4.20 5.25 4.90 
No. 5W . 4.55 5.60 5.25 
No. 6W - 4.90 6.30 5.60 
No. 6BW .. 4.90 6.30 5.60 
No. 7W .... 5.25 6.65 5.95 
No. 8W .... 5.60 7.00 6.30 


RADIATOR SHIELDS.— Sales are 
steady. Demand is expected to show 
considerable 
part of the month and early in October. 
Prices are steady. 


latter 


| ROLLER SKATES.—Fair demand re- 
| ported. Prices are as shown. 


| SASH CORD.—Sales 


Sept. 1. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Roller skates, Union line, extension 
web heel and toe straps, plain steel 
rolls, 72c. per pair; same with toe 
clamps and web heel, 78c. per pair: 
same for boys with self-contained 
ball bearing wheels, $1.42 per pair; 


for girls, $1.62 per pair. 

Roller skates accessories: Keys, 
2l%4c. each; skate wheels, with self- 
contained ball bearings, 10c. each; 


15c. per 100; axles, 3c. 
each; cotter pins, 15c. per 100; axle 
nuts, $1 per 100; axle nut washers, 
60c. per 100; adjustment binding bolt, 
65c. per 100, and toe clamps, 12c. per 
pair. 

Chieftain line, No. 400, for either 
boys or girls, self-contained ball 
bearings, $1.45 per pair; Redskin line, 
for boys or girls, 85c. per pair. 

Chicago line, No. 181, $2.65; No. 
183. 2.75; No, 185, $2.75: No. 101, 
$1.33; and Nos. 103 and 105, $1.38 per 
pair. 


ball bearings, 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Roofing. Certain-Teed, 1 ply, $1.21; 
2 ply, $1.57, and 3 ply, $1.84 per roll. 

Major Slate Surfaced Roofing Red, 


$1.93; Blue-black, $1.93, and Green, 
$1.93 per roll. 

Corporal Tale Surfaced Roofing, 
1 ply, 94 cents; 2 ply, $1.17, and 3 
ply, $1.39 per roll. 

Guard Roofing, 1 ply, $1.03; 2 ply, 


$1.35, and 3 ply, $1.66 per ro 
Certain-Teed, State Surface Roof- 
ing, Red. $2.11; Blue-black, $2.11, and 
Green, $2.11 per roll. 
Slater’s felt, 87 cents per roll. 


are steady 


| prices shown. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YO RK: 

Sash cord, Samson Spot, No. 7, 66c: 
No. 8, 65c; Aetna, No. 7, 310. per 
lb.; No. 8, 30c. per lb. Phoenix, No. 
if 45¢. per lb.; No. 8, 44c. per Ib. 


ROOFING.—Business fairly good since 
Prices are as shown and will 
likely be well maintained. 


at 


| 
| SCREWS.—Demand is moderate. Prices 
| are the same. 


EQUIPMENT. — De- | 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 

Wood screws, flat head, bright 
iron, 40-10-10; round head, blue, 40- 
10-10; round head, iron, nickel plated, 
27% -10- 10; flat head, galvanized, 20- 
10-10; flat head, brass, 32%-10-10; 
round head, brass, 27%4-10-10. These 
discounts apply to new _ standard 
screw lists. 

Machine screws, flat and round 
head, brass, 60 per cent discount. 

Iron, 60-71% per cent discount. 


SLEDS.—Among the futures, sleds are 


| receiving fairly good attention. 


Prices 


| are expected to remain unchanged dur- 
| ing the season. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK 


Flexible Flyers, No. 1, : 50; No. 
2, 3.1634; No. 3, $4.00; No $4.3314 
No. 5, $5. 83%. Jr. Racer, $3.20. nal 


Racer, $4.33. 

Fire Pay, mo. 9,. $1.14; Mo... 10, 
$1.3634; No. 11, $1. 71; No. 12, $1.93%, 
and Racer, $1.98 %. 

Allen sled backs, No. 1, $1.00 each. 

Perfection adjustable sled back, 
No. 10, $1.06 each. 


TIRES AND TUBES.—Sales are not 
very heavy. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Mansfield tires, 4 ply, balloon type, 
29 x 4.40, $7.40; tubes, $1.50; 30 x 
4.50, $8.25; tubes, $1.60; 29 x 4.75, 
5; tubes, $1.70; 29 x 5.00, $9.90; 
tubes, $1.75; 30°x 5.00, $10.20; tubes, 
; 31 x 5.00; $10.65; tubes, $1.85; 
32 x 5.00, $11.75; tubes, $1.90; 28 x 
$11.10; tubes, $1.85; 30 x 5.25, 
$11.90; tubes, $2.00; 31 x 5.25, $12.35; 
$208. $2.05; 29 x 5.50, $12.65; tubes, 


Same, 6 ply, 31 x 5.25, $14.70; tubes, 
$2.05; 30 x 5.50, $16.05; tubes, $2.35; 
30 x 6.00, $16.15; tubes, $2.25; 31 x 
6.00, $16.65; tubes, $2.30; 32 x 6.00, 
$16.96; tubes, $2.40; 33 x 6.00, $17.55; 
tubes, $2.55. 

Tire display racks, $10.00 each. 

Prices in all instances are each. 


TRAPS, GAME.—Sales are normal with 
prices unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 


Victor game traps, No. 0, $1.20; 
No. 1, $1.50; No. 1%, $2.70, and No. 
2 $3.70. Prices are NET PER 
DOZEN. 


Victor jump traps, No. 0, $1.75; No. 
1, $2.00; No. 1%, $3.05, and No. 2, 
$4.80. Prices are NET PER DOZEN. 


VENTILATORS.—Have been very ac- 
tive throughout this market. 
are as shown. 


Stocks are adequate. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. NEW YORK: 

Continental ventilators, De-Felkt- 
Air (metal center), No. 63, $2.53; No. 
87, $2.80; No. 88, $4.00, and No. 117, 
$4.00 These prices are NET PER 
DOZEN. 

( Sontinental wood frame ventilators, 
$2.15; No. 923, $2.15; No. 
z; $2.35; No. 949, $4.00: No. 959, 

537, $3.65, and No. 1549, 
prices are NET PER 
Continental metal frame, cloth 
ventilators, No. 833, $2.65; No. 


$3.00; No. 845, $4.00; No. 1137, $3.65 
No. 1145 .65; No. 1437, $5.35; and 
No. 1445, $6.00. These prices are 


NET PER DOZEN. 

Diamond E ventilators, No. 01, 
$4.36; No. 02, $4.80; No. 03, $5.58; No. 
1, $5.20; No. 2, $4.47; No. 3, $6.39; 
No. 4, $7.59; No. 5, . Prices are 
NET 'PER DOZEN 

Diamond E raibatiees. bathroom 
size, No. 01B, $3.60; No. 1B, $4.41. 
Prices are NET PER DOZEN. 

Liberty all steel louver ventilators, 
No. 33L, $4.50, and No. 37L, $5.00. 
Prices are NET PER DOZEN 

Wurldsbest window ventilators, No. 
2, $1.75; No. 3, $2.00; No. 4, $2.50; 
No. 5A, $3.00; No. 6A, $4.00; No. 6B, 
$4.50, and No. 6C, $5.00. These prices 
are LIST EACH and subject to a 
dealer’s discount of 3344 per cent. 


WEATHERSTRIP.—Sales are increas- 


Prices 








ing somewhat and should continue to 


increase as the season develops. 
are firm. 


JOBBERS’ QUOTATIONS TO 
TAILERS, F.O.B. NEW YORK: 


Weatherstrip Home Comfort, 


Prices 


RE- 


ma- 


roon or white, $30 per thousand feet; 


competitive grade, maroon, $16.50 


thousand feet, and white, $18 
thousand feet. 

Felt weatherstrip, 60 
earton. Wool 
80 cents per carton, 
$2.00 per carton. 


cents 


weatherstrip, No. 
and No. 


per 
per 


per 
25, 
75. 
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merican Nai 


With a stock of American Nails you all nail users are well pleased with 
are sure to give your customers qual- nails they can depend upon. 

ity. The common nail—like common 
sense—is not so common. A nail is a 
nail—they all look alike until put to 
actual use. You can be sure of cus- gives the customer this assurance. 
tomer satisfaction when you sell Write for particulars—also for the 
American Nails. They do the work “Manual of Carpentry.” It is handy 
right—do not bend. Carpenters and to have in the store. 

DS Cement Coated Wire Nails 4 


Pearson Cement Coated Nails have been the 
standard of quality ever since Cement Codted 
Nails came into use. All users of Coated Nails J 
who have regard for quality will specify Pearson. h, 





American Nails are loyal servants 
and you want to sell a product that 






American Wire Tacks and Peerless 
Tacks combine all the essential 
featuresofgoodtacksandare fie 
sold under our guaran- mes 
tee of full weight 
and full count. 



















ad sical 
American Steel & Wire Company 
Subsidiary of United States Steel Corporation 
208 S. La Salle Street, Chicago 30 Church Street, New York 


Other Sales Offices Boston Cleveland Worcester Philadelphia Pittsburgh Buffalo Detroit Cincinnati Baltimore 
Wilkes-Barre St.Louis Kansas City Minneapolis-St. Paul Oklahoma City Birmingham Atlanta Memphis Dallas Denver Salt Lake City 
U. S. Steel Products Company: San Francisco, Los Angeles, Portland, Seattle Export Distributors: United States Steel Products Co., 30 Church St., New York 
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Hot of th® Nail Ke 


Little yarns that others have laughed 
over culled from various sources. As a 
contemporary puts it: 
have been copied, the rest will be.” 


“Some of them 











Mother: “What made you stay so | 
late? Have a flat tire?” 

Daughter, dreamily: “No, Mother, 
I'd hardly call him that!” 


Violin: “The leading lady seems to 
have a break in her enunciation this 
evening.” 

Orchestra Leader: “Say, you keep | 
your eyes on the music.” 


Mose Jackson was dead and was 
having a large funeral. The minister 
told all the good things he could think 
of about the deceased. Mose had been 
such a loving husband, a wonderfully 
kind father,,a genial neighbor, a very 
solicitous provider for his family, and 
constant and benevolent church mem- 
ber. 

About this time Eliza, the widow, 
began to get uneasy. Leaning down 


; to her young son she said: 


Owner of Dude Ranch: “Yes, I can 
fix you up with a horse to ride. Do you | 
want a flat English saddle or a saddle 
with a horn?” 

Drug Store Cowboy: “Give me the 
English saddle. I don’t believe there is 
enough traffic out here so I'll need a 
horn.” 


“Yes,” said the old man, “I have had 
some terrible disappointments, but none 
stand out over the years like the one 
that came to me when I was a boy.” 

“Some terrible shock that fixed itself 
indelibly in your memory, I suppose?” 

“Exactly,” said the old man. “When 
I was a boy I crawled under a tent to 
see the circus, and I discovered that 
it was a revival meeting.” 


The judge admonished the prisoner 
thus: “I cannot conceive a meaner, more | 
cowardly act than yours. You have 
left your wife. Do you realize that 
you are a deserter?” 

“Well judge, if you knew that lady 
as well as I does, you would not call 
me no deserter. Judge, I’se a refugee.” 


He—“There’s nothing like cheerful- 
ness. I admire anyone who sings at 
his work.” 

She—“How you must love a mosqui- 


” 





to 


| rette?” 


“Sammy, you all go look in dat coffin 
an’ see effen dat’s your paw inside.” 





“I visit my friends occasionally,” re- 





marked the booklover, “merely for the | 
purpose of looking over my library.” 
| 


Sweet Young Thing—‘“Have a ciga- | 





Elderly Woman—“What! Smoke a 
cigarette! Why, I’d rather kiss the 
first man that comes along!” 

“So would I. But have a cigarette 
while you’re waiting.” 





“You are the most beautiful girl I’ve 
ever seen! I long to hold you in my 
arms, to caress you, to kiss your eyes, 
your hair, your lips—to whisper in 
your ear, ‘I love you!’” 

“Well, I guess it can be arranged.” 





The teacher was giving the kinder- 
garten class a lesson in natural history. 
Turning to one small tot, she inquired: 
“What do elephants have that no other 
animals have?” 

“Little elephants,’ 
reply. 


’ 


was the surprising 


“How did you cure your wife of her 
antique craze ?”’ 
“Oh, I just gave her a 1907 model 





automobile for her birthday.” 


KNIGHT OF THE Roap—‘Say, boy, 
your dog bit me on the ankle.” 

3oyv—“Well, that’s as high as he 
could reach. You wouldn’t expect a 
little pup like that to bite you on the 
neck, would you?”—Chicago Tribune. 


The captain.of a small trading vessel 
wanted to land some contraband at a 
certain port. Approaching the customs 
officer, he said: “Joe, if I put a ten- 
shilling note over each eye, could ye 
see?” 

“I could not,” said Joe. “And if I 
had one in me mouth I couldn't speak.” 


“Sir,” said the judge to the young 
man defendant in a breach of promise 
suit, “you will please discontinue your 
joking remarks during the remainder 
of this trial. You may court in jest, 
but you cannot jest in court.” 


Tommy had been playing truant from 
school, and had spent a long, beautiful 
day fishing. On his way back he met 
one of his young cronies who accosted 
him with the usual question: “Catch 
anything ?” 

Fully conscious of his guilt, Tommy 
quickly responded: “No, ain’t been 
home yet!” 


Then there was the absent-minded 
professor who lit a chocolate and ate an 
Old Gold and didn’t enjoy either. 


The callers looked at the plain little 
girl and one said to the other, “Not very 
p-r-e-t-t-y, is she?” ; 

“No,” said the child. “but awful 


s-m-a-r-t.” 
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IVER JOHNSON 


PRODUCTS ARE 


Best Sellers~the Year Around 


Our dealers throughout the United States know 
this: that’s why they are Iver Johnson dealers 


JANUARY 


REVOLVERS 
Hammer and hammer- 
less models: < cali- 
- bers and vari- 
a» ous barrel 
lengths, grips 

and finishes. 


dagionireorclighehgsront™ VELOCIPEDES 
The handsomest and sturdi- ERE ae 
a Sidewalk Cycles made. or She ee — ane 
| tonal frame and diamond Sa ae A aiséa, re 
rame. 


OCTOBER 





NS 
Y 





SHOT GUNS aa 4 a RIFLES 
Single and double bar- a The new .22 caliber 
rel = pie 8 Models 1 Safety Rifle. The out- 
in both; plain extrac- ee standing achievement 
tor or automatic ejec- BICYCLES in the .22 Caliber Sin- 
tor; all popular “America’s Finest Bicycles’ in a wide range of gle Shot Class. 
gauges. : P models, sizes and colors. 


ATNL 


IVER JOHNSON 'S ARMS & CYCLE WORKS 


New York Chicago Ogden, Utah San Francisco 
151 Chambers Street 108 W. Lake Street 2327 Grant Avenue 717 Market Street 
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ARCADE::TOYS 


“THEY LOOK REAL” 








Remember that the children around whom the glory 
of Christmas is built are potential wealth. They are 
the moving influence of the day and the property 
owners of tomorrow. Upon them every dealer must 
depend for his bread in the future. 


The youthful impression is a strong and lasting one. 
Win over the children of your community. Carry a 
line that will please them, too. Run special toy de- 
partments for their benefit. The results will be amaz- 
ing, the profits will be unusually satisfactory, the 
children will be happy and you will be insuring your 
future. 


Place your Christmas order for the fast selling Ar- 
cade Cast Iron and Wood Toys now! 


No- 716 





Bedroom Set 
No. 696 





Write Us for Catalog. Ask Your Jobber for Prices. 


ARCADE MANUFACTURING CoO. 
FREEPORT, ILLINOIS 


New York J.T. ROWNTREE 
200 5th Avenue Los Angeles Portland 
Chicago San Francisco Seattle 
553 W. Randolph Salt Lake City Denver 





ARCADE«TOYS 


Loss Leaders and Premiums 


By W. O. Hoppert, Hardware Merchant, Wahpeton, N. D.* 


AKING as the subject Loss Leaders, we do not 
| eliminate stocking these articles that many chain 





stores sell at cut prices, but keep them in stock 
for the convenience of those who may call for them. 

Occasionally we advertise them as a special, displaying 
them in our windows to let the public know we carry 
these goods and they can purchase them at our special 
sales. 

We have had what you call a 9-cent sale, each item 
ending with 9, such as 9, 19, 29, etc., with which we have 
had wonderful success, bringing new sales and also 
bringing in cash which helps to reduce the size of the 
charge sales. 

We think there are too many loss leaders in building 
hardware, especially when the price is cut so badly that 
there is not much left for the dealer. If we cannot 
make a fair profit what good is volume? 

We believe in consistent newspaper and circular ad- 


| vertising and aim to put on special sales every Saturday, 


| and this has proven very satisfactory. 


We aim to call the public’s attention to different ar- 
ticles we sell, and have found through our ads it learns 
about the stock we carry. Regardless of price, steady 
sales have developed. 

Every community has different difficulties, and what 


| may prove satisfactory in ours may not prove so in 


| others. 


We do not duplicate advertising of other hardware 
merchants by advertising the same articles that they do 


| at the same time, or even display such goods in our 





windows. 





* Address before recent North Dakota Convention. 





“The Directions Are On the Can” 


(Continued from page 50) 


who wants to buy it. A Robot can do that because such 
business is in full bloom and only a mechanical opera- 
tion is required to pick the order. Real salesmanship 
consists of cultivating business where sales are not 
apparent on the surface. This school teacher is an 
example of such paint sales possibilities. He would 
never have bought auto enamel, no matter how good it 
was, if the sale had not been stimulated with advice on 
procedure, application and cost. Then too, many people 
today do not use more paint because they think that, as 
amateur painters, they will do a cheap job, regardless of 
quality products, but paint manufacturers are making it 
easy for the amateur to do professional work and the 
dealer should proclaim the glad tidings. Donner and 
Hellegers are among the leading paint sellers in Passaic 
County because they have qualified themselves with ex- 
perience and study to give advice on all kinds of paint- 
ing problems and the hardware dealer will get poor cus- 
tomer coverage with the paint on his shelves if he sticks 
to “The directions are on the can” sales talks. 
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See OL ERIE IIN Ee EB 


A New Quarter-Inch Drill 


Believing a heavy demand exists for a dependable, light-weight | & 
%-in. drill among mechanics, automobile owners and home own- | LN 
ers, Goodell-Pratt Co., Greenfield, Mass., has placed such a drill | 
before the trade. 

This drill was first announced to the trade early in September. | 
The Westinghouse motor is capable of developing more than 
enough power to drive the drill to its rated capacity, and the 
safety factor that is provided from its surplus power is invalu- 
able. The no-load speed of the chuck spindle is 1700 r.p.m., 
which is lower than found in most %-in. drills. The full load 
speed of 850 r.p.m. is excellent for general purpose drilling in 
steel and other materials up to 4% in. The double-speed reduction 
is accomplished through a chain of wide-faced gears made of 
special alloy steel, carefully heat treated. The drill has a full 
ball bearing spindle, two sets of ball bearings being provided to 
take care of both the thrust and radial loads, which obviously 
increases the efficiency and life of the drill. 

The drill is well designed and presents a good appearance, 
and its balance and comfortable pistol grip makes it easy to 
operate even over long periods of time. The aluminum castings 
are ribbed, likewise the pistol grip, enabling the operator to 
always maintain a firm grip—even if the operator’s hands are 
greasy. The straight-line design of the drill permits drilling in 
very close quarters. 

An important feature of this drill is its weight, which is 4 Ib. 
3 oz. The over-all length of the drill is 1134 in. Twelve ft. 
of high-grade rubber covered cable and an unbreakable rubber Q 
glug are furnished with each drill. The drill is supplied for * 2 
either 110 or 220 volts alternating current or direct current. In Have Been Gaining 
addition the manufacturer is offering a lever feed drill stand, 


a small bench stand, and grinding wheels, and other appliances. Momentum for 65 Years 
COMMENTS FROM READERS 


PHILADELPHIA, Pa.—The first thing I look at in 


ar cone Ae _ OR Sixty-five years Morse 
HARDWARE AGE is “Trade Winds.” I always find it . 
interesting. I have been tempted several times to write Tools have been gaining, 
79 iy of iy acon oa fae ae ea momentum as fast sellers. 
ticularly admirable. “Putting Price In Its Place” in the Th ‘ ’ 
eir lon}, standing, reputa- 


Aug. 22 issue, is one of the soundest and most construc- 





AES 


¥ 


2 
¥ 


ou 
. 
a‘, 








tive messages that I have seen delivered to the hardware tion for uniform quality puts 
trade in a long while. I want to congratulate you not : ° : 
only upon the subject matter, but upon the very inter- them first in the minds of 
esting way in which it is treated. your tool-buying customers. 
Yours very truly, 
TAVET Dr rr Pf ° . 
FAYETTE R. Plums, President, Stock Morse drills, cutters, 
Fayette R. Plumb, Inc. 
sensei reamers and other tools and 
Winnipec, Canapa.—While I have long enjoyed the let their momentumadd speed 


pleasure of having you talk to me through the columns 
of Harpware AGE, this is the first time I have accepted 
the privilege or taken the liberty of addressing you My 
first impulse is to express my appreciation of your 
weekly messages in “Trade Winds.” They are always 


to your stock turnover. 


The Morse Line 





so practical, helpful and inspiring. I also take this op- | includes: 
portunity of expressing my debt of gratitude to Harp- | 
wARE AGE for the weekly articles of Mr. Saunders | DRILLS CHUCKS 
Norvell. The uncertainty of what is coming next is in | REAMERS COUNTERBORES 
itself a prize package that never disappoints. We have | CUTTERS MANDRELS 
| 


three HARDWARE AGES come into our store, and they TAPS and DIES TAPER PINS 
are always very welcome. The one regret is that they | SCREW PLATES SOCKETS 


do not arrive Saturday instead of Monday, so that one 
could take it home for Sunday. Pardon the length of | ARBORS ree 
this letter. | 

Awaiting the pleasure of a reply at your convenience | 
and wishing for continued success of HARDWARE AGE, | din @~O S&S Ee 
and best personal regards, I am, 

Vieiis tule TWIST DRILL & MACHINE COMPANY 
’? | NEW BEDFORD, MASS..U.S.A. 


(Signed ) C. C. FALCONER. 
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Milopernvz 
| THE HELLER Way 











Of course you want to in- 
crease your business; every- 
one does. And perhaps you've 
dreamed of owning a beauti- 
ful, up-to-date store like this. 


Did you know that by in- 
stalling Heller equipment the 
increase in profits resulting 
will actually pay for the fix- 
| tures? We'll show you how, 


too—no obligation. Just ask 
for Catalog 74A, stating size H EK | | I R 
of store. 

W. C. Heller & Co. BUSINESS BUILDING | 


700 Bryant St. 


Montpelier, Ohio STORE EQUIPMENT 





DIAMOND“E” 






Allt-Metal Frame 


CLOTH WINDOW VENTILATOR 


On every windy, dusty. rainy, snowy, 
blowy day, those of your customers who buy 
DIAMOND “E” Cloth Window Ventilators 
will be best protected. They 
keep out everything but pure, 

filtered air. 
11 popular sizes. 
Retail at 45c 
















BUY 





y 


“Make Your Show Windows 
Pay Your Rent” 
“Don’t Forget! Many Sales 
Are Made on the Sidewalk” 
ONKEN TOWER Merchandise Dis- 
players make Window Trimming Effec- 

tive and Easy. 

ONKEN TOWERS are Wonderful for 

es quick changes in your win- 

dow, 

ONKEN TOWERS have interchange- 

able features,—Two-in-One. 

ONKEN TOWER Merchandise Win- 

dow Displayers are made in 5 sizes 

from 27” to 48” high and 12” to 

36” wide. 

ONKEN TOWERS range in price from 

$6.00 Up and made like a piano. 

Write for Descriptive Matter No. 98 
THE OSCAR ONKEN CO. 


No. 698 West 4th St. 
CINCINNATI, OHIO 























COMING CONVENTIONS 


AMERICAN HARDWARE MANUFACTURERS ASSOCIATION 
ConvENTION, Atlantic City, N. J., Oct. 21, 22, 23, 24, 
1929. Hotel headquarters, Marlborough-Blenheim. 
Charles F. Rockwell, secretary, 342 Madison Ave., New 
York City. 

ARKANSAS RETAIL HarpWARE ASSOCIATION CON- 
VENTION, Marion Hotel, Little Rock, May, 1930. Exact 
date to be decided later. L. P. Biggs, secretary, 815 
Southern Trust Building, Little Rock. 

CALIFORNIA ReEetTAIL HARDWARE AND IMPLEMENT 
AssociaTION, San Francisco, Feb. 11, 1Z, 13, 1930. 
Headquarters, Hotel Whitcomb. LeRoy Smith, secre- 
tary, 112 Market St., San Francisco. 

CAROLINAS HARDWARE ASSOCIATION CONVENTION, 
June 10, 11, 12, 1930. Place of meeting to be decided 
later. Arthur R. Craig, secretary, 804-806 Commercial 
Bank Building, Charlotte, N. C. 

Irtinois RetarL HARDWARE ASSOCIATION CONVEN- 
TION AND ExuIBITION, Hotel Sherman, Chicago, Feb. 11, 
12, 13, 1930. Paul M. Mulliken, managing director, Elgin. 

INDIANA Reta HarpWaRE ASSOCIATION CONVEN- 
TION, Manufacturers Building, Indiana State Fair 


| Grounds, Indianapolis, Jan. 28, 29, 30, 31, 1930. G. F. 


Sheely, secretary, 911-913 Meyer Kiser Bank Building, 
Indianapolis. 
Iowa RetatL HARDWARE ASSOCIATION CONVENTION 


| AND Exuipition, Hotel Savery and Des Moines 
| Colistum, Des Moines, Feb. 11, 12, 13, 14, 1930. A. R. 


Sale, secretary, Mason City. 

KENTUCKY HARDWARE AND IMPLEMENT ASSOCIATION 
ConvENTION, Brown Hotel, Louisville, Jan. 14, 15, 16, 
17, 1930. J. M. Stone, secretary, 200 Republic Building, 
Louisville. 

LouIsIANA RETAIL HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Hotel Roosevelt, New 
Orleans, June 9, 10, 11, 1930. Guy Nason, secretary, 
Starkville, Miss. 

MicuI1GAN Retatt HARDWARE ASSOCIATION CONVEN- 
TION AND ExuisitTion, Grand Rapids, Feb. 18, 19, 20, 
21, 1930. Headquarters, Hotel Pantlind. Exhibition 
will be held at the Klingman Exhibition Building. A. J. 
Scott, secretary, Marine City. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Minneapolis, Feb. 18, 19, 20, 21, 1930. Charles 
H. Casey, manager, 2344 Nicollet Ave., Minneapolis. 

MisstsstpP1 RETAIL HARDWARE AND IMPLEMENT 
AssocIATION CONVENTION, White House, Biloxi, June 
16, 17, 18, 1930. Guy Nason, secretary, Starkville. 

Missourt RetaiL HARDWARE ASSOCIATION CONVEN- 
TION AND Exuisition, New Hotel Jefferson, St. Louis, 
Jan. 28, 29, 30, 1930. F. X. Becherer, secretary, 5106 
North Broadway, St. Louis. 

MountTAIN STATES HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Jan. 21, 22, 23, 1930. Place 
to be decided later. W. W. McAllister, secretary, 
Boulder, Colo. 

NATIONAL HARDWARE ASSOCIATION OF THE UNITED 
States ConvenTIon, Atlantic City, N. J., Oct. 21, 22, 
23, 24, 1929. Hotel headquarters, Marlborough-Blen- 
heim. George A. Fernley, secretary-treasurer, 505 Arch 
St., Philadelphia, Pa. 

NaTIonAL Retait HARDWARE ASSOCIATION CON- 
GRESS, St. Louis, Mo., June, 1930. Herbert P. Sheets, 
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Managing Director, 130 E. Washington St., Indian- 
apolis, Ind. 

TuHirD ANNUAL NaTIONAL House FuRNISHING Ex- 
HIBIT, Chicago, Ill., Jan. 19 to 29, 1930. 
Palmer House. Warren Edwards, secretary, 105 West 
Adams St., Chicago, III. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Omaha, Feb. 4, 5, 6, 7, 1930. Headquarters, New 
Paxton Hotel. Exhibition at Municipal Auditorium. 
George H. Dietz, secretary, 414-19 Little Building, 
Lincoln. 

TERCENTENARY CONVENTION AND EXHIBIT OF THE 


Headquarters, | 


New ENGLAND HARDWARE DEALERS ASSOCIATION, Me- | 


chanics Building, Boston, Mass., Feb. 20, 21, 22, 1930. 
Headquarters, Hotel Statler. George A. Fiel, secretary, 
80 Federal St. Boston 9, Mass. 

New York State Retait HARDWARE ASSOCIATION 


CoNnVENTION, Rochester, Feb. 4, 5, 6, 7, 1930. Conven- | 


tion sessions and exhibition will be at Edgerton Park. 
Headquarters, Seneca Hotel. John B. Foley, secretary, 
510 Hills Building, Syracuse. 

NortuH Dakota RetaiL HARDWARE ASSOCIATION 
CONVENTION AND ExuisiTiIon, Feb. 11, 12, 13, 1930. 
Place of meeting to be decided later. Charles N. Barnes, 
secretary, Grand Forks, 

Oxut1o HarpDWARE ASSOCIATION CONVENTION AND 
EXHIBITION, Columbus, Ohio, Feb. 4, 5, 6, 7, 1930. 
James B. Carson, secretary, 315 Mutual Home Build- 
ing, Dayton. 

OKLAHOMA HARDWARE AND IMPLEMENT ASSOCIATION 
ConvENTION, Oklahoma City, Jan. 28, 29, 30, 1930. 
Chas. L. Unger, secretary, 207-208 Bloomfield Building, 
Oklahoma City. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE 
ASSOCIATION, INc., CONVENTION AND EXHIBITION, At- 
lantic City Auditorium, Atlantic City, N. J., Feb. 11, 12, 
13, 14, 1930. Sharon E. Jones, secretary, 610 Wesley 
Building, Philadelphia. 

SoutH Daxora Retait HARDWARE ASSOCIATION 
ConvENTION, Sioux Falls, Feb. 4, 5, 6, 1930. Charles 
H. Casey, manager, 2344 Nicollet Ave., Minneapolis. 

SOUTHERN CALIFORNIA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, February, 1930, exact date and place 
to be announced later. H. L. Boyd, secretary, Spring 
Arcade Building, 541 South Spring St., Los Angeles. 

SOUTHEASTERN RETAIL HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, comprising the state associa- 
tions of Alabama, Florida, Georgia and Tennessee, At- 
lanta, Ga., May 13, 14, 15, 1930. Walter Harlan, secre- 
tary, 701 Grand Theatre Building, Atlanta. 

Texas HarDWARE AND IMPLEMENT ASSOCIATION 
CONVENTION AND EXHIBITION, Houston, Jan. 21, 22, 23, 
1930. Dan Scoates, secretary, College Station. 


VIRGINIA RETAIL HARDWARE ASSOCIATION CONVEN- | 


TION, Richmond, Feb. 13, 14, 1930. Thos. B. Howell, 
secretary, Richmond. 

West VirGINIA HarpwareE ASSOCIATION CONVEN- 
TION AND Exuisition, Huntington, W. Va., Jan. 21, 
22, 23, 1930. James B. Carson, secretary, 315 Mutual 
Home Building, Dayton, Ohio. 

Wisconsin RetatL HarpwaRE ASSOCIATION CON- 
VENTION AND EXHIBITION, Auditorium, Milwaukee, Feb. 


4, 5, 6, 7, 1930. B. Christianson, secretary, Stevens | 


Point. G, W. Kornely, exhibit manager, 1476 Green 
Bay Ave., Milwaukee. 








XMAS 
« SELLER 


Never before has a Xmas seller offered you the op- 
portunity given by North Ridge Pines and Wreaths. 
‘their record of sales Success is your assurance of big 
profits—for they sell and sell fast. 


NORTH RIDGE PINES and WREATHS 























are used in the home for table 
decorations, window decorations, etc. 
Every public building is a prospect. 
Made in many sizes, styles to fit 
every purpose. Completely described 
in FREE catalog. 

North Ridge Pines are especially 
suited for window displays, back- 
grounds and settings. New items 
are our forty, fifty and sixty inch 
Pines to trim windows of full sized 
merchandise. Eleven sizes, from 4 
to 60 inches in height, furnished 
plain or frosted, and beautifully 
trimmed wreaths from 6 to 24 
inches in diameter. 

Used by foremost designers, during 
the entire year—North Ridge Pines 
put real selling power into every 
window. Sixteen page catalog, 
showing many window trims and 
complete line—FREE. 


North Ridge Pines 
Box 30, FREEPORT, ILL. 


Write today for 
8 catalog, prices 











Men Use It 


—because they like it 


EN like the quick, easy ‘application 


yi with a hammer as the only tool. 
They like the smoothness of this—the strongest flexi- 
. 


ble joint on earth. 
to any type of service. 
to the extra protection it gives the belt ends. 
lets go.’’ 
tional steel rocker hinge pin will 
other type of pin. 


They like its ready adaptability 
The cost is trifling compared 
“‘Never 


Common sense tells them that the sec- 


outlast any 
Year after year sees larger 


quantities of all eleven sizes in use. 


Stock it in suitable sizes. 
See your jobber’s catalogue. 


FLEXIBLE STEEL LACING CO. 


4616 Lexington Street 


Chicago, U. S. A. 
2 


In England at 135 Finsbury Pavement, London, E. C. 


Look for this famous Reg- 


istered Trade 
stamped on genuine Alli- 
gator Steel Belt Lacing. 


Mark, now | 
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A way to sell pressure cookers 
and—to sell pressure stoves also 


Just a few of our 
customers 


Blish, Mize & Silliman Hardware 
Co., Atchison, Kan. 

Clifton- Simpson Hardware’ Co., 
Waco, Tex. 

Crocker & Ogden Co., Binghamton, 
M;. ¥- 


The T. Eaton Co., Limited, Mon- 
treal, Canada. 

Farwell, Ozmun, Kirk & Co., St. 
Paul, Minn. 

Hall Hardware Co., Minneapolis, 
Minn. 

A. J. Harwi Hardware Co., Atchi- 
son, Kan. 

Hunt & Mottet Co., Tacoma, Wash. 
Isaac Walker Hardware Co., Peoria, 
Ill. 


Marshall-Wells Co., Duluth, Minn. 
Paxton & Gallagher Co., Omaha, 
Neb. 

Schwabacher Hardware Co., Seattle. 
Was 

Simmons Hardware Co., St. Louis, 
and Branches. 

G. Sommers & Co., St. Paul, Minn. 
Supplee Biddle Hardware Co., Phila- 
delphia, Pa. 

Townley Metal & Hdwe. Co., Kansas 
City, Mo. 

Van Camp Hardware & Iron Co., 
Indianapolis, Ind. 

J. A. Williams & Co., Pittsburgh, 


Pa. 
Witte Hardware Co., St. Louis, Mo. 
Wright & Wilhelmy Co., Omaha, 
Neb. 


Nash Hardware Co., Ft. Worth, Tex. 


The National Aluminum Mfg. Co. 


Peoria, Illinois 





Probably no simpler method of at- 
tracting prospects has ever been de- 
vised than that of putting a pres- 
sure stove outside the store—lighted 
—with appropriate display cards. 


This is nothing new but it has 
been and is used by dozens of hard- 
ware stores. To supplement this— 
have a housewife prepare a meal in 
a Health Pressure Cooker outside, 
particularly a Saturday afternoon 
when there are many outside farm 
folks in. 


Let them see a meal on the fire 
—the process is simple—the dem- 
onstration easy. A woman clerk in 
attendance would make the picture 
quite complete. 





You might offer the Health Pres- 
sure Cooker in combination or make 
a little offering on Pressure Cookers 
alone. It should be advertised by 





mail to several hundred families 
(the simple demonstration you 
would run) and some space in the 
weekly community paper would 
help. 


Nothing talks like a live demon- 
stration of an article. And it is 
about as simple an eye-catcher as 
you could desire for it requires no 
expert help, because any woman 
could prepare a meal for demonstra- 
tion in a few moments. 


The main thing is “Do some- 
thing.” Selling is a little brains, a 
little preparation, a little work. 
People go by because you don’t stop 
them. Bringing the people in is 
merchandising, being a buyer and a 
clerk is just incidental. 


Can we help you with circulars— 
how to do it or when? Use an idea 
—write us. 





Health Aluminum Appliances are made 
of pure cast aluminum in our own plant 
by skilled workmen. We guarantee them 
to be free from any mechanical defects, 
and correct in workmanship. 


An inquiry will give you an opportunity 
to compare our prices and merchandise. 
After you have hed an opportunity to 

D our handi you may wish 
to handle the Health line exelusively. 











Health Pressure Cooker. Made of thick Health Aluminum Combination Cooker. 
cast aluminun in 10, 12, 18 and 25 Cooks complete meal at one time over one 
quart sizes. Each cooker is doubly tested burner. Oval design for roasts or fowl. 
and fully guaranteed. Two wooden heat Upper compartment for three different 
proof handles for convenience in lifting foods or vegetables. Made of thick cast 
cooker. Cover easily lifted by means of aluminum: Covers needs of half dozen 
two wooden knobs. Approved by Good utensils. Approved by Good Housekeeping 
Housekeeping Institute. Institute. 
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Cash in 
on the 
popular 


Cheney 
Nailer 


The Cheney NAILER, that re- 
markable nail-holding, nail-plac- 
ing hammer, is the greatest in- 
novation in hammer design 
ever made. Nothing quite like 
this handy tool has ever before 


been offered. 


For years men have wished for a 
real hammer which would al- 
low for quick one-handed nail- 
setting in places hard to reach. 
The Cheney NAILER is that 
hammer. Made by the makers 
of famous Cheney hammers, 
the NAILER is a good tool. 
Best of all, the added conve- 
nience of the wonderful nail- 
holding device costs your cus- ihktveiion «hows 


tomers nothing. | H Id D how .. No. 680 
ane olt 1s at- 
va Show the NAILER. Your cus- t a} S) a oor tached to a door. 
tomers will do the rest. Ask 
for further infor- 
sates» | SeCULEly-Open or Closed 













































handy hammer. 
Your own jobber 
carries it. 


Garage doors equipped with No. 680 Cane 
Bolts are practically burglar-proof. A turn 
of the handle from the notch on which it rests 
when raised and letting the bolt fall into a 
bushing in the floor will hold the doors 


securely closed. 











Also acts as a door holder—against the 
strongest wind—when a hole in the cement 
drive or a pipe in the ground is provided into 
which the bolt can be pierre 

slipped. : 


The No. 680 Cane Bolt is 
easily installed on doors 
of any size or thickness. 
Write Dept. H-1329 for 
prices on this unusual 
Cane Bolt. Frantz Manu- 
facturing Company, Ster- 
ling, Ill. 


— | ™ 
4 ’ 

















PRENTISS VISE COMPANY 


CEES RI 
106-110 Lafayette Street 
New York City mae iA 
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Let experts 
tackle that storage 
problem 


ERE is a service designed to 

provide your business with ade- 
quate, convenient, organized storage 
at lowest cost per year. 


GF maintains a department of men 
who know storage. They will survey 
your requirements and prepare a plan 
for you—a plan that will save you 
money in first cost, in operation and 
in upkeep. 


For GF Allsteel Shelving is a perma- 
nent investment—easy to install, easv 
to move or alter without depreciation, 
adaptable to changing needs and 
fire-resisting. 


It stays new under hard usage and . 
promotes better stock keeping. 


Let the GF storage experts advise 
you. There is no obligation. 


THE GENERAL FIREPROOFING Co. 
Youngstown, Ohio - Canadian Plant; Toronto 
BRANCHES AND DEALERS 
IN ALL PRINCIPAL CITIES 


The GF Alisteel Line: Desks + Tables - Filing Cabinets 
4], Sectional Files - Document Files - Filing Supplies |> 
Transfer Cases - Sates - Storage Cabinets - Shelving 





SHELVING 








Attach this coupon to your firm letterhead 


THE GENERAL FIREPROOFING COMPANY 
Youngstown, Ohio 


Please send me a copy of the GF Shelving Catalog. 


Name 








Firm 
Address____ 
City State ALA 



























USE 
REED & PRINCE 
MANUFACTURING 
COMPANY 


Quality 
Products—= 




















Reed & Prince Screws have cleanly 
cut, accurate threads, heads of true 
diameter with uniformly deep slots, 
accurately centered. Reed & Prince 
products include all types and sizes 
of wood, machine, cap and set 
screws, stove bolts, sink bolts, 
hanger bolts — perfectly fitted with 
true center nuts —and rivets, 
burrs, nuts and many special 
products. In all finishes—plain, 
nickel, brass, copper-plated, 
cadmium, chromium, Sher- 
ardized or hot galvanized. 
Every product is backed by the 
Reed & Prince high standard for 
quality, accuracy and service. 


REED & PRINCE MFG.CO, 


WORCESTER, MASS..U.S.A. 
WESTERN BRANCH arCHICAGO-12] NORTH JEFFERSON ST. 

















HARDWARE AGE for SEPTEMBER 26, 1929 


87 









i ay 4 


LANTERNS 


AITTLE INN 


THE LITTLE LANYRN 
WITH A BIG LAGQ\ 


SMALL lantern with a light too big 

to be overlooked—handy—depend- 
able—universally popular among users 
—seldom missing from well selected re- 
tail stocks. That’s Dietz “LITTLE 
WIZARD.” 


With red globes, Dietz “Little Wizards” 
are used in large quantities by Munici- 
palities. Get some of this business in your 
community! 


R. E. DIETZ COMPANY 


NEW YORK 


Largest Makers of Lanterns in the World—founded 1840. 
Output Distributed Through the Jobbing Trade Only 
























Z Wherever Wrought 
Strap and Tee Hinges 
or Hasps are required, 
these GRIFFIN products 
offer the utmost... in 
sturdy, practical qual- 
ity and service. 


RIFFIN 


ERIE, PENNSYLVANIA 
ranch Offices, 
New York, 45 Warren St. 








San Francisco, Oe Mi Market St. 
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gINGC One of Many Combinations 


This NCO Combination Tumbler and Tooth Brush 
Holder is one of many pleasing items illustrated and de- 
scribed in the RINGCO Catalog of over 100 interesting 
pages. 








PES PSPSS 


This Catalog, devoted-entirely to Bath Room Fixtures, is 
a big help in ordering the particular items you desire, the 
RwNcco line being handled by leading Jobbers. These 
Jobbers take pride in co-operating with Retailers to give 
them the most satisfactory and salable fixtures possible. 
And at prices which insure a good profit and build a 
permanently satisfactory business on a strictly Quality 
basis. 


All Ricco Bath Room Fixtures are made of Solid Brass, 
Highly Polished and Heavily Nickel Plated. They never 











BE SS SS PP PSE SPSS 


as rust. 

: AMERICAN RING COMPANY 

$55 Wo cise mck Waterbury Connecticut 
combines Samia, Boston—170 ieneeed F pe Hudson St. 

: teat Baa Sremmetr and en hicege—20 E. Madivon St. 
BEPEEEEEELELEPPLPPS CPSP PPPESESSSSSE 











THEY SELL ON MERIT 


Lidseen Oilers sell well because they 
serve well. They please machinists— 
save time and oil on every job, Af- 
ford the user perfect control of the 
oil at all times—a drop or full stream 
as requirements demand—for machin- 
ery in motion or stationary—overhead 
or below. 


LIDSEEN 
OILERS 


do more—they give longest 
service. No threads to wear 


~( CHICAGO) 
SPRING HINGES 


“SPRING HINGES OF RECOGNIZED QUALITY” 


The “Triplex” 


A sale of quality Spring 
Hinges means future profits 
for dealers. Customers who 
buy Chicago Triplex Spring 
Hinges are satisfied customers 
and will return again. 





















Triplex Spring Hinges are or break. No weak parts. No 

: : mae . 
designed for application to a trouble. z iE 
cap Pee ° | es ee i : o 
jamb hanging strip. i iy Every Oiler drawn of heavy a be 
neat, durable and finely fin- cold rolled steel. All welded. mie 
ished. Architects, Dealers and Three styles. All sizes. All 
Contractors recognize them as euaranteed. is 

“ iplex”’ “eo 2 : . Ba a a... 99 . 
re ee Spring Hinges of Quality. Ask your Jobber. Send for Cata- LEVER 


rices. 
Send for catalogue H-42 log and Pric 


Manufactured by 
Chicago Spring Hinge Compang. GUSTAVE LIDSEEN, Inc. 


824-862 So. Central Avenue 
CHICAGO a as NEW YORK CHICAGO, ILL. 
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For Every Bores any arc of a circl 
Carpenter’s Tool Box gl ss 


No other bit like it. Sells to carpenters and 
woodworkers as soon as shown. A wonder- 
ful tool. 


Combines many tools in one. Does the work 
of a chisel, gouge, scroll-saw or lathe. ~ 


The Forstner Auger Bit is guided by its 
circular rim instead of its center, conse- 
quently it will bore any arc of a circle, and 
can be guided in any direction regardless 
of grain or knots, leaving a true, polished 
surface. 


Used for such work as core boxes, fine and 
delicate patterns, veneers, screen work, scal- 
loping, fancy scroll twist columns, newels, 
ribbon molding and mortising. 





Sold singly or in convenient sets. Good 
profit. 


FORSTNER 


Labor Saving 


AUGER BIT 





Send for Catalog and Discounts. 


The PROGRESSIVE MEG. CO. 
TORRINGTON, CONN. 





















These Sales 
Are Certain — 
These Profits Are Sure 


$5,000,000 spent in direct sales efforts has established for WITTE 
units the leadership they deserve. We receive many orders daily— 
direct from prospects that could be turned into sales for you—in 
your own territory. 






Our new sales policy to sell only through the regular trade channels 
offers a limited number of well rated dealers the opportunity to FEATURES LIKE THESE WITTE Engines offer all the 


ie ae A * = ee most modern improvements 
cash-in on this highly profitable line. MAKE SALES EASY mate. possible by inventive | skill 
The most important single feature 
T * ri : of merit in the WITTE Engine is its extreme simplicity 
NO SERVICING REQUIRED of construction Such features as ‘Throttling Governor, 
Super-Hopper, Removable Die Cast Bearings, Bronze Piston 
y ry) _ ak ‘ . ste ‘harp ar Pin Bearings, Wico Magneto with jump spark ignition, Easy Starting 
WITTE dealers make and keep handsome profits. There are NO jyevice, Hot Spot Cylinder Head, Clamping Fly Wheels, Tron Bate 0 
servicing demands to diminish the original profit after the Sale, beer Skids, Protected Fuel Logos » Alloy , Steel a ae 
because WITTE units are built to live up to a lifetime guarantee. ree ang Tits Combines Im aie 8 he anion Sunes 
" ‘ ° : ‘ WITTE Engines cz be rt effic itly by using any fuel which is better 
If there is no WITTE dealer in your territory it will than 38 rrrdeie ghade oll serodea Gas, City OF Natural Gas. Think i) 

pay you to write for our dealer franchise today. the savings this affords, and the sales factor of economy it present 


WITTE ENGINE WORKS. KansasCiry, Mo. 


ENGINE BUILDERS SINCE I@7G@. 
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- 
No. 201/7’’: Burn- 
ing time, 44 hours. 
Height, 15% in. 
Weight, with 
chimney, 2.94 lbs.; 
without chimney, 


2.27 Ibs. Tinned. 





E famous Feuerhand 
(Firehand) Lantern— 
known all over Europe as 
the best hurricane lantern 
ever made—is destined to be 
the fastest-selling lantern in 
America. Customers quick- 
ly recognize the superior 
Feuerhand features. Fe uerhand 
Lanterns have a thicker tin coating 
than any other make —are warrant- 
ed rust-proof. Storm-proof and 
shock-proof. One-piece oil con- 
tainer—guaranteed not to leak. Let 
Feuerhand—the finest 
and fastest-selling lan- 
tern on the market— 
increase your lantern 
profits. Write today 
for information about 
complete line of styles 
and sizes. A. H. Leh- 
mann & Co., Inc., 132 
Front Street, NewYork 


FEVER 


Manufactured by Hermann Nier, Beierfeld, Germany 


Out-Selling 


all others 


EUROPE! £ 


Hardware 
Cloth 


Superior Brand 
Hardware Cloth 
has gained a repu- 
tation for quality 
because every roll 
is made from 
standard size 
smooth round 
wires carefully 
woven and there- 
fore free from 
bags or bulges, 
and with straight 
selvage. Heavily 
galvanized. 


G. F. Wright 
Steel & Wire Co. 


Worcester 






that is 


in 

































chimney 2.64 


filling cap. 


\\ \ 


HAND 








Showing why DENISTON “led- 
heds’’ last longer, are easier used 
and do a better job. 







Pat. 3-16-26 







And also why 
you can give 
more ‘‘led-heds” 
per pound. 





Here’s a lead headed nail that really takes the place of 
the old lead washer by completely plugging the hole made 
when a nail is driven into the roofing. 


The head is large enough to effectively cover the break 
in the galvanizing and the lead being on the under side 
of the head and on the shank of the nail prevents the 
roof from rusting. 


Furnish your trade a better nail on which you will secure 
a substantial profit and repeat orders. 


If your jobber cannot supply you—send us his name and 
we will forward you samples and circulars. 


The DENISTON CO. *er 


INC. 
4856 South Western Avenue, CHICAGO 











No. 260/10’: Burning 
time, 20 hours. Height, 
13.4in. Weight, with 

fbs.; with- 
out chimney, 2 lbs. Tin- 
ned, gold- and copper- 
bronze finish. Extra large 


f 


| ! | 








BUSINESS 


must be regulated as well 
as traffic. We stopped 
you just long enough to 
say that all Classified Ad- 
vertisements in Hardware 
Age must reach us nine 
days before the publica- 
tion date to insure inser- 
tion. “GO” to it. 


Hardware Age 


239 West 39th Street 
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\ Their Colors Win 


Decorative 











KIMBALL 
















Moore 


Push- Pins 


To 
. be Fasten 
olors, 
Rose, Am- Up 
ber, Green, e 
Blue, Crystal, Things 









and Black. Three 


sizes. 


Our Style “W” 


Assortment contains 














LIGHT ELECTRIC ELEVATORS eo 
tive Discounts. Your 
Kimball Light Electric Elevators operate at Jobber can supply you 
a low cost. There is a light electric built for promptly 
your requirement as to size, speed, etc. : 6 for 10c 
Write for particulars on these machines. : 
They come sawed, drilled, fitted, ready for i 
assembling. Moore Push-Pin Co. 
KIMBALL BROS CO Wayne Junction, Philadelphia 
Manufacturers of Moore Push-Pins, 
1117-4] Ninth Street COUNCIL BLUFFS, IOWA Pedbiis: ai, Stuetenin, ate 















































rst SO etic Sol- 
“pr fi nat po st fOr jin€ your hic 
yaines when VF commen sors of Peat 
rapids e pee yon put ~~ pee™ — with 
jov- A all of rés 1ts yav 1 us — capid 
vent gand the men no olved Molders 
Woot ped: Wor ey have Sa house rich it 
The wemgolvent gino: aaa with nds and 
Acknowledged pardenine, che roan ood from 
best and most apprec's piastie RRITT'S 
practical ene FA ” piTTst© : 
Traveling-Hanger *oo®" 
for Women 
and Men 
The extra-special 25 Cent Article with a large 
profit. 
1 Carton containing one dozen (5x10x2 inches) 
as 
Sample cases of 50 dozen Cartons (22x15x22 {04 
inches), Gross weight 58 kilos, Net weight 48 J woos 
kilos, including packing f.o.b. Hamburg. D = 
Measurements of Hanger: Open 16.5 inches, in art 
Closed 9 inches. ‘ ALAN 
om aan wart 
SINRAM & WEND - Hameln, Germany Me 
Founded 1899 ped a Ole) Due 2) °le1D 
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WELDING COMPOUND 


IS THE BLACKSMITH’S 
BEST FRIEND 


oN Its Use Enables 
Him to Weld Steel 
as Easily as Iron 


IT HAS NO EQUAL 


Manufactured by 


ANTI-BORAX COMPOUND CO. 
FORT WAYNE, IND. 
















UL 
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Hinged Malleable 
Pipe Vise 

A very popular item in_ its 
Oswego line. Made in six sizes to 
take pipe up to 4%”. A vise that 
will stand the gaff. 
THE OSWEGO TOOL COMPANY 
Oswego, N. Y. 











CLT Ie {Vy 
Aah) 

a 
anol! Hint ! 
“a WON oe BEAT |||) | 
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Better Brushes! 


| ‘ 
} Better brushes mean better busi- 
| ness, Customers continually come 
' 













back, not only for brushes, but 
for paints and other supplies. 
Hanlon & Goodman Brushes make 
a firm foundation for business 
building, since they are properly 
set in vulcanized rubber. Send 
for catalog and dealer prop- 
osition. 


HANLON & 
GOODMAN CO. 


XXX Special 







Kisko Varnish 342 Madison Ave. | 
Extra Extra Kalsomine ‘ J } 
XX Speciol Trim New York City 


Crackajack Wall 
Aristo Wall 














LAWN MOWERS 
COMPLETE line of motor, 
horse-drawn and hand mow- 

ers manufactured and guaran- & 

teed by the world’s largest maker 


t) : 
of high-grade lawn mowers. 
Write for catalogue 


and price list. 





















Philadelphia Lawn Mower Company, Inc. 
4250 WISSAHICKON AVENUE, PHILADELPHIA, PA. 














They satisfy customers! Assure better profits 
for you! 

WITT Cans are nationally advertised; ap 
proved by Good Housekeeping Institute and 
Priscilla Proving Plant; guaranteed to out- 











last 3 to 5 ordinary cans. 


a eee ee THE WITT CORNICE CO. 
rite for catalog and 
details. 2114 Winchell St. Cincinnati, Ohio 





IMPROVED 








For FALL Cleaning of 

Lawns, Driveways, Paths 
Guaranteed non breakable. 
Spring steel, light, easy to use. 
All teeth touch ground, cleans 
perfectly. Your customers will 
like it; rapid seller, good profit 
for you. Write us. 


Eastern Tool & 
Mfg. Co. 
Bloomfield, N. J. 











Known and Trusted 
for their unfailing 
accuracy— 

‘|BS 


BROWN & SHARPE 
w Mele) A. 


“World's Standard of Accuracy” 





. The symbol of quality 
in chain 


There is an ACCO Chain for 
every industrial, farm and home 
purpose—in bulk or made into 
specialties. Concentrate on this 
profitable quality line. Made by 
the world’s largest manufacturer 
of welded and weldless chain. 


AMERICAN CHAIN COMPANY, Inc. 
Bridgeport, Connecticut 




















HARDWARE AGE 


for SEPTEMBER 26, 1929 93 














The Best is none too good 
SHARK BRAND 
CHISELS and GOUGES 


BEAR THIS TRADE MARK 





Trade Mark 


Beware of Imitations 


Manufactured by 
&. A. Berg Manufacturing Co., Ltd. 
Eskilstuna, Sweden 


SHARK BRAND CHISELS 
are sturdy and well made and 
craftsmen and lovers of good 
tools appreciate their known 
quality because of their reputa- 
tion. 


Butt Beveled Edge 
Regular Beveled Edge 
Socket and Tanged Chisels 
Common and Half-Round Gouges 


We carry a full line of 
SWEDISH Made TOOLS and HARDWARE 


Order from your jobber today, or write 


SCANDINAVIAN 


WESTERN IMPORTING COMPANY, Ltd. 
107-109 Lafayette St., New York 


609 E. Hennepin Ave. 304 a Exchange Bidg. 
Minneapolis, Minn. Seattle, Wash 








Coristine Bidg. 
Mentreal, Can. 





















The Carton Is Soon Emptied 


This Carton with 
its attractively col- 
ored Orange and 
Blue Packages 
makes a fine coun- 


SLIPKNOT 
FRICTION 


ter display and ar- 
TAPE rests attention im- 
mediately. 

Guan enveee Laseeas Customers read 
about the printed 
uses of Slipknot 
Friction Tape and 


the fact that it is 
guaranteed to stick 
and cannot dry out 
is an incentive to 
try it. 


-one tells 
what a 
strong, adhesive 
tape it is—the car- 
ton is soon emp- 
tied. 


They do- 
another 





Put up in 1, 2, 4, and 8 oz. rolls in attractive Orange and 


Blue Packages. Our Counter Display Carton for 1 and 


2 oz. rolls starts sales soon as shown. 


SOLD THROUGH JOBBERS 


Also manufacturers of Kubber Heels and Composition Taps 


Plymouth Rubber Company, Ine. 
1000 Revere St. Canton, Mass. 





















Starrett Steel 
Tape No. 







The 
most popular 


low priced {/ 
tape is the 
Starrett No. 530 == 


Sell Starrett 


2553 

































Want a Position? 


When hardware concerns want experi- 
enced help they naturally turn to the 
“Positions Wanted” column of the busi- 
ness paper that dominates the hardware 


field. 
That paper is HARDWARE AGE. 


When you want a position—use 
HARDWARE AGE Classified Oppor- 
tunities Section. 
























Rugged 
Strength 
and the —& 
Speed of the Wind Bred 
Into Each .Lenox Cub! 


Generations of swift, raw-boned, sharp-toothed parents were 
the heritage of every wolf whelp—qualities bred into cvery 
cub «hat ran with .he famous Lenox pack. 

The years of manufacturing experience—the result of count- 
less tests—the constant improvement in materials and manu- 
facturing processes form the background of every Lenox 
hack saw blade. 

Attractively packaged—well advertised—backed by a sales 
plan that guarantees their introduction and steady sale— 
Lenox blades are priced for a quick turn and generous 
dealer profit. 


“The Tools in the Plaid Box” 
AMERICAN SAW & MFG. CO. 
SPRINGFIELD, MASS. 
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Double life of steel roofing and siding. 
Dickson cold-press process completely en- 
velops nail heads in pure lead. Neatest— 
Best—Least expensive. 50% to 60% 
more nails to the keg. One pound to the 
square, compared with 11% Ibs. of cast 
head nails. 
A long-profit item. Send for samples and circular. 
Dickson Weatherproof Nail Co. 
1011 Church Street Evanston, Illinois 














lof 


THE CORBIN SCREW CORPORATION 
The American Hardware Corp., Successor 
NEW BRITAIN, CONN. 
Warchouses—New York, Chicago, Philadelphia 
Western Factory—Dayton, Ohie 














ARE YOU GETTING THE FULL BENEFIT FROM THE 


VOLLRATH NATIONAL ADVERTISING 
IN SEPTEMBER GOOD HOUSEKEEPING AND 
OCTOBER LADIES HOME JOURNAL? 


This is the greatest consumer advertising ever given 
the trade by a manufacturer of enameled ware. Just 
as the Vollrath Color Ensemble Plan is the greatest 
selling idea ever developed by the industry and the 
new Vollrath Ware is the most beautiful cooking 
equipment ever offered the housewife. For details 
write THE VOLLRATH company, Established 1874, 
Sheboygan, Wisconsin. 





ARMSTRONG BROS. 


Solid Pipe Dies 









ANCHOR BRAND 


CHISELS 


made in 


Eskilstuna 


SWEDEN 
Zome of the Worlds Finest Steel 


\ \ & A A 
\Y Sponsored by 
\ JOHANESON, WALES 
\ & SPaRRE, INC. 
a Importers 
162 Chambers St., 
New York City 
Tel.: BARelay 0844 














These dies excel in easy cut- 
ting, long lasting qualities. 
They are of radically improved 
design and superior in work- 
manship and material. The 
Vanadium Tool Steel Chasers 
are cast-welded solidly into 
the body by our special process. 
Fit all standard stocks. 






{. Free Cutting Rake 3. Ample Chip Clear- 
ance 
2. Solid Support Be- 4 Relieved Cutters 
hind Cutter (Backed off) 


Write for Catalog P-10 


® ARMSTRONG BROS. TOOL COMPANY 
“The Tool Holder People” 


314 N. Francisco Ave. Chicago, U. S. A. 





Rebertson “Horseshoe Magnet” Hammer 
THE HAMMER 
THE TREK 




















The best permanent magnet hammer on the market. 
A PRACTICAL, AND SUPERIOR TACK HAMMER 
FOR USB IN MANY TRADES AND IN THE HOME. 


Awarded Silver Medal Panama-Pacific Exposition 
Name and design trade marks registered U. 8. Pat. Off. 


ARTHUR R. ROBERTSON 596 Atlantic Ave., Boston, Mass. 
Sole Manufacturer 








YS cushion TIRE 


7E STORE LADDERS 


= Insure perfect shelf service for any 
line of merchandise. Deep tread steps, 
properly spaced, with convenient full 
length handholds on both sides of 
ladder permit mounting or descending 
with ease. Both hands free to remove 
or replace sto k without danger of fall- 
Ing. Cushioned Tired and Truck Wheels elim- 
inate noise and prevent vibration. Erection as simple 
as A,B,C. Utilizessmall space. Make top shelves 
safely available for stock purposes. One style— 
neat of design—nicely finished —any height ceil- 
ing. Thousands in use. Circular on request. 


mt FE. MYERS & 3RO.co. 
ASHLAND, O10. 
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PUMPS-WATER SYSTEMS-HAY TOOLS - DOOR HANGERS 
te SST RRR 





| STRATTON!! 


For Small Tools, 
Utensils, Electri- 
cal Goods, Etc. 


wooD 
_o 
Liat =, = | HANDLES 


dried. Plain, or Enameled 
IN COLORS 


Stratton Mfg. Co., Stratton, Maine 









































- 


Simplex 
ScrewJacks 


Sell on Sight! 
Their Visible Screw, Stability, 
Workmanship & Duco Coloring 


Create Sales Appeal 


Templeton, Kenly & Co. 


EST.1899 


Chicago, IIl.,U.S.A. 


Sim plex Lever Jacks 
Pipe Pushers 
and Trench Braces 
have been famous 
for Years 


ER BEFORE... 
such outstanding quality 
at a moderate price! 


APPLICATIONS for DEALERSHIP should be made prompt! 


to THE FREDERICK CO., 100 West Monroe Bldg., Chicago, Ill. |) 


The 
¢ 


“™=WASHE 






RITE for Water 
System Catalog K 
which gives complete 
information on 
Deming Shallow and 
Deep Well Water 
Systems for practical- 
ly all requirements. 


THE DEMING CoO. 
Salem, Ohio :: Est. 1880 


FIGURE 1062 
Deming Oil-Rite Deep Well 
Water Systems. Made in 6, 
10, 14 and 18" strokes. 


95 











































Allith 
ROLLING LADDERS. 


like Allith hangers—are always 
on the track. They speed up sales 
by reducing the time needed for 
each sale. They are attractive, 
durable, roll quietly and run free- 
ly. Your post card will bring 
prices and information by first 
mail. 


ALLITH-PROUTY COMPANY 


DANVILLE, ILLINOIS , 















Arch Punches 


Belt Punches 
Spring Punches Revolving Punches 
A varied and attractive line for the Hardware Trade. Also: 
immers’ and Upholsterers’ and Plumbers’ 


Leather Workers’, 
Tools. 


The above tools will please your customers, as well as our 
famous Round and Oval Punches. 

Remember we have had one hundred years of successful maau- 
facturing experience, employ only skilled workmen and use the 
finest quality of materials. 

We stand back of every tool we make. Try us. 


Write for Catalog. 


C. 8. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 














BURNLEY 


The Soldering 
Paste that has 
satisfied cus- 
tomers for over 
23 years. 





ReMLEY sorpERiNG PY 






{oss 


OLDERING PAS! 


CSE 


BURNLEY BATTERY & MFG. CO. 
NORTH EAST, PENN. 





Sample free. 











SAMSON TRADE MARK 


SAMSON CORDAGE WORKS 
BOSTON, MASS. 


Nate) = an OO). 0D. 


SAMSON SPOT, PHOENIX and SACHEM brands 


each the standard of quality for its particular use. 
‘There IS a Difference in Sash Cord’’ 
OTHER BRAIDED CORDS * COTTON TWINES 


Send for catalogue, samples and selling information 
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Classified Opportunities 





Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 


Classified Advertising Rates 
Opportunity Exchange Section 





BOXED DISPLAY RATES 


Each additional ia. 


Positions Wanted Advertisements 
50% off rates quoted 





- 4.00 Address your advertisements and replies to 





Bet Solid, Minimum of 5 lines.... 
Each additional line 

All Capitals, Minimum of 5 lines. . 
Each additional line 


Average 10 words to a line 
Allow One Line for Keyed Address 





Hardware ASE: Classified Oppor- 
tunities, 239 West 39th St., New 


Discounts for Classified Advertising York City 
4 insertions, 10% yer 8 insertions, 158% 
° 





Harpwars Acpr is published each Thursday. 
Forms close Nine i See to date ef 





Remittance Must Accompany Order publication. 


Samples of merchandise, literature, catalogs, etc., requiring more than ordinary reforwarding postage should not 
be addressed to box numbers. 








BUSINESS OPPORTUNITIES 





POSITIONS WANTED 











A 


WANTED TO PURCHASE 


A well established manufacturing concern situated pref- 
erably in New York, Conn., or New Jersey. Two experi- 
enced men are in a position to take over.at once such a 
business with possibilities of profitable expansion. Please 
outline fundamentals such as nature of business, produc- 
tion, ete. Further details can be discussed at interview. 
Address Box 1-537, care of HARDWARE AGE, New York City. 














OPPORTUNITY—Retail hardware, builders’ and household business. 
Established eight years. Main thoroughfare Detroit, Michigan. Stock, 
Fixtures, Inventory about $20,000. Good lease with option purchasing 
building. Will stand strictest investigation. Interested parties must have 
at least $12,000 cash. Address Box 1-538, care of HAkpwArE AGE, New 
York. 


HARDWARE, Plumbing and Heating business, in good town, doing 
over $5,000.00 per month, long established in present building, will reduce 
stock to suit purchaser if necessary, a good opportunity for the right 
party. A. G. FORSYTHE, Brokcr, Milan, Mich. 

FOR SALE RETAIL PAINT AND HARDWARE STORE Located 
in growing section of the Bronx, New York City. Modern fire-proof fix- 
ture. Clean Stock. Business established twenty-five years. Reasonable 
rent. Address Box 1-543, care of HarpwaAreE AcE, New York. 





HELP WANTED 


WANTED Experienced Builders’ Hardware man. Must be capable of 
taking charge of Builders’ Hardware Department both Wholesale and Retail. 
Location in fast growing Middle West City of 200,000 population. Give 
complete history of past experience, family ties, age, salary and_photograph 
in first letter. An exceptional opportunity for the right man. Strictly con- 
fidential. Address Box 1-530, care of Hardware Age, New York. 








WANTED—Man in Retail Hardware House Furnishing and Paint 
Store. Experienced in 3 lines. Not afraid of Hard work. Must be quick 
worker. Also wait on inside trade. Able Dress large windows and make 
good signs. Address Box [-542, care of HARDWARE Ace, New York. 


WANTED—Wholesale Distributor in the Middle West has an excep- 
tional offer to a hardware buyer and merchandiser who is capable, energetic 
and experienced in the general line of hardware and sporting goods. 
dress Box I-512, care of HAarpware AcE, New York. 





SALESMAN—To sell line of Sole Taps, Shoulder Strips, Composition 
Taps and Rubber Heels to Wholesale Hardware and Jobbing trade in 
Eastern Pa., New York and New Jersey. Address Box I-540, care of 
Harpware Ace, New York. 


POSITIONS WANTED 











SALES MANAGER 
EXECUTIVE SALESMAN—READY FOR IMMEDIATE CON.- 
NECTION WITH MANUFACTURER SELLING TO HARD. 
WARE JOBBERS. FAV ORABLY KNOWN FOR OVER 14 YEARS 
AND HAS HIGHEST ENDORSEMENTS. TRAVELED EN- 
TIRE COUNTRY AND SUPERVISED SALESMEN. SALE 
OF CORPORATION REASON FOR AVAILABILITY. LOCA- 
TION IMMATERIAL. ADDRESS BOX I-534, CARE OF HARD- 








WARE AGE, NEW YORK CITY. 





HELP SPECIALISTS 


FOR THE HARDWARE INDUSTRY IN NEW YORK 
STATE 
MALE AND FEMALE 
BEVERY APPLICANT INVESTIGATED AND GUARANTEED 
FOR TEN TIMES THE WEEKLY SALARY INVOLV«D 
ABBYE EMPLOYMENT AGENCY, INC. 
112 W. 42nd Street Bryant 7374-5-6 














EXPERIENCED HARDWARE MAN seeking position of responsi- 
bility with manufacturer or wholesaler in New England or New York 


vicinity. Eighteen years hardware experience mostly as office executive 
with progressive jobber. Three years as retail manager. Age 44, small 
family, fine personality and habits, very energetic and capable. Refer- 
ences Now employed. Address Box I-539, care of HarpWaArE AGE, 
New York. 


YOUNG MAN, 28, single, with six years mill and general hardware 
experience, wants position with small retail store in small town. Energetic, 
ambitious, responsible. References if desired. Address Box I-541, care 
of Harpware AGe, New York. 





TRAVELING SALESMAN been selling New York and New Jersey 
territory. Desires position with Wholesale House, 10 years’ in General 
Hardware. Location immaterial. Address Box I-544, care of HARDWARE 
AcE, New York. 


SALES ACCOUNTS WANTED 











HARDWARE M’F’RS REPRESENTATIVE 
SEEKS ADDITIONAL LINE FOR NEW YORK 


A substantial reputation Sixteen years contact leading 
hardware jobbers will entertain connection only with 
well known concern—preferably advertised line—terri- 
tory—New York State—New Jersey—Philadelphia— 
Baltimore—Washington, D. C. 

EDWARD WEINGARTEN—286 Fifth Ave., New York City 























MANUFACTURER’S REPRESENTATIVE Chicago office, with ex- 
cellent following among hardware, paint jobbers and retailers, also depart- 
ment store trade, wants connection with good line on commission basis, 
Chicago and outside territory. Excellent bank and trade references. 
A. Ludwig & Company, 3772 North Clark Street, Chicago, III. 





SALES REPRESENTATIVE—Has extensive following in the New 
York Metropolitan district. Some of the largest jobbers and retailers in 
the lockwear trade amongst his accounts. Completed ten years of success- 
ful selling. Desires side line in the hardware or associated trades. What 
have you to offer? Address Box I-545, care of HArpwarE AGE, New York. 











TWENTY YEARS’ EXPERIENCE selling Hardware, Department and 
Variety Stores in Northern New Jersey, with over 200 active accounts in 
my territory. Wants good line for leader or side line to carry with my 
present line. Address Post Office Box 206, Springfield, New Jersey. 





REPRESENTATIV E—Thoroughly acquainted with jobber and dealer 
trade and specializing in builders’ hardware wishes several additional 
lines. Located in Philadelphia and covering considerable territory. 
Twenty years selling experience. Address Box I-526, care of HARDWARE 
Ace, New York. 
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Classified Opportunities 























SALES REPRESENTATIVES WANTED SALES REPRESENTATIVES WANTED 
ROPE SALESMEN WANTED in all territories—100 per cent pure 
Manila rope 17c. lb. basis. Fast selling side line, five per cent commis- 
SALESMAN sion. UNITED FIBRE COMPANY, 82 South Street, New York City 


(Foot of Wall St., and East River). 
must be one who has sold a high-grade article on quality 























-~, not price. Ra age ps cag oe jobbing 

trade in Central West and capable of approaching and COMMISSION SALESMEN IN EACH STATE for manufacturer of 
roo ae Soe bre kde es eae pe hand tools and hardware specialties. Advise territory covered and houses 
Hardware Age, New York. ’ represented. Address Box H-638, care of Harpwarr Acre. New York City 
LARGE importing firm in New York wants connection with Salesman WANTED—Wholesale Hardware Distributor in the Middle West has 

to carry various lines of high grade and very competitive hardware open a very desirable territory in Wisconsin. Address Box I-511, care of 

Answer to Box I-523, care of HARDWARE AGE, New York. Harpware AGE, New York. 








Sales Representatives Wanted 


In a recent issue of this paper under the classificatien of 
‘“‘Sales Representatives Wanted,” were twelve different adver- 
tisements for salesmen calling on the retail hardware trade. 


It looks as if hardware concerns knew where to “go’”’ for 
hardware salesmen, doesn’t it? 


And by this same reasoning it looks as if these concerns 
reckon that men know where to “go” to find these oppor- 
tunities. 


It’s a good paper that serves the trade “both ways,” isn’t it? 
Try it and see. Address— 


Hardware Age, 239 West 39th St.,New York 


‘‘Classified Opportunities Section” 








WHERE BUYERS and SELLERS MEET 


HEN you are in the market to buy or sell a store, to secure help Hardware Age is the 

or a position, or to secure sales representatives or a sales account authoritative national 

look over the offerings in the Opportunity Exchange section of — —— me 
Hardware Age. If you don’t see just what you want, ask for it as jobbers ie ait sedis 
there is always some one who will be interested in your proposition. of the country. 


Rates on Request. 
HARDWARE AGE 9 ,.cpporrenity.. 239 W. 39th Street, New York 
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THE ADVERTISERS INDEX 


No allowance will be made for errors or failure to insert. 


is published as a convenience and not as a part of the advertising contract. Every care will be taken to index correctly. 
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Fine Heavy Duty 
Screw Drivers for 


Particular Men 


If the Big Boss himself 
wanted a pair for his own 
special use, he could find 
no fault with these two. 
They are drop-forged from 


KILBORN STEEL 


No tougher steel is known. 
And it is impossible to turn 
either handle on its tang. 
Handle of the STEEL ROD 
finished in green—very good 
looking. IMPERIAL’S han- 
dle is black walnut. 


‘¢Green Line’’ Tools 


include Box Hooks, Punches, Cold 
Chisels, Screw Drivers, Offset Screw 
Drivers, Screw Driver Bits, Drills, 
and numerous others. 











STEEL ROD 
Write for Complete Catalog 
(MPERIAL 


THE KILBORN @ BIS HOP CO 
196 Chapel Street New Haven, Conn. 
Manufacturers of the 


“GREEN LINE TOOLS” 


Reg. U. S. Pat. Office 
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10 to 30% per pound in 
favor of ATLAS TACKS 


What count do you get when you buy tacks 
or small nails by weight? 


There is often a difference of 10 to 30% in 
favor of Atlas tacks or small nails. Test 
them yourself. And remember—good, 
sharp, clean cut, correctly sized tacks are 
expensive to make. 





Or when you buy by 
count see that you get 
the weight. There is 
often a corresponding 
difference. 


Either way, you can 
bank on Atlas tacks 
and small nails for 
quality, full count and 
full weight. 


CORPORATION 
and St. Louis, Mo. 


ATLAS TACK 


Fairhaven, Mass., 














They Slide 
Softly and 
Silently 


Every Home 
Needs Them 






DOMES of SILENCE 


Save furniture, carpets and floors. Made of highest 
grade steel. Beautifully finished and correctly shaped. 
Seventeen years of constant sliding service without a 


complaint. If your Jobber cannot supply you—write us 
direct. 
Retail 
at 10c for 


Set of 4 








The Package 


APPLYING 
We also make all grades of Sliding Casters, Pin 
Slides, Felt Slides, Upholstery Nails, etc. 


DOMES OF SILENCE, INC. 


21 Pearl Street New York City 











Hardware Age Verified List 


OF WHOLESALERS AND RETAILERS 


Shows the names, addresses, capitalization, territory cov- 
ered, percentage of wholesale business, number of travel- 
ing men, names of executive officers and buyers, and the 


lines handled by the Hardware Wholesalers. 


For example, on pages 7 to 79 it indicates by the key 
number 40 which hardware wholesalers handle paints 
and varnishes. 


Then, the Hardware Retailers on pages 80 to 353 who are 
rated |, 2, or 3 represent the livewire dealers doing 75% 
to 80% of the retail hardware trade of the U. S.; and they 
too handle the products just mentioned. 


CONTENTS OF VERIFIED LIST 

Wholesale Hardware Houses in U. S., Canada and Foreign. 

Retail Hardware Stores in U. S., Canada and Foreign. 

Chain Hardware Stores in United States and Canada. 

5, 10, 25c. to $1.00 Syndicate Stores carrying hardware. 

Department Stores ea ag Page “goo and housefurnishings. 

Manufacturers’ Agents in U. S., Canada and Foreign. 

Automobile Accessories Jobbers. 

Mill, Steam, Mine and Machinery Supplies Dealers. 

Sporting Goods Distributors. 

Mail Order Houses handling hardware and housefurnishings. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Distributors. 

Radio Apparatus and Parts Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 
Hardware Age Verified List of Wholesalers and Retailers is 
indispensable in economic direct-by-mail promotion work and 
also a helpful guide for salesmen's calls. Every manufac- 
turer's sales manager should have one on his desk, and every 
salesman could profitably carry a copy in his grip. Sjnce 
the previous issue was published there have been more than | 
10,000 additions and corrections, and these all appear in the 
Tenth Edition. 

It really is 16 directories in one. 


Published annually, $15.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 
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wu you take a length of Hodell Chain in your hand 
and examine it closely you can readily understand 
that “feeling of quality”. As an “old-timer” expressed it 
when visiting our plant recently, “beautiful chain” .. . 
and it is beautiful chain. The quality of the galvanizing 
itself is enough to sell Hodell Chain . . . and it does. 


Bulldog, Samson, and Hodell type of chain are three 
fast selling numbers. They are shipped on all-steel 
indestructible reels, packed in cases that build up 
into a multi-unit merchandising display as illustrated. 





Sieh 
Coil, CHAINS || 
(AMY PATTER 
SI22 OA FIwISH 


















The display features of Hodell chain are deserving of 
consideration. The convenience of this method is un- 
usual and above all the chain itself looks its quality, 
which is a big item in a product where quality is such 
an important item in the sale. Ask your jobber 
about this quality line, or for full information on 
Hodell products, fill out and mail the coupon today. 


THES CHAR) PROVUETS SY 
COOPER AVE. AT PENNA. R.R. «+ CLEVELAND, OHIO 
Established 1886 








THE CHAIN PRODUCTS COMPANY 
Cooper Avenue at Pennsylvania R. R., Name 
CLEVELAND, OHIO : 


Please send me complete information on your 
line of coil chain. 





Address_____ 
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NOTE 





This advertisement is placed on the back cover of Hardware Age to attract the progressive and busy hardware dealer—the man who has a multitude 
$ of things to attend to, and who is constantly on the lookout for efficient means and methods that will help him to increase volume of business and 


profits, 


at a minimum of expense 








AT MER 


The lettering shown above and all sign samples were made with 
SHOWCARDER in three minutes by a fifteen-year-old boy. 





Showcarder 


A complete sign department that lasts a lifetime. 


Increase Sales and Profits 
This Fall and Every 
Season Hereafter 


Your stock of hardware consists of high grade, quality mer- 
chandise—granted!—Your prices are right—In many cases 


lower than those of your keenest competitor. 
But do your customers know it? 


That is the question! 


True enough! 
Suc- 


cessful retail hardware stores use signs and plenty of them— 
in windows and throughout stores. 
immediately attracted to outstanding values. You can have 
all the signs you want when you want them and without any 


extra expense. 


10 


(1) 


(2) 
(3) 


(4) 
(5) 


oT; 


1,000 Reasons | 


Customer’s attention is 


shows you the way. 


VHY 


You Should lave SHOWCARDER 


Anybody can make attractive 
signs with Ut. No ex- 
perience necessary. 


is easy to operate. 
Nothing to get out of order. 


gives you all the 
facilities you need for all the 
signs you want. 


Showcarder saves you the ex- 


pense of a professional “sign 
writer.” 


Showcarder is by far superior 
to any sign writing outfit on 
the market, regardless of price. 


(6) 


(7) 
(8) 


(9) 


You can own a Showcarder 


an ingly small in 
The returns in dollars and cents 


are big! 
Showxcarder letter characters and 


designs are up-to-the-minute. 
Showarter service is construc- 
tive; always suggesting the 
latest styles in sign writing. 
Showearder attracts 
attention to new merchandise 
and pushes the old. 


with 





customers’ 


(10) Stowcarder Signs will pep up 


your store, windows and your 
sales force. 









You or your clerks—anyone—can make 
signs like thes: ith $ 





EXCELENT CONDITION 
Buick Roadsters 


mo" $375, 


Be SULS TITUTE 
AXe 





lifetime. 


No need of a lon 
Me Details Free.’ 


2332 University Ave. 


For Much Less Than a Week’s Salary to a 


Profesional Card Writer— 
SHOWCARDERS will make signs, price tickets, streamers, 
show cards of any size, large or small. One outfit will last a 
is easy to handle. There is noth- 
ing to get out of order. With it anybody in your store can 
turn out professional looking signs and just when you want 
them. This is the age of investments that bring big divi- 


dends. Here is a “tip”—Invest in 


letter, just mail the coupon or say: “Send 
You are obligated in no way whatsoever. 


SHOWCARDER, Inc. 


St. Paul, Minn. 


oo ee ee ee ee ee ee ee ee ee eee ee eee eee 





SHOWCARDER, Inc., 2332 University Ave., St. Paul, Minn. 


' Why 


— 


State 


’ 

i 

y Please send me Free—complete information regarding SHOW- 

CARDER. Not ? 
OE ee eee TI Sa eee eee ee ee ee ! 

t 

Pine eS rors? ACT iiss. Sos c4sGae : Mail It 

® Street an! No i 

II tess ohare ec ' NOW! 

ES 9 ca wd dg Veen Ras as eee . 
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